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THE JEWELRY TRADE 





HEN Charles MacLean, for- 
mer clerk in a Jackson, Mich., 
elry store, now with the Marines, 
knew he was going overseas a few 
months back he looked forward to 
doing a little bartering on the side 
with the South Pacific natives. Ac- 
cordingly he loaded his sea bag and 
‘all available space he had with imi- 
Station pearls, costume jewelry and 
cheap watches. And so MacLean 
sailed. 
Recently back in this country for 
la leave he reported the results of his 


venture. Seems he visited a native 
| village and sought out the chief. The 
‘chief, an ebony-skinned giant with 
flaming red hair, sat silent and ex- 
| pressionless before his hut and lis- 
tened to MacLean’s bartering voice. 
He viewed the “junk” jewelry that 
was offered in exchange for native 
war clubs, cat’s eye shells, grass 
skirts and the like through uninter- 
ested eyes, still maintaining his 
silence. 

When MacLean had had his say, 
the chief stood up and, reaching 
under his belt, produced and handed 
to MacLean a very business-like ap- 
pearing card on which was printed 
in crude but legible lettering: 

Native War Clubs, plain . .$1.00 

Native War Clubs, carved . $3.00 

Cat’s Eyes, 4 for 50 

Grass Skirts ........... $4.00 

MacLean, red-faced, picked up his 
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goods and quietly made his way back 
to camp. 
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EAVE it to the femmes to turn a 

new trick out of something that 

is “old hat!” First it was heavy 

Victorian furniture painted a glossy 

white — now it’s Victorian jewelry, 

worn in unexpected ways to give it 
a modern air. 

Grandma would turn over in her 
grave if she could get a look at the 
September issue of Click picture 
magazine. Her bead choker is wound 
around the wrist of a sweet young 
thing — her heavy brooch, once 
pinned proudly on a_ beribboned 
bosom, is now attached to a velvet 
ribbon and worn as a necklace—cuff 
links and cameos now jangle from 
school-girl charm bracelets ! 

Oldtime jewelry was brought into 
the country from Europe before the 
war chiefly as an inspiration to 
American designers, Click reports, 
but “very few found a mass market 
in their original form. It wasn’t until 
the manufacture of metal luxuries 
was curtailed and our imports cut off 
that the boom in the old jewelry 
business really began. Many of the 
country’s largest department stores 
are currently merchandising these 
old pieces with great enthusiasm and 
greater success . . . mammas and 
daughters are competing for own- 
ership . . jewelry auctions are 
jammed to the doors, rummage sales 
are prospering, youngsters are trea- 
sure-hunting in button boxes and 
sewing kits .. .” 

Other Grandma shockers shown on 
Click’s pages —a young girl wear- 
ing a heavy watch chain attached to 


a smart checked vest; coins, seals 
and lockets swinging from three 
heavy chains pinned across a blouse 
front; cameo cuff links made into 
earrings. 
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ERSONALLY, we think this 

may be an old chestnut — but 

it was told to us as both true and 
recent. 

Several weeks ago Indianapolis 

police got a call to check on a broken 

on an Indianapolis jewelry 
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store. They found the door open, all 
right, but when they went in the 
store and poked around everything 
seemed to be okay. Not a robber in 
sight—until somebody spotted a coat 
sleeve peeping out from behind a 
counter. 

Sure enough, it was a genuine 
burglar—sleeping sweet as a babe, 
on the floor. He was weighted down 
with about $500 worth of jewelry 
and watches which he had tucked 
into his pockets before tucking him- 
self in for a snooze. 
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NCLE SAM owes a real debt of 

gratitude to folks who pawn 
their watches, says a spokesman of 
the Bendix Aviation Corp, 

In a recent talk in Philadelphia, 
the Bendix executive revealed that 
when Uncle Sam first found himself 
with a war on his hands, he also 
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NEARLY EVERYONE WANTS A PARKER “‘51’’. These 
sensational pens will march out of your store steadily 
when again available if you plan now for this huge 
postwar business. 













“The Big Parade” is scheduled to begin bE 
when Parker can again start making shipments to meet o 
the pent up demand for Parker “51” Pen and Pencil Sets! rs 
Then . . . the jeweler who's on his toes : 

will see to it that those PRE-SOLD Parker “51's” 
come marching out of his store instead of the stores of other 
dealers. Yes .. . the Parker “51” PARADE is a PARADE | 
of PROFITS . . . “51's” marching out of your store é 
and éllars marching into your cash register. ri. 
Just give your pen department the attention it deserves : 
after this war and watch the Parker “51” Pens Fi 


bring you high unit, good profit sales. 


The Parker Pen Company| 


JANESVILLE, WISCONSIN 
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U. S. REVENUE DEPARTMENT RULES: 


NO FEDERAL TAX 
ON KON-ITE WATCH STRAPS 








Here is one more reason why you should 
sell KON-ITES, the popular watch straps - 
with the molded buckles proven depend- 
able on the wrists of over eight million 
wearers. 

The 20% tax levied on all jewelry,” 
including watch straps with plated or 
filled metal buckles, does not apply to 
Kon-ite straps. It is little things like 
that which make customers happy! And 
it will help retailers to avoid troublesome _ 
tax details and bookkeeping that eat up 
profits on small sales. 


Pictured, left to right, are: 1) Kon-ite Tubular, 
the only strap with die-formed smooth-all- 
‘round leather tubing and molded lug-ends; 
2) Kon-ite flat leather strap in one of a variety 
of grains and finishes; and 3) Kon-ite Web- 
bing strap that -will outlast all other fabrics — 
three-to-one. All have Split-Proof ol ont 
molded buckles and ees 


KON-ITE: 


SPLIT-PROOF 
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ty found that there was a real stumper 

ik sanding in the way of production of 
gviation instruments. No more jewel 
hearings coming in from Europe, and 
‘ewel bearings — lots of ‘em — were 
needed to make instruments. 

The country’s pawn shops were 
scoured for old watches. The move- 
ments were quickly dismantled, the 
Bendix executive says, and the jewels 
from them graded for size. 

Then the vital aviation instru- 
ments were fashioned to fit the 
jewels, instead of the other way 
around. The bottleneck was broken. 
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HE Ideal Furniture Co., Inc., of 

Hazard, Ky., sells just about 
everything, including the kitchen 
sink. Just a few of its items — jew- 
elry, furniture, dish washers, radios, 
flowers and floral “funeral designs,” 
sinks, cabinets for built-in kitchens, 
refrigerators, and Steinway and 
Wurlitzer pianos! 

A perfect example of this store’s 
complete service is reported by W. E. 
Mattingly, owner. 

The other day an altar-bound 
soldier came in to the Ideal store’s 
jewelry department. His mission — 
two wedding rings, one for the bride 
and one for himself. 

About an hour later he was back 





JOE JEWELER IN UNIFORM 





again. This time, he ordered flowers 
for the wedding from Mr. Matting- 
ly’s flower department. 

Still later in the day, he was in 
for the third time. Just wanted to 
tell Mr. Mattingly that after the war 
was over and he and his bride settled 
down to housekeeping, they intended 
to buy all their furniture from him. 

That’s complete service, all right, 
but it’s not where the story endeth. 
Just to make it a perfectly Ideal 
wedding, one of Mr. Mattingly’s 
daughters sang at the wedding, which 
took place in MHazard’s Baptist 
Church, and his other daughter 
served the table at the reception! 

As far as we know, the soldier 
found the girl by himself, in the 
usual way. 
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HEN the history of the free- 

ing of France is told, a para- 
graph or maybe a page will tell the 
amazing exploit of a French jeweler 
who, in a few days, rose from obscur- 
ity to command a force of 50,000 
patriots. 

General Patton’s army was driv- 
ing towards the Marne, another 
American army was pushing up the 
Rhone Valley, and French and Amer- 
ican troops, plunging through Bor- 
deaux, were rounding up the rem- 
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“Jones Silver Company wants to know 


my post war plans.” 





nants of eight German divisions in 
southwestern France. 

Such was Germany’s rout when 
the French jeweler (the Associated 
Press story didn’t give his name) 
left his store at San Sebastian, Spain, 
just across the border from France, 
put on his World War I uniform and, 
accompanied by a young captain, 
crossed the international bridge to 
Hendaye as representatives of Lt. 
Gen. Koenig, commander of the 
French Forces of the Interior. 

An entire company of Germans 
surrendered to the jeweler-officer. 
Two truckloads of Nazis with sub- 
machine guns showed the white flag 
to the French captain. 

Within a few days, the jeweier and 
the captain headed a’ French army 
that controlled all southwest France. 
and at least 12,000 Germans were 
prisoners. 
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HE old clock on the west front 

of Alabama’s capitol dome, which 
may be the oldest public timepiece in 
Dixie, has been taken down for re- 
pairs for the first time since it was 
put up in 1852. 

At last they found a man who can 
probably do the job — and state of- 
ficials have been looking for an A-1 
clockmaker for about the past 34 
years. They finally found him, in an 
unexpected spot! The man who is 
going to do the job is an inmate of 
Alabama’s Kilby prison — and Kilby 
officials uphold his claims as an ef- 
ficient clockmaker. 

The old clock was erected on the 
capitol in pre-Civil War days as the 
official timepiece of the capitol city 
of Montgomery, by authorization of 
the state legislature. 
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7 AY up in Summerside, Prince 

Edward Island, there was a 
jewelry store robbery a couple of 
months ago. The usual “breaking 
and entering.” 

Summerside police didn’t have to 
look far for the robbers. They were 
in the cops’ own county jail! 

It seems the two had rigged up a 
key to fit the lock of the jail door, 
and, police charged, frequently let 
themselves out for the night, return- 
ing before the crack of dawn to care- 
fully lock themselves back in! 

They were charged with commit- 
ting the robbery on one of their ex- 
cursions. 
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International Silver Company 
presents for your customers... 
radio’s newest, gayest comedy- 
drama of young married life... 


<< + ‘‘Ozzir and HARRIET” + + 


starring that popular team, Ozzie 
Nelson and Harriet Hilliard. 


Sunday, 6 p. m., E.W.T., Colum- 
bia network. 


Just wait till you hear this lovable, tune- 

ful, it’s-got-everything, new radio comedy! 

“Ozzie and Harriet” will have everybody listen- 
ing and laughing and humming. It’s human, warm- 


GENTLEMEN, get set for a Big Hit! 





hearted drama...plus a generous sprinkling of songs. 
It promises to be an even bigger success than “‘The 
Silver Theater.”” And you know that’s big! 

But best of all, this is your show. To remind your 
customers that beautiful 1847 Rogers Bros. patterns 
will be made again, after Victory. 

So make the most of it. Tune in. Tell your cus- 
tomers about “Ozzie and Harriet.’’ And get set now 
to get your share of the mammoth market that’s 
waiting to buy ‘‘America’s finest silverplate!”’ 


+z 


1847 ROGERS BROS. 
“Omercas Snest Hilveyplate” 
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Now’s the Time 


to Plan for 
V-Day 


The day of victory draws near in 
Europe and when it arrives you’d 
better be ready fer the outburst 
that is sure to follow the news 


OT even General Eisenhower knows exactly when 

the war in Europe will end, but the news of the 

past weeks indicates that victory over Germany may be 

ours sooner than any of us, even a little while ago, had 

dared to hope. Even our military and political leaders 

who up to recently were warning against over-optimism 

on the home front, now say that the Nazis can be beaten 
before the end of the year. 

The fact that the European war seems likely to end in 
the near future, plus the further fact that no one can say 
- beforehand exactly when that end will come, makes it of 
vital importance to plan for V-Day now. 

We can be sure that the day that Germany surrenders, 
we'll witness a celebration throughout all America the 
like of which none of us has every seen. Exuberant crowds 
will throng the streets—packed masses of humanity will 
let themselves go in a wild outburst of intense emotion— 
outnumbered police forces will be hard put to preserve 
even a semblance of decorum. So said no less an author- 
ity than Police Commissioner Valentine at a meeting of 
the Jewelers’ Security Alliance last month. 

In such an atmosphere it would be the easiest thing in 
the world for windows to be smashed—not necessarily 
criminally or maliciously, but through sheer accidents re- 
sulting from the over-crowding of streets and sidewalks. 
Or for victory marchers to parade through a store and for 
valuable goods to be lost in the crowds or confusion. 

Every retailer—and jewelers above all, because they 
are especially vulnerable—should make his plans now 
to meet this situation so that when the news flashes over 
the wires and the air he can put them into instant ex- 
ecution. 
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’ Here is a suggested program for the retail jewelry 
store: 


1. Have boarding ready to put over your windows 
and doors, making sure that there are means for at- 
taching it securely to the store front so that it can 
be erected without a moment’s delay. (This is a 
recommendation of Police Commissioner Valentine. ) 

2. Have signs ready to post on the outside of the 
store notifying the public that you are closed for 
V-Day. 

3. If the word comes during store hours, clear the 
store of customers at once, explaining that you are 
closing immediately because of V-Day. 

4. Put away all valuable merchandise from 
windows and showcases, and all cash and records 
just as in closing up at night. 

5. If the news arrives before the store opening 
hour, do not open, but go to the store at once and 
erect your window boarding and post your notices. 

6. Have an advertisement ready prepared and on 
file with your newspaper announcing the store clos- 
ing so that it can be inserted at a moment’s notice 
when the time comes. 

7. See that your employees are notified of all ar- 
rangements. If their help is needed to put the 
arrangements into effect see that the part which 
each one is to do is specifically delegated to him, and 
that he clearly understands what he is to do. 

8. Go out and do your own celebrating in what- 
ever way you choose, but don’t forget to include a 
little prayer of solemn thanksgiving. 
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This Thanksgiving 
window back. 
ground is partic. 
ularly effective 
with: the church 
silhouette 
mounted ona 
translucent back. 
ground. With « 
light behind it, 
the silhouette of 
the buildings, 
> windows and 


No Priority on Timely 
And Attractive Window Displays 


RE you waiting—somewhat impatiently—for the 

day when you can see work actually started on the 

carefully laid plans of your post-war dream store? So 

many stores are now working on plans for new store 

fronts or complete new stores. In some cases these plans 

are simply waiting for the go-ahead signal on‘materials 
and manpower. 

With such swell plans in prospect, we’re apt to feel 
that exciting window plans are “out” until our new store 
fronts are “in.” It is hard not to feel that our present 
windows are drab and difficult to work with and that we 
might as well suspénd the drama until we have a new 
stage, but this feeling is not really justified, There is 
much that We can do with whatever we have to work with 
now and we must remember that it may be some time be- 
fore our dreams materialize. In the meantime, we may be 
losing business and plenty of opportunity to make im- 
pressions on that constant stream of passers-by, if we 
just repeat the same effects week after week. 

As a matter of fact, right now is a good time to experi- 
ment. When our new windows are in, we'll want to be 
letter perfect for every display. By experimenting now 
with displays of the type we plan to use, we may make 
discoveries that will enable us to improve our permanent 
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window plans while they are still in the blue-print stage. 
We may also learn things that will give us more profes- 
sional effects when it is time to install our post-war dis- 
plays. The effects will, of course, not be the same as they 
will be when our plans are completed, but it is surprising 
how much can be accomplished with even simple changes. 

We can change the size and shape of the window with 
temporary background panels. Try curving a piece of 
compo-board to eliminate the awkward corners of a rec 


tangular window. Or use compo-board panels in interest } 
ing angle treatments. We can experiment with new color © 
schemes. We can try out tricks in perspective. We can ~ 
use shadow boxes for both decorative effects and to show — 


merchandise. A conclusion most likely to be reached by 
any amount of experimenting will be that new windows 
should be designed for the greatest amount of flexibility 
in background treatment. 

Whatever background effects you work out, you can 
keep your displays timely and appealing in idea and 
treatment. The accompanying sketches were designed to 
illustrate ideas and background treatments which can be 
adapted to most window backgrounds by the use of tem- 
porary panels and minor construction work. 

A simple church cut-out forms the background of the 
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Like many stores, you may be waiting for the go-ahead on materials for 
your post-war remodeling or modernization but don’t neglect your windows 


“meanwhile, for now’s the time to keep those customers looking and buying 


the 6th War Loan drive 
weer for this Fall, here is 
a display that will create real 
local interest. Photos of local 
: heroes and heroines are dis- 
7 played behind the star-shaped 
cutouts with ribbons stretched 


rad m each picture to a large 
3 = of the world showing 
‘1, where each was in action. 
Q 
ck. 
Q 
it, 
of 
ys, 
nd 


Thanksgiving 1944 window. The church outline is simple 
to cut out-of stiff black paper and mount on a blue back- 
ground panel. To make it more effective, mount on trans- 
lucent paper and use a light behind it. Place settings are 
shown on a low elevation and other table accessories are 
shown on the built in shelves at the side of the window. 


FOR OCTOBER, 1944 














Puritan figures, either cut-outs or small three-dimensional 
figures if they are obtainable, are placed with the lettered 
copy scroll. 
The background, elevation and shelf arrangement 
shown in this sketch are designed for most effectiveness in 
(Please turn to page 226) 


by VIRGINIA DIXON 


An unusual design effect with a 
modernistic touch is achieved in this 
birthstone display through the use of 
heavy cord stretched at various 
angles from top to base of window. 








by DAVID MARKSTEIN 


HE well-to-do woman at the next table turned to 

her luncheon companion. 
“I was figuring it up this morning,’ she said. “I can 
buy most of my Christmas presents today and get it 
over with. Jimmy gets a watch—he’s wanted one for 
so long. A bracelet for Frances and a bag for Jane. 
And I’m giving Johnny and Sue—you know they’re 
being married next week?—a pretty table lamp. I’ve 
so much to do. Why don’t you run down to Meyer’s 
jewelry store with me and help pick them out?” 

She paid her check and left. | . 

Two years ago, she might have shopped many stores 
to find such a variety of merchandise. But, operating 
under war scarcities, Meyer’s jewelry store in New 
Orleans has added line after line of new, more or less 
allied merchandise to keep its cash registers tinkling. 
The ‘sales figures of merchandise so relatively strange 
in a jewelry store as lamps have been so phenomenally 
good that present plans call for continuing them as per- 
manent stock after V-Day. 









War-Born New Lines Here to Stay 
At This Old Louisiana Store 


Founded 91 years ago, Meyer’s has enjoyed a steady,, 
generation-to-generation business in watches and jewel- 
ry. Many of the store’s customers are the children and 
grandchildren of those who first bought there back in 
1853. It took the biggest war the world has even seen 
to change the successful century-old policy of handling 
jewelry only, but today Meyer’s stock includes such 
diverse items as lamps, decorative glassware, leather 
goods and fashion accessories. 


GLAD WAR SPURRED CHANGES 


But while the new lines were added under war pres- 
sure, scarcities weren’t the only reason for undertaking 
them. “For a long time I had an idea in the back of 
my mind to add a fashion accessory line to our stock,” 
owner A. Thalsheimer explains. “War pressure merely 
crystalized my latent desire into necessity. And now 
I’m glad I did add them. Sales are so good we will 
probably continue the fashion accessory merchandise as 
permanent stock after the war. Right now, we're han- 


"We've got some pretty 
handbags, too," Selling 
lamps and fashion ae- 
cessories has brought 
Meyer's jewelry store 
many new customers 
who are excellent pros 
pects for watches, dia- 
monds and jewelry. 
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Lamps and handbags—now “standard” at Meyer's 





For 91 years, the iron monkey in Meyer’s jewelry store had trade-marked 


diamonds, watches, silverware. 


Bat, from now on, he’ll help sell 


handbags, lamps, glassware, leather goods—hugely successful rew lines 


dling, in addition to accessories: table, floor and pin-up 
lamps, some decorative glassware, and what leather 
goods we can lay our hands on—that’s rather scarce, too. 

“Lining up manufacturers offered a little trouble at 
first. You see, few of them today care to take on new 
accounts; serving their old ones under present restric- 
tions is a full-time job. The only line which we had 
no trouble finding—you have to sell some of these manu- 
facturers on your desirability as a customer to get any- 
thing—was straw and fabric bags. Leather accounts 
are hard to open. 


LAMPS ON ARRIVAL 


“Buying lamp stock offered difficulty, too. Deliveries 
are slow, quotas—for they have the quota system oper- 
ating in lamps, too—are not large. But the lamps sell 
well and are a profitable item. In fact, they move as 
fast as they arrive. After the war, they should offer a 
lucrative field for the jeweler who is looking for new 
worlds to conquer. We've stocked them at all prices, 
from relatively inexpensive pin-ups to table lamps that 
sell for over $100. There’s a ready market for all price 
ranges. 

“Fabrice and straw bags offer an almost unlimited field 
for war-time exploitation by jewelers. There is no dif- 
ficulty to speak of in securing stock. The styles are 
varied and manufacturers can offer us selections. We’re 
playing them for all they’re worth, selling all sorts of 
summer styles in bright, gay colors. The bags go well, 
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particularly a few leather styles we manage to stock. 

“T’ve bought some glassware, too—cocktail sets, serv- 
ing sets, all that sort of thing. They produce good fig- 
ures, and stock isn’t too hard to find.” 


ADS SHOW A SINGLE ITEM 


Mr. Thalsheimer believes in using generous advertis- 
ing to promote his new merchandise, Meyer’s jewelry 
store runs regular advertisements in the New Orleans 
newspapers, plus periodic squibs in one paper’s “Weekly 
Business Digest.” Station break announcements over 
the air produce excellent results. In addition, Mr. Thal- 
sheimer employs direct mail letters and statement stuff- 
ers. Not an advertising medium is missed. 

The “Weekly Business Digest” squibs are set as news 
stories, tell of Meyer’s new lines. Display ads usually 
feature a single item, since Mr. Thalsheimer believes 
advertising that picks out one strong feature at a time 
for forceful selling is productive of perked-up general 
sales as well. Radio announcements plugging Meyer’s 
new lines have brought much additional business. Mr. 
Thalsheimer. also uses personal letters to his estab- 
lished accounts to “sell” his store in general, and as a 
place to buy lamps, bags, glassware and fashion aeces- 
sories in particular. Statement inserts from manufac- 
turers, imprinted “Meyer’s Jewelry Store” are used 
with monthly bills. 

Meyer’s sales people are instructed to point out the 

(Please turn to page 198) 
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LL too often an advertiser breaks owt with a Mes- 
sage about the war—the Message being that the 
postwar dream of Foxhole Freddie, lying in a mudhole 
and chewed by gnats, is to sleep on So-and-So’s particular 
brand of inner-spring mattress, or shave exclusively with 
Such-and-Such a make of shaving soap. This sort of 
things, we understand, wins no popularity contests with 
servicemen. 

So when a soldier says nice things of an advertisement 
about soldiers—that’s news! In fact, we might say it’s 
the ultimate “Oscar’’ for the advertiser—in this case 
Ralph Roessler, retail jeweler of Marion, Ind. 

Last January an officer walked into the Roessler store 
at 102 E. 4th St. and asked for Mr. Roessler. He was 
home on leave, he said, and he’d come down to the store 
just to say how much he liked Mr. Roessler’s ads, and how 
much he appreciated what they said. They would be read 
with appreciation by many Marion boys in service who re- 
ceived the hometown paper, he told Mr. Roessler. 

He was talking about the Roessler holiday advertising 


Each ad carried its own particular message 
to the "folks back home." This voiced their 
responsibility in keeping America, American. 
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Holiday Ads Win Commendation 


campaign. The ads ran in newspapers from Thanks. 
giving until Christmas, but said nothing about buying 
Christmas gifts at Roessler’s. 

There were more important things to be said for , 
wartime Christmas, Mr. Roessler thought—things aboy 
the hope and faith part of the true Chirstmas spirit, 4 
needed by the families of Marion boys away from hom 
on this special day. 

So Mr. Roessler went into conference with his son, 
Ralph, Jr., who is with a Detroit advertising firm, 
Together they planned a series of ads that would remind 
the home folks that they have a duty—to keep Christ. 
mas Day and all the other days a part of the “Americap 
way’ of life. 

Billboard posters, a regular Roessler advertising 
medium, also carried the Christmas theme. Displaying 
a simple holly wreath on a brilliant red background, 
the posters said: “Christmas, the hope for peace to come,” 


_ with the signature “Ralph Roessler, Jeweler.” 


Sweeping the main display window clean of merchan- 
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The empty chair at Thanksgiving is not a | 
symbol of sorrow, but rather one of strength 
—this ad tells families of boys “over there." 
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When a home town service man on leave 
goes out of his way to express his appreciation 
of the message carried in a jeweler’s 

holiday advertising campaign--that’s news 


dise, Mr. Roessler put in a special holiday display bee 
i ious theme. Arranged in steps, from the win ow- 

; _ eye-level at the back, were more than 100 paint- 

_ Mes Roessler’s private collection of — 4 
Sis wel tings of the Madonna. In a corner of the 

caer Aa a adi, with tiny figures of the Holy Fam- 

ily—also a part of Mrs. Roessler’s collection. 

(Please turn to page 208) 
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"And so we come to 
Christmas" —the mean- 
ing of the day and all 
it stands for in bring- 
ing hope and comfort 
to our fighting men. 
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No Santa Claus 
On Guadalcanal? 


Don't you believe it! 
. 4 we know American kids, there'll be @- Senta 

Christmas Day. there, come 
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Eleetrie Wateh-Timing Machines 


Electric Watch-Rate Recorders, which enable the watchmaker to get an 


accurate check on the performance of a watch in 30 seconds, have been 


a boon to the jeweler’s repair department. But to obtain the best results 


from their use, the watchmaker must know and understand their opera- 


tion. Here is the first installment of a clear brief discussion that should be 


distinetly helpful in every shop where a rate recording device is in use. 


by Research Department 
ELGIN NATIONAL WATCH COMPANY 


WATCH timing machine, like everything else, has 

limitations. If the machine is used intelligently, 
it has great advantages; otherwise, the results will be 
misleading. 

The proper interpretation of the performance record 
of. a watch as measured by an electrical watch timing 
machine is of great importance to both the watch manu- 
facturer and to the watchmaker. The interpretation of 
this record depends to a great extent on the limitations 
of the timing machine. Watch timing machines on some 
watches do not provide indications or records of the true 
condition of a watch. When this occurs the indications 
are yery misleading. Such results, to the manufacturer, 
mean that good watches would often be rejected in the 
factory as being defective, and faulty watches sometimes 
accepted. To the watchmaker when some rates are im- 


properly recorded, the results are equally serious. Good 
watches often appear, according to the machine, to be 
defective, and the watch repairman then wastes his time 
attempting to correct a non-existent fault. He may, in 
fact, destroy the proper adjustment of the movement in 
attempting to produce a good record. Again a watch- 
maker can conscientiously do a good repair job on a 


watch, only to find to his embarrassment that the watch © 


shows up poorly on a watch timing machine when tested 
before the customer. The same thing oiten happens with 
a new watch which is in perfect condition but shows a 
poor record on a watch timing machine. 

It should not be inferred from the above information 
that electric watch timing machines are not useful and 


effective. The Elgin National Watch Company has had 


a large number of them in continuous use since the early 
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part of 1935. These machines include the products of 
three different manufacturers in addition to equipment 
developed by the company, and all of these machines 
have contributed to increasing the quality and accuracy 
of Elgin watches. From time to time, however, it was 
noticed that some watches, especially of the wrist type, 
provided very poor machine records whereas a subse- 
quent inspection and running test proved these watches 
to be in excellent adjustment and condition. Anyone ex- 
perienced with these machines will likely recall that they 
provide excellent results with large sized movements 
whereas when small watches are rated, good records are 
more difficult to obtain. The machine records can some- 
times be improved by critical adjustment of the volume 
control. When this occurs it is obvious that factors other 
than the watch action itself influence the machine 
indication. 

Although it has been known that some good watches 
failed to record properly on a watch timing machine, 
the reasons for such action have not previously been 
clear. As a matter of fact, one prominent electric watch 
timing machine manufacturer furnished a handbook with 
each machine that states that the machine record “makes 
possible the explanation of the performance of any 
watch.” This is not always the case. The timing ma- 
chines have certain capabilities and limitations which 
will be explained, together with the reasons for these 
actions. 


USES OF TIMING MACHINES 

The timing machine accomplishes the two following 

purposes: 

1. It provides a quick means of rating a watch, usually 
requiring 30 seconds for each position tested. 

2. Under certain conditions it provides a means of 
quickly determining the general condition of a 
watch. 

Each of these purposes will now be considered. 


RATING A WATCH 

The first use, rating a watch, is accomplished much 
easier than the second. Just what the machine does 
should be kept in mind. A watch timing machine mea- 
sures the rate of a watch during the period of test only. 
The recorded rate of the watch is the rate at which the 
watch was running during the 30 second test period. The 
watch may run with a different rate during another 30 
seconds, or it may stop entirely after the 80 second test. 
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Also, a great care must be exercised in handling a watch 
because if a watch is quickly moved, say to a machine 
microphone, the sudden movement may cause a drop-off 
or gain in motion, so that the rate during a 30 second 
test period may be very different from the actual run- 
ning rate of that watch. This happens when the wateh 
does not recover its normal motion before the 30 second 
rating test is started. When normal motion is not main- 
tained throughout the rating test period a “true” rate . 
is not obtained. If a watch js tested fully wound—wound 
“on the brace”’—it may run at high motion during a 
short test and would show a different rate than that 
which would be obtained in a 24 hour run. These ex- 
amples are mentioned to emphasize the fact that the rate 
provided by the machine is the rate of the watch during 
the test period only, which is usually 30 seconds. 

Rate tests can, of course, easily be made in different 
positions by inserting the watch in the microphone in 
any desired position. Such tests provide a great advan- 
tage in time saving. 

Another factor of great importance is that many dif- 
ferent type rate recordings can be obtained on the timing 
machine even from the same watch. A single watch can, 
for example, print several different records, even though 
the rate remains exactly the same. If the machine’s 
volume control setting is “wide open” one type record 
will result, and if the volume control is turned down 
another record will result. If there are noises near the 
machine, such as a typewriter. loud talking and so forth, 
still a third type of record will be obtained. Under these 
circumstances, the record will differ-only in the way in 
which the dots are printed. In figures 1, A, B and C (see 
illustration, opposite page) are records taken under the 
circumstances already explained. The general line-trend 
of the dots is the same in all cases. The rate can be read 
on all three records, with the same result although it is 
slightly easier to read in A than it is in B or C. The 
rate indicated is nevertheless exactly the same. It is 
important, however, to point out that a machine record 
will provide a dependable rate reading if a definite line 
can be discerned. If more than one line is obtained, it 
makes no difference, and if only one discernible line is 
obtained, that one alone can be used to read the watch 
rate. Where a rate reading only is desired, or obtainable, 
the character or quality of the record line is of mo con- 
sequence. The character or quality of the line is the 
factor used in determining the condition of the watch. 

(Please turn to page 188) 
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At Post-War Store Designs 


ANT to know what the post-war jewelry store 

will look like? Here are designs embodying 
the ideas of two noted architects: Walter A. Gropius, 
and Jose A. Fernandez. 

The exterior perspective by Gropius shows a com- 
pletely-opened front, allowing the passer-by unob- 
structed vision into the store. This is done by the use 
of a large window of polished plate glass in combina- 
tion with a heavy door of “Herculite,” a plate glass 
that is tempered for resistance to impact and shock, and 
having four to five times the strength of ordinary plate 
glass. This results in a transparent front from end to 
end of the shop as well as from floor to ceiling: 

The entire glass area is recessed to avoid glare and 
to provide shelter for spectators. The store is framed 
in black suede Carrara, an opaque structural glass, and 
this same material is used as facing for the wall at the 
left which continues on into the shop. Note the rotating 
display case just back of the window. Jewelry dis- 
played here receives controlled light from a fixed spot- 
light above. The side wall to the right is composed of 
plate glass mirrors, giving the illusion of a double- 
entrance lobby. 

The interior view of the Gropius jewelry store shows 
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by E. A. LUNDBERG, A.I.A. 





THE Pittsburgh Plate Glass Co. recently commis- 
sioned 20 of the nation’s leading architects to submit 
designs incorporating their ideas of post-war stores 
of various ty pes, ranging from restaurants and service 
stations through many different classifications includ- 
ing hardware stores, beauty shops, theatres, depart- 
ment stores, etc. 

Located from Boston to Los Angeles, and from 
Chicago to Dallas, the thinking of these architects 
reflects the design trend in all sections of the country. 
Two of the designs for jewelry stores are shown here. 





a black Carrara wall which makes an effective back- 
ground for jewelry and the jewelry displays, which are 
invisibly spotlighted from the upper edges of the show- 
cases. The opposite wall is of polished gray Carrara. 
Note the couches where customers may’ sit in comfort 
and inspect merchandise wheeled to them in a display 
wagon. Another rotating display case is in the rear. 
The plan shows the arrangement of counters and 
tables, and the location of office and storage space, as 
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well 28 details of the rotating display cases and a 
_ (grrara screen. 

Mr. Fernandez says of his drawing: 

“Being a firm believer in the open-faced front, I have 
designed this jewelry store with a maximum amount of 
glass 80 a8 to reveal the interior to the prospective cus- 
tomer. 

“This is not merely an expression in drawing, for in 
my private practice I have designed other jewelry stores 


The left wall of the Gropius-designed store, left, 

isof black Carrora glass, making an effective back- 

nd for the displays invisibly spotlighted from 

E epoer edges of the showcases. Insert, below, 

the completely-opened front, allowing unob- 
sructed vision from front to rear of the store. 


Fifth in a timely series on ‘‘Planning 
Tomorrow’s Jewelry Store Today,.”° 
JC-K presents here designs of two noted 


architects for your consideration 


Mr. Fernandez, too, is a believer in the opened-up 
front as shown by his design above. At the right, 
an interior view shows the lavish use of glass in 
the recessed shelves, counters, and in showcases. 
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using a great amount of glass. In this particular store, 
a metal grille hidden in the ceiling of the vestibule will 
close the entire front for adequate protection at night. 
The control sign space is one of the features of this 
design, together with.a continuous cantilevered canopy 
forming an arcade to avoid using an awning as well as 
to protect the prospective customer from the weather. 
“The main sign will be made of block glass letters in 
(Please turn to page 232) 
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Complete information on present and future work on 
each customer's watch is kept on this data card. 














Keeping Tab on Your Repair W ork? 


Here’s a simple but practical method evolved by a 
small retail jeweler whe was leoking for an efficient 
and time-saving way te keep check on his repair business 


HERE have been many problems arising out of 
war-time conditions that have caused varying de- 





grees of headaches to businessmen as a whole. On the © 


other hand, necessity has caused a speed-up in thinking 
and more planning going into the individual’s business 
to overcome or at least to offset somewhat these condi- 
tions, that is now and will become more apparent in 
post-war business methods. 

One of the chief problems confronting the retail 
jeweler has been his repair business that has grown by 
leaps and bounds, while at the same time, shortage of 
skilled help due to military calls and the changeover 
to war production work has caused a pileup of repair 
work on jewelers’ shelves. 

To maintain some order out of the confusion and to 
keep a regular flow of work through the repair depart- 
ment according to customer priority, calls for an efficient 
method of record keeping. This was the problem of 
Harold S. Davis, of H. E. Davis & Son, jewelers, 
‘Barnesville, Ohio, who, after trying out several avail- 
able commercially prepared systems and finding that 
none were applicable to his own problem—some being 
too brief and some too.lengthy in descriptive space and 
notation of repairs and parts needed and completed— 
set about working out a system of his own. 

Mr. Davis’ method is a cross file index, simple to 
keep up to date with the minimum of time required and 
yet from it the salesman can tell at a glance the status 
of a piece of work. Here’s:how the system works: 

All watches in for repair work are recorded the even- 
ing of the day they are received—even a crystal job is 
recorded if it is kept overnight—on a small index card. 
The customer’s name and address are typed in the upper 
lefthand corner of the card and in the upper righthand 
corner the serial number of the watch is recorded. These 
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cards are kept in a small file box, handy to all personnel 
in the store who need access to it in serving customers, 

This box contains in alphabetical order, two separate 
files when the day starts. One file is marked “Not Re- 
paired.” As the work is completed the card is taken 
from there and placed back in the box under the file 
marked “On the Board.” In the latter file, if a watch 
has a part ordered, 'a small slip of paper is clipped on 
the back of the card with a notation of what particular 


part was ordered and when. This makes it possible for . 


the sales person to have ready information for the cus- 
tomer when he comes in, without having to disturb the 
watchmaker in his work. ) 

As the day progresses and work is called for by the 
customer, the cards are moved back in the box to a file 
marked “Delivered Today” and at the end of the day 
these cards are removed and placed in the filing cabinets 
to stay until that watch comes back in the shop for 
further work. 

The other part of the cross-file is a larger card, the 
name card shown here, printed with more detailed in- 
formation. This is filled out and filed in a separate file 
alphabetically. .The store insists on the name of the 
owner of the watch appearing on the cards rather than 


that of the person leaving it or calling for it. This is 


done to keep the number of cards at a minimum, other- 
wise the same watch might be recorded under two or 
three different names. 


Mr. Davis claims no originality for the cross-file idea - 


but certainly some of the record-keeping features of the 
system are simple and practical, especially so for the 
smal] store with one or two watchmakers that needs to 
save time and discussion even more so than a larger shop 
where there are clerical workers to take care. of the 
record work. 
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Illustrated are the Longines- 
Weems Second-Setting Watch 
and the Longines Master Navi- 
gation Watch. Both of these 
watches were engineered in the 
Longines laboratory and first 
made by the Longines factory. 
They are basic timepieces in 
Marine and Air Navigation and 
for that reason were included 
in this new and comprehensive 
work just published. 


LONGINES WATCHES STANDARD FOR NAVIGATION 


E are naturally proud that the only two 

watches shown in the new book “Basic 
Marine Navigation” by Bok-Wright were the two 
Longines watches illustrated above. @ Longines 
has been furnishing navigation timepieces to the 
United States Government for more than 50 
years. The two watches above were designed 
primarily for air navigation. The Longines- 


Weems Second-Setting Watch was first made in 
1926. 


The Longines Master Navigation Watch 


T Hoe WOoOrnLD SS 


BASIC MARINE 


Mm OS T 





NAVIGATION 


y 
Bart J. Bok & Frances W. Wright 
Department of Astronomy 


Harvard University 
Published by Houghton Mifflin Co. 


has been furnished to the United States Air Corps 
since 1926. The convenience of these two time- 
pieces in navigation, whether in the air or on the 
sea, can only be appreciated by a navigator. 
@ Before the war, the Longines line included 
more than 100 different timepieces designed for 
navigation and scientific purposes. LONGINES- 
WITTNAUER WATCH CO., INC., New York, 


Montreal, Geneva. 
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How to Ruin Your Post-War Business 


Here’s a little,““reverse English” slanted at.war-born retail 


problems. Follow these suggestions literally and you won’t 


by JOHN FINNEGAN 
Masback Hardware Co. 


[Editor's Note: This article, couched in terms of the hard- 
ware trade, originally appeared in another business magazine— 
Hardware Age, a periodical which is to the hardware field what 
Juweters’ Crecvtar-Keysrone is to the jewelry industry. 

The same methods of operation which the author, by back- 
handed irony, recommends retailers to use today, seem to us so 
sound, and so equally applicable to all types of retail business, 
that we have re ed the article, merely changing the hard- 
ware terms to those of jewelry. Follow these suggestions and 
you won't have to worry about post-war business, for you will 
very quickly attain oblivion.] 


E an unfriendly, cheerless “sourpuss.” High hat 
the “carpet tack” customers. Give the impression 
you're too busy to talk to any purchaser of less than a 
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Be an old sourpuss. 


$25 item and impart this same attitude to your sales- 
people. You can get away with it now for they will buy 
anyway until “V” day. 

Ignore the price ceiling regulation. Of course, OPA 
won't like it a bit, but maybe they won’t find out. Price 
your goods by rule of scarcity—the scarcer the goods— 
the higher you raise the price. 

Reserve your watches and other scarce goods to im- 
press your competitor’s best customers. Don’t give any 
to your own good old customers. Tell them, “You can’t 
get any—the war, you know.” 

Treat all visiting salesmen as shabbily as possible. 
Make them wait and ask them to “double back.” Gas 
scarcities and the large territories that salesmen have to 
cover today make this a particularly effective way of 
ruining your present-day business. Soon you won’t 
have a salesman calling on you. No salesmen—no goods. 
No goeeds—no business. 
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have any post-war problems—injfact, you won’t have any business 









Refuse to buy the good substitutes for regular mate. 
rials that are war casualties. Your customers will then 
be forced to find out what a “nice guy” your competitor 
is. 

Skip the old rules of cleanliness in storekeeping for 
the duration. Let your window displays get dusty and 
dingy. Save the paint you might use on your store front. 

Cancel all advertising. Who needs ‘to advertise now? 
If you stop advertising now, you can just about coast 
through until the war is over. 


DON'T REPLACE THINGS 


Let your store fixtures and office equipment wear out, 
without setting up funds for their replacement. You 
are not going to need them in postwar days. 

Because your bank balance is 25 to 50 per cent higher 
than usual, be sure to ignore the fact that your inven- 
tory is more than likely 25 to 50 per cent smaller. No 
platinum; no clocks, few watches, little silverware, you 
know. Just make no financial preparation for replacing 
these missing goods in the victorious days to come. 

Give the draftees who helped you build your business 
the “‘out-of-sight, out-of-mind” treatment. If you would 
like to be really offensive, let it be generally known you 
are not going to rehire certain draftees when “Johnny 
comes marching home” again. 


/ 




















Let your inventory go to seed. 


And make no attempt to replace your draftee sales- 
men. You can get away with it now. Of course, you'll 
have to evercome your retnaining help and they'll hate 

(Please turn to page 210) 
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NOW... 


 agetabenrr enon may not be lucky enough to own 
a RONSON Lighter. But, at least, you can help 
him get the most out of whatever lighter he does 
own, by inducing him to keep it RONSON-ized 
through the use of RONSON Redskin Extra-Length 
‘Flints’ (with the distinctive Redskin coating), 
RONSONOL Fuel and RONSON Wicks. By so 
doing, you’re notonly rendering him the best possible 
service—you’re adding one more pleased customer 
to your constantly growing stream of RONSON 
Lighter Accessories users. 
War-time production conditions 
today, more than ever before, 
necessitate that orders for 
RONSON Accessories be placed 
well in advance. Mail yours to- 
day or write for complete in- 
formation: Art Metal Works, 
Inc., Newark 2, N. J. 


MAKE YOUR DOLLARS FIGHT... 








LATER... 


Cy entire output of RONSON Lighters is still 
requisitioned by our Government to supply 
the huge demands of our armed forces overseas. Yet 
RONSON Lighter advertising in leading national 


‘publications continues steadily . . . reminding the 


folks, in your and every community, of the superior 
quality, performance and endurance of RONSON, 
““World’s Greatest Lighter” . . . of its famous, 


efficient, clever action—‘‘Press, it’s lit!—Release, it’s 
out!”’, . 


. and explaining that RONSONS are cur- 
rently unavailable to civilians 
because of the needs of our 
armed forces. Thanks to these 
foresighted preparations, you'll 
be in a position to do a capacity 
business on RONSON Light- 
ers, when we again are able to 
supply you . . . aftex military 
needs are met. 


- «+ BUY WAR BONDS 


A alute to highest quality—RONSON Lighters and RONSON . 


*Trade Mark Registered 


Lighter Accessories have earned the respect and preference 


of servicemen and servicewomen all over the globe, as well 
as of the vast and growing number of civilian lighter users. 


NATIONAL ADVERTISING of RONSON Lighters and RONSON Lighter Accessories is currently eppeeciog in Life, Saturday Evening Post, 
ie. 


pag ode eae Esquire, New Yorker, Click, Pic, Pathfinder, Outdoor Life, Field & Stream,Sports Afield 
Illustrated, Argosy, True, Flying, etc. and in 43 leading newspapers, a total circulation in excess of 30,000,000 per mo: 


ics, Mechanix 





ld, Popular Science, Popular Mechan- 
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For 


Post-War Prosperity 


- « e Manafacturers and Dealers Must Co-ordinate 
Their Selling Efforts for Either One te Succeed 





HOWARD P. HILDRETH 


IGHT at the start let me ask you how much of this 
so-called post-war planning was not feasible be- 
fore we had any war. The only reason we call it “post- 
war’ planning is because we have had a surcease from 
regular activities and therefore have had time to figure 
out what we would like to do if we could do anything. 
This subject of coordination between the retailer and 
the manufacturer on advertising and selling is not a new 
theme. It is not even a post-war theme. It is one of 
those things that could have been done years ago and 
which we hope will be done properly beginning 194?. 


VITAMIN BUSINESS IS AN EXAMPLE 


What do we mean by coordination of advertising and 
selling of the manufacturer and the retailer? I think 
that can best be answered by citing a few examples. 

The vitamin business started from practically nothing 
in 1985 and has mushroomed into a two hundred million 
dollar industry in less than ten years. To me it is one 
of the marvels, not only of modern merchandising, but 
of merchandising of all time. I have spent considerable 
time analyzing this merchandising baby—and I think I 
have discerned some axioms. 

In the first place, before there were any vitamins, 
civilization had existed for thousands of years without 
them; retailers were doing pretty well without that two 
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Based on an address by Howard P. Hildreth, Aq. 


vertising and Sales Promotion Mgr., Mohawk Car. 
pet Mills, at the recent Absecon, N. J., Conference 
on Post-War Conditions. 


hundred million dollar volume; and the vitamin industry 
was no problem because it never existed. 

Tlien some researcher isolated something that had 
something to do with the development of human organ- 
ism. And the vitamin industry was born! Pharmacep- 
tical manufacturers recognized an opportunity and went 
to it. They began manufacturing and marketing the first 
vitamins. Eventually other vitamins were isolated and 
became part of the merchandising scheme. 


COORDINATED EFFORT ACHIEVES SUCCESS 


Now, here is what I am driving at: probably no amount 
of national advertising alone could have built this two 
hundred million dollar industry. Probably no amount of 
retail plugging alone could have done it. I say probably 
in both cases because here is an instance where the mer- 
chandising effort of the manufacturer and the selling 
effort of the retailer were as nearly perfectly coordinated 
as has ever been recorded. 

In the first place the manufacturers aroused a national 
consciousness to the apparent need of vitamins. In ad- 
dition they did an excellent job of selling the idea to the 
retailer—so good a job, in fact, that the drug store or 
drug department that does not stock a complete line of 
several makes of vitamins is simply out of step. 

Then the retailer did a swell job of coordination with 
the manufacturers’ effort. He used counter displays and 
window displays lavishly. And wherever advertising was 
at his disposal he used vitamin copy profusely. In fact 
the entire vitamin effort has been so well done that many 
inferior products are riding the crest. 

I am using this illustration to show that where there 
is coordination between manufacturer and retailer it is 
possible to build a comparatively greater volume. 


ANOTHER CASE HISTORY 


But if you think the case history of vitamins is not 
typical I need only to point to electric refrigeration. A 
comparatively few years ago there was no electric re- 
frigerator volume because there were no electric re- 
frigerators. But’ in 1941 this thirty-year- -old industry 
sold 3,550,000 units. 


Here again we find that the coerdinated efforts of the 
(Please turn to page 167) 
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_ ganufacturer and the retailer were the red corpuscles in 
jhe life blood of the industry. And in both of these cases 
Yhere was a background of knowledge of retailing—the 
“now how” of disposing of the merchandise to the ulti- 


mate consumer. 


SpECIFIC BRANDS AND SPECIFIC STORES 

So far we have been discussing industry-wide efforts. 
Jet us consider the individual store and a single line of 
merchandise. 

In the first place why does a retail store take on a 
new line or any line of merchandise? It is because that 
line fills a particular need in that store. In any event 
the store by the very act of stocking the merchandise has 














immediately started to coordinate its effort with the man- 
ufacturers. Many stores stop right there. And then they 
wonder why they don’t get the volume they should from 
that brand. And conversely many manufacturers stop 
when a store is sold its initial order and wonder why the 
store is slow on reorders. The reason in both instances is 
lack of coordinating the effort of the manufacturer and 
the retailer. 

Let me give you some specific actual cases. 

A department store in the Middle West stocked an 
advertised line of women’s dresses. It was a line that 
was built on style appeal exclusively. The store was a 
prestige store. The store and the merchandise should 
have been naturals for each other. But the store was so 
imbued with the idea of its own prestige that its policy 
definitely prohibited the use of brand names in its ad- 
vertising. That store had a dickens of a struggle to get 
rid of the initial order of those dresses. 


THE STORE WHICH CASHED IN 


Another department store in a somewhat smaller city 
took on the same line at about the same time. This store 
went to town in a big way. They had blow-ups made of 
the manufacturers’ ads. They reproduced these pages 
in the store’s own advertising. They turned over one day 
a week in their broadcast schedule to a fashion talk and 
employed a local fashion editor to do the job. This store 
coordinated its efforts with those of the manufacturer 
and cashed in. 


BACKING NATIONALLY ADVERTISED PRODUCTS 


Briefly, let me cite other examples: 

“The Hit Record of the Week” which is being pro- 
moted by Victor and Bluebird is a merchandising idea 
that is being promoted in only one national weekly— 
Life—but something like 8,000 dealers and 10,000 juke 
box operators are tying in with it every week. These 
dealers are squeezing every ounce of juice from the mer- 
chandising melon which Victor and Bluebird are pro- 
moting. 

“Walk Over” shoes are advertised nationally but the 
national advertising is brought home to the consumer 
because the various Walk Over stores and departments 
are tyirig in with it. Something like 85 per cent of these 
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agencies have used blow-ups in their windows and re- 
productions of the National advertisements in the news- 
papers. 


THE RETAILERS PART 


Now then, let’s explore the various elements that make 
for this coordination we are talking about. Let’s first 
look at the retailer’s side of the picture. What can he 
do to make the manufacturer his partner-in-spirit? What 
can the retailer contribute toward a coordinated effort? 
As I see it, there are six very logical things for him to do. 

1, Learn all about the product and see that his sales- 
people know all there is to know about it. This for a 
more intelligent selling job. ; 

2. Keep the merchandise forward. Display it. Give 
it case room and window space. The retailer should not 
be ashamed of it and he should not handle it like Joe 
used to handle bootleg liquor. 

3. Advertise it. Call it by name. But usually it is not 
wise to use ready made copy from the manufacturer. 
Copy written from a local point of view in the store’s 
usual style is best. The store, through its newspaper ad; 
vertising, can carry a local influence that the manufac- 
turer through his magazine advertising cannot carry. 

4, One sure way to get away from price appeal is to 
use branded merchandise at regular resale prices and not 
be afraid of the consequences. 

5. Don’t be afraid to discuss merchandising problems 
with the manufacturer. He is or should be interested in 
rapidity of turnover, markups, markdowns, slow-moving 
numbers, etc. By discussing these things with him the 
retailer is helping to strengthen and broaden the line. 

6. Don’t be afraid to use display cards, statement 
stuffers and other sales helps which the manufacturer 
makes available provided, of course, these are well con- 
ceived and well executed. 


THE MANUFACTURER'S PART 


And what can the manufacturer contribute to this co- 
ordination? As I see it the manufacturer has very def- 
inite responsibilities. These just about parallel the 
retailer's responsibilities. They would have to in order 
to he coordinated with them. Here they are: 

1. The manufacturer should use every means at his 
disposal to get information about his merchandise to the 
retail salespeople. He might use printed booklets. His 
salesmen might hold department meetings. He might 
send out demonstrators. 

2. The manufacturer should avail himself of every 
means to show the retailer that his volume and profit are 
in direct ratio to his activity in pushing the merchandise. 

3. When a manufacturer’s campaign appears in the 
national publications the retailer should be informed, so 
that he can tie in to get maximum results. The retailer 
has a proprietary interest in the manufacturer’s business 
so far as it concerns his particular community. There- 
fore, the retailer who ties in his own newspaper advertis- 

(Please turn to page 200) 
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A section of the display of modern bridal costumes. The dolls wore 
a ten-point diamond on each left hand and a modern diamond en. 
gagement ring from Black, Starr & Gorham, Inc., was shown in each case, 





Trade On Tradition 


‘Diamonds for Brides’? is one of the oldest 
traditions of all, and it has always been 

a business producer for the jeweler. Here 
are ways to develop this important business 


©6BG PEPING up the old customs” often has a cash 
value. Consider, for instance, where we'd all 
be if gift-giving went out of fashion and was just for- 
gotten. 

Tradition is especially strong among brides. Mothers 
hand down their wedding gowns and veils. At one time 








Oa 


Andrew Jackson's hostess at the famous Hermitage 
is shown in her bridal gown. The engagement ring of 
the period (1829) was a cluster of rose-cut diamonds. 


in history they handed down little lace aprons instead 
of veils. Flowers and handkerchiefs are saved. Every 
jeweler gets, family diamonds to reset, and girls who 
wouldn’t wear last year’s hat as far as the front porch 
will wear their grandmother’s garter right down the 
church aisle! ; 

Maybe it’s love! Anyway, during the late depression, 


when trade in general was off by 35 per cent, the busi- 
(Please turn to page 204) 


A "bustle" bride of 1878, from the Mary E. Lewis 
collection of historic bride dolls, suggests the 
old traditions of bouquet and bridal diamond. 
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INlow’s the time to look into the new 
outlook for diamond sales. The postman 
will soon be bringing you the details, in 
the new DIAMOND PROMOTION PORT- 
FOLIO that tells you why you must now 
promote diamonds more than ever. . . 
AND SHOWS YOU HOW. 


NEWSPAPER ADVERTISEMENTS, 
13 of them well planned in practical sizes 
... RADIO SPOT “shows” that sell for 
you ... @ traffic-stopper WINDOW 
DISPLAY ... REPRINTS of the dra- 
matic national advertising for counter 
display and direct-mail distribution . ..a 
DIAMOND BOOKLET that tells the 
story of diamonds and how to choose 
them. 


All of these have been prepared to 
help you get your full share of diamond 
sales . . . and to tie in with the great 
national advertising and publicity for 
diamonds that is working for you every 
month. The portfolio describes the mate- 
rial in full, tells you how to obtain it at 
only a fraction of the preparation cost. 
De Beers Consolidated Mines, Ltd., agd 


Associated Companies. 








REPRINTS 











WINDOW 
DISPLAY 











If you do not receive your free copy of the DIAMOND PROMOTION 
PORTFOLIO this month, write for it, mentioning your store position. 


Address Diamond Promotion Department, The Reuben H. Donnelley Corp., 
305 E. 45th Street, New York 17, N. Y. 


Wartime conditions make it necessary to ask you to order your Diamond 
Promotion Material before December 15, 1944. But don't put if off — when 
you receive your portfolio, send your order in promptly. 
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REATHING the freshness and vigor which characterized the early days of the American 
Republic, these designs by Sol Kaufman, jewel stylist of 562 Fifth Ave., New York, are a 
modern expression of the style motifs of the Colonial and Revolutionary eras. Floral sprays were 
the popular decorative motif of the period, being widely used in furniture and fabrics as well 
as in jewels. Garnets, too—or carbuncles, as they were often called in those days—were also 
much in evidence in the jewelry of the period, and Mr. Kaufman has employed them in these 
visualizations. It should be noted that these pieces are not mere copies of old jewelry, but aim 
rather at re-capturing their spirit and ideas in a manner adapted to modern tastes. 
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STONE HEADQUARTERS © 610 FIFTH AVENUE, NEW YORK 20, N. Y. 
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Benefited by war-time conditions which have made 
se much unavailable to the consumer, the popularity 
of colored stones has reached a new high 


OLORED stones have at last come into their own in 
America. Today they afford the greatest sales and 
profit opportunities they have ever enjoyed, and are on 
their way to becoming staple stock for jewelers in every 
part of the country. 

This is not news to those who have carried a line of 
colored stones for years. But to the majority, who have 
carried little or none of this type of merchandise, I 
address these reasons for acquiring a colored stone stock. 

The growing popularity of colored stones in America 
started a comparatively few years ago. It, progressed so 
rapidly because it had background, and because the 
public soon recognized its real merits. When so much 
other honest merchandise in many fields became unavail- 
able to consumers, colored stone jewelry benefited 
further. In a world where we all seek’ stimulation and 
escape in vivid accessories to living, colored stone jewels 
are a natural. The essentials of our home are presented 
to us in bright and striking colors: why should not our 
luxuries therefore be extravagantly colorful? 

The background of colored stone jewelry is an im- 
portant factor. From the beginning Nature surrounded 
humans with color, so that when we began to make our 
own things, we naturally made them colorful. We stained 
wood, dyed cloth, and painted our faces. Following the 
first elementary ornaments to be worn, lapidaries began 
cutting stones for bead necklaces such as the one in my 
own collection, which came from the Princess of Ur, 
4000 years ago. - 

In the Renaissance, era of the finest work of. gold- 
smiths, headed by Benvenuto Cellini, colored stones were 
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Precious 


Colored Stones 


Are Here to Stay 


by HAROLD COHEN 


extensively used in conjunction with enameling on the 

jewels and art objects. These were commissioned by the 

nobility of every land throughout the era of the 

Renaissance when artistic creativeness was at its highest. 
The importance and prominence of colored stones in the 

jewels of those days can be attested by a visit to any 

museum. In my own collection there are many art objects 

of the Remaissance period which are literally studded 

with colored stones. 

Individuality has always been the basic attribute of 
all jewelry. People desired jewels because they were 
distinctive, original, few of a kind. So it is with colored 
stones. Nature has varied them perhaps more than any 
other of her products. The hand of man has shaped and 
blended them to give an appearance of uniformity where 
he has desired, but it is a far cry from blending colored 
stones to actually matching them in quantity. In this way 
colored stones are at one with jewelry itself: they rebel 
against uniformity. 

As in all types of merchandise, some elements are 
more important than others in evaluating colored stones. 
Sapphires, emeralds, rubies and a few other colored 
stones have been conspicuous in jewels throughout the 
centuries. There is every reason, therefore, to have con- 
fidence in the permanence of their value, and the long 
range continuance of their popularity. 

The intrinsic value of colored stones is based on cer- 
tain firm facts. In India and Ceylon, lands from which we 
get today most precious colored stones, the people are in 
the habit of keeping one-fifth of their worldly wealth in 

(Please turn to page 244) 
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Pics diamond set in our jewelry is cut in our own 


modern Cutting Faukein 


Specialists in the cutting of Square and Emerald Cut Diamonds 


H.& J. BLITS 


Diamond Cutters 
64 WEST 48th STREET NEW YORK 19, N.Y. 
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A typical window display at Stromberg's. On the second row are three 
unusual topaz and ruby bracelets with matching clips and earrings. 


Semi-Precious Display Pays Dividends 


Versatility of color and design, plus individual 


styling, finds ready appeal at this Hollywood store 


by WILLIAM STROMBERG 


Hollywood retail jeweler 


HEN the prices of melee started to climb a year 

or so ago, the need for other popular-priced 
merchandise became apparent. Then too, a definite 
need for a new type of jewelry, jewelry as modern as 
our stream-lined airplanes, bigger and smarter, but 
within reach of the average customer along Hollywood 
Boulevard. 

Current fashion trends indicated topaz would be a 
gem that had good sales promotional possibilities over 
a long time. So laying the problem before a recognized 
originator of fine semi-precious jewelry, many pieces 
were found in individually-styled rings, clips, pins, 
bangles and earrings. Some of these were ornamented 
with genuine rubies, some with rubies and diamonds, a 
new treatment which opened our eyes. There were 
small pieces, medium-sized pieces and the large barbaric 
sizes, now popular with Hollywood personalities and 
the well-groomed trade at large. 

The moment these creations appeared on the ,Boule- 
vard, people stopped, looked, expressed their admiration 
and bought. It only took a few days to find our judge- 
ment in this merchandise to be well justified and the 
foresight paying rea! dividends. People liked the new 
type of jewelry and bought freely in accordance with 
their means. 


174 


Rings became everyday sellers and the in-betweem 
sales of a $500 clip or a $900 bangle were not hard t 
take. One week two topaz bangles for over $1,000 each 
were purchased. : 

Right here it should be said that the success with 
these semi-precious stone creations is due for the most 
part to carrying a representative stock, making proper 
displays and most important, selecting the prope 
styling. In these days times of war stamps and wat 
bonds, it is necessary to carry a line which is highly 
styled, yet moderately priced. q 

I'rom our experience here on Hollywood Boulevard 
it seems certain it will pay any good jeweler who wants) 
to develop a new outlet to give a real play to such semi- 
precious stones as topaz, topaz-quartz, aquamarine and. 
amethyst. The selection of a representative line is off 
utmost importance as the original investment is not prow 
portionally large while the returns are excellent. ; 

Nothing stops passers-by like an outstanding piece} 
in the window. This merchandise really brings in the 
people through the color and atmosphere of the displays. 

As time goes on, calls are noted for combinations of 
emeralds and topaz, as well as rubies and topaz. Many_ 
good customers have decided ideas of what they want. 

(Please turn to page 196) 


THE JEWELERS’ CIRCULAR-KEYSTONE 








Alive with. captured sunlight, each “Circle of Light” diamond holds added 


fire because it is polished throughout its entire surface. Even the girdle is now 


one unending facet of light—a diamond cutting feat never before achreved! 


After years of experimentation and study our affiliate, The Guild of American 
Diamond Cutters, has created a new method of polishing the girdle of the 
gem without affecting its roundness. This process climinates the reugh, unpol- 
ished edge, substituting a continuous gleaming facet, which permits the stone 


to refract additional light. 


The result is that “Circle or Light” diamonds have greater brilliance and “size 


appearance,’ proving that 


Perfect Beauty is Not Born... It's Made 


THE GUILD OF AMERICAN LDIAMOND CUTTERS 
an affiliate of 
BAUMGOLD BROS., INC. 


62 WEST 47th Semel, NEW YORK CITY; N.Y 


Melee Plant: 305 East 45th Street, N. Y. C. Los fiveles Office: 220 West sth Street 











twinning. An intergrowth of two or 
more crystals, or parts of crystals 
in reversed relationship to each 
other, in accordance with some 
mathematical law. It is caused by 
an actual reversal of atomic posi- 
tions in the crystal lattice, and the 
frequency with which it occurs de- 
pends upon the ease with which 
such reversals can take place in the 
lattice structure. Some minerals 
never twin; others frequently. Of 
the latter some may twin only in a 
single direction, others may twin 
according to several different laws. 
The flat triangular diamonds, twin- 
ned on the octahedron face accord- 
ing to what is called the spinel law 
are best known to the gemologist. 
See MACLES. 

twist drill. A tool for drilling holes, 
made by milling round-bottomed 
grooves spirally on a steel rod, 
then forming two cutting lips at 
the end, and hardening the steel. 
In watch and clock work, twist 
drills are in general used for larger 
holes, and fiat drills for smaller 
holes. See DRILLING; FLAT DRILL. 

two-day chronometer. Marine chron- 
ometer that runs 52 hours with one 
winding, which is the prevailing 
type as to winding. Earliest ones 
ran one day; trend then began to- 
ward eight-day chronometers, later 
abandoned in favor of two-day ones, 
because the excessively strong 
mainsprings for a longer run 
proved to have a difference in 


be considered type specimens. Be- 
cause $f the associations, they are 
considered as having more value 
than almost identical, but unpub- 
licized, stones. 


U 


U-arms. The horizotally projecting 
portions of escape-wheel of a 
cylinder escapement to which the 
columns supporting the teeth are 
attached at their bottoms. 

Uhr. German for timepiece. 

uigite. See CHLORASTROLITE. This 
variety is similar, but occurs at 
Uik, on the island of Skye. 

ultralite. Trade-marked name for a 
red-violet synthetic sapphire. 

unakite (yoo’na-kite). Name applied 
to a stone infrequently cut by ama- 
teur lapidaries composed of red- 
dish feldspar, green epidote and 
some mica. It may be considered 
an altered granite. 

unbreakable crystals. Watch crystals 
made of transparent plastic ca- 
terials tougher than glass, that 
withstand blows without breaking. 

under-compensated. . The condition of 

. a watch when it gains time in low 
temperature and loses~ time in 
higher temperature; the compen- 
sating action of the balance is in- 
sufficient and must be corrected by 
moving screws nearer the cut or 
free ends of balance-rim segments. 


ment. See FRICTIONAL Y 
MENT. 


uniaxial double refraction. See map 


* 


IAL. Uniaxial minerals inelude 


those crystallizing in the tetra. 
gonal or hexagonal system and 


which consequently have but a 


single direction in which there jg 
no double refraction. This direg. 
tion is parallel to the c, or unequal, 
crystal axis. : 


Unio (yoo’nee-o). The family to 


re 


which the fresh-water pearl-bean 
ing mussels belong. be 
uniones. An old name, according to 
Sir John Hill, the translator (in 
1746) of Theophrastus, for unusy- | 


ally large pearls. 
unionite. Pink zoisite. 


universal face-plate. An attachment 


mounted on a chuck to be held in © 
spindle of regular iG 


watchmakers lathe 
for holding watch 
plates, etc, on 
which eccentric loca- 
tions are required 
for doing recessing, 
bushing, drilling, up- 
righting, etc. See 
LATHE; UPRIGHTING. 
universal lathe. A spe- 


Universal ~~ 


cial lathe of Euro- Face Plate 


pean design, with a 
universal face-plate 
its only work-holding feature; 


driven by a built-on-hand-wheel or 


crank, with gearing to multiply © 


power at beginning and end of run undercut. 1. A V-shaped groove turn- speed to the spindle. See UNIVER-" 
too great for proper control by ed at the base of a pivot to prevent SAL FACE-PLATE. 4 
fuzee. surplus oil spreading from a bear- nlocking. In an escapement, the” 
two point diamonds. Diamonds cut ing on to a staff or pinion. 2. withdrawal of a pallet or other 
with the table parallel to a dode- The space turned out on balance form of mechanical obstacle from” 
cahedron direction; the grain runs shoulder of a staff to form a rivet in front of an escape-wheel tooth,” 
in a single direction across the face, for staking staff to balance. to allow the function called “lift”™ 
. and may make a distinct ridge. undercutting. Reducing weight of (for giving the balance an impulse) © 
two year pearls. Culture pearls pre- balance screws, for poising or regu- to be performed by the tooth. 
sumably left in the pearl oyster for lating, by removing metal from unlocking resistance. The force in es- | 
two years, and hence the wearers bottom of head with a hollow end- capement action that opposes effort” 
of a thicker layer of nacre than mill. of the balance to unlock the es-" 
often seen. under-dial work. See DIAL-TRAIN; MO- cape-wheel at each beat; caused in © 
tympania. The ancient name for BION ‘WORK, dead-beat escapements by friction 7 
hemispherical pearls grown against underhand. English term to denote of tooth on pallet and in detached © 
the shell of the oyster, and often operation of grinding or polishing escapements by the latter, plus the © 
still attached. flat metal, done by rubbing the force of draw. See DEAD-BEAT; | 
type as” In cogcuignl ap e8 en on a ~~ rasan ; DRAW; ESCAPEMENT; UNLOCKING. ~ 
ology, the specimen on whic e undersprung. cation of hairspring, : i : s ‘ 
Sghial description of a species usually in a full-plate watch, in “™™Pe diamonds. Misleading term for 
was based, an illustrated specimen. which the spring is colleted to the , 
Some of the gems iescribed and balance staff under the balance- unripe pearls. A common term for F 
illustrated in the Kunz book, Gem- arm instead of above it. poor quality pearls; fine pearls with — 
stones of North America and now’ undetached.. A term used to denote a good orient being known as 
in the Morgan gem collection could any variety of frictional escape- “ripe.” 


gray or colorless zircon. 
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A JEWELER'S DICTIONARY 
(From Page 178) 


unripe ruby. Misleading term for red 
zircon. 

up-and-down indicator. A small extra 
dial and hand on dial of timepiece, 
with mechanism, to indicate how 
many hours a timepiece has run 
since it was last wound. It is al- 
Ways on marine chronometers; oc- 
casionally on fine watches. 

uparatnani. The four lesser gems of 
the Hindus, the jacinth, topaz, cat’s 
eye and coral, associated respec- 
tively with Mars, Jupiter, Rahu 
(the Dragon’s head) and the de- 
scending node (the Dragon’s tail), 
the two latter being phases of the 
Moon and important factors in 
astrological calculations. 

upper jewel. The one of a pair of 
these parts that is nearest the ob- 
server as looked at with a watch- 
case opened; the one that is in the 
balance cock; train-hole jewels, 
etc., in the top-plate. 

uprighting. Locating and doing a job 
of drilling, bushing or jeweling for 
a bearing for a pivot so that the 
center of the bearing stands exactly 
opposite the center of bearing for 
the other pivot; so that the pivoted 


arbor will stand perpendicular to . 


the planes of the plates holding the 
bearings. — 

Ural chrysolite, emerald, or olivine. 
All misleading terms for deman- 
toid garnet, a fine gem which can 
stand on its own feet. 

Uralian sapphire. Blue tourmaline. 

Urn. 1. A container with a lamp 
under it for heating water, which 
is drawn off through a tap. It is 
used for hot water, coffee and tea. 
2. A vase-shaped receptacle used 
for ornamental purposes on the 
side board. 

urn clock. Mantel clock designed like 
a vase or urn, with dial numerals 
around its lid, which is rotated by 
the movement, time being indicated 
by a stationary pointer that is part 
of the design, like a finger of a 
hand of a human statuette, or the 
beak of a bird, etc. 

Uruguayan agate and amethyst. Ma- 
terial from the region along the 
border of Rio Grande do Sul, Bra- 
zil and Uruguay. It shows the same 
characterisctics as the south Bra- 
zilian rough, the agate occurring 
in large masses of a grayish color, 
the amethysts mostly small and 
strongly color-banded. 

U. S. Naval Observatory. National 
astronomical observatory at Wash- 
ington, D. C., where time-determi- 
nations are made for broadcasting 
time-signals by radio and wire for 
navy and civilian uses. At the 
observatory is compiled the Ameri- 
can Ephemeris and Nautical Alma- 
nac, with data for navigators and 
astronomers. Other departments 
are shops for repairing chro- 
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nometers and other naval instru- 
ments.and for experimental work, 
etc. See NAVIGATION; TIME. 

Utah turquoise. Variscite. 

utahlite. Variscite from Tooele Coun- 
ty, Utah, where it occurs in green- 
cored nodules surrounded by alter- 
ation rims of other minerals, none 
of which have gem significance ex- 
cept Wardite. 

“Ut tensio sic vis.” Latin statement 
of theory of action of balance 
spring, as expressed by Robert 
Hooke, in claiming its discovery. A 
translation is: “As the tension is, 
so is the force’—of a spring. 

uvarovite (yoo-va'ro-vite). A green 
chromium garnet, usually asso- 
ciated with chromium deposits and 
of no gem significance because all 
the crystals so far known are too 
small for gem use. However, L. J. 
Spencer’s “A Key to Precious 
Stones” reports larger crystals as 
having recently been found in 
Outokumpu in eastern Finland. 


Vv 


vabanite. A brownish red yellow- 
flecked banded jasper from Califor- 
nia. 

Vallum diamond (or Vellum diamond). 
Name given to a rock crystal cut 
in Vellum in the Tanjore District. 
Madras, India. 

vane. One of the planes standing out 
from the spindle of balance arbor 
in a verge escapement, that act as 
pallets in the verge escapement. 
See VERGE ESCAPEMENT. 

vanity. An item of jewelry merchan- 
dise; a ladies’ powder-case with 
mirror in the cover; a “compact.” 

van Zyl diamond. A 229% carat 
diamond found Dec. 19, 1913, at 
Cawood’s Hope, Pniel Estate, South 
Africa. 

variation. The amount of difference 
in rate of a timepiece under dif- 
ferent conditions; for example, 
when compared as running in a 
higher and a lower temperature. 

variegated gold. Decoration on jew- 
elry, etc., in different colors of gold 
alloys. 

variety. In gemology or mineralogy a 
type of a certain mineral given a 
special name because of its color, 
or because of some other charac- 
teristic. Rubies and sapphires are 
varieties of corundum; citrine, 
cairngorm and amethyst are varie- 
ties of quartz. 

variolite. Dark green arthoclase with 
light-colored globules. 

variscite. A rather uncommon hy- 
drous aluminum phosphate. Found 
in green masses, colored by iron and 
chromium, at several localities in 
the west, most notably at Lucin, 
Utah. Cabochon stones cut from 
this material, some times with 
eyes of wardite or other alteration 
products, make attractive stones. 
H. 5, S. G. 2.52 to 2.60. 


vase. A vessel adapted for 
useful and ornamental 
Used especially for flowers, 
vashegyite. An aluminum phosy 
close to variscite in manner of att) 
currence and appearance, Ap 
currence near Manhat 
County, Nevada, has been ' orke 
in a small way for gem stones, Se 
TRAINITE, ¥ 
Vegetable dish. A table appointment 
usually oblong in shape, about - 
inches in length, with and withon 
a cover, used for servin iat 
tables. Usually made to match , 
dinner service. = 
vein. In mining terminology an jp 
regular tabular body cutting 
and composed of a different sort g 
mineral material, presumably q 
posited from solutions. See pm 
Venezuela pearls. See La 
venting. In making moulds for cast 
ing jewelry, pressing small hole 
in the sand to allow escape of om 
and air during pouring the mets 
Venus’ hairstone. See sagenr 
QUARTZ, a 
verde antique. 1. A brownish-g 
finish on bronze wares resembling) 
the patina produced by age; madeu 
by immersing bronze in a sulphate) 
of copper and sal ammoniac sol 
tion. 2. A decorative marble com 
posed largely of serpentine 
scattered veins and patches 
white calcite or dolomite. 
verde de Corsica. A green decorativel. 
stone found on the Island of 
sica, composed of diallage and 
radorite and showing a metallj 
schiller. * 
verdigris. Oxidation on surfaces 6 
wares containing copper; usually of @ 
green color. 4 
verdite. A green jade _ substitute 
composed mainly of the greem 
chromium mica, fuchsite and ¢ 
It occurs in the Barberton Dis 
of the Transvaal, South Africa, @ 
verge. The part of a verge escape 
ment that comprises the balance 
staff and vanes or pallets, all form 
ed out of one piece of steel. 
verge escapement. 
of escapement for timepieces; used 


Irnnesace 





aS, 


The earliest form) 


in clocks from about 1300, and ine 


watches from about 1500, 
mostly displaced by 
other escapements 
by about 1800. Es- 
sentially it consists 
of an escape-wheel 
running in a verti- 
cal plane, with 
saw-like teeth 
which work against 
steel plates super- 
imposed on the bal- 
ance-arbor and 
forming the pallets. This escap 
ment was simple and sturdy bu 
had the faults that it was a frie 


Verge Escapement f 


tional escapement and had extreme§ 
ly great recoil in action. It is emy 


tirely obsolete today. See ESCAPE) 
MENTS. 
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A JEWELER'S DICTIONARY 


(from page 150) 





vermeille. A misleading and confus- 
ing term applied variously to 
orange-red spinels, zircons ana gar- 
nets. 

vermeille garnet. A trade term usage 
for brownish red almandine gar- 
nets, in contrast to the term Syrian 
garnets which has come to mean 
the same stone with a violet cast. 

vermicelli. 1. Kind of decoration on 
jewelry, etc., consisting of units of 
wire, curved strips, small beads, 
etc., soldered in designs to a plain- 
surface background; also called 
Etruscan work. 2. Engraved deco- 
ration. A surface covered com- 
pletely with small cuts in form of 
scrolls, curves, etc. 

vermilion opal. See MYRICKITE. 

vermilite. See MYRICKITE; this is the 
same substance. 

Verneuil, A. A French chemist, who, 
in 1891, invented the method still 
used today to manufacture syn- 
thetic sapphires and rubies. Using 
a powder of the desired composi- 
tion and an oxyhydrogen flame, he 
succeded in melting the aluminum 
oxide in a series of drops which 
built up the boules of the synthetic 
gems. Though the technique has 
been improved, the principles of 
manufacture have remained the 
same. 

verstel. A face, or the fully brillian- 
teered bezel of a cut diamond, in- 
eluding the adjoining halves. 

vertical escapement. The verge es- 
capement; so called because the 
escape wheel runs in a plane per- 
pendicular to the plates of a watch 
and to differentiate from the “hori- 
zontal” or cylinder escapement, in 
which the escape wheel runs in a 
plane parallel to the watch plates. 
See VERGE ESCAPEMENT. 

vertical positions. In position adjust- 
ing, positions in which the watch 
runs as if standing on its edge; 
pendant up, pendant right, pendant 
left or pendant down. Differen- 
tiates from horizontal positions of 
dial up and dial down. Sometimes 
called on-edge positions. 

Vesuvian garnet. A white mineral, 
leucite, potassium aluminum sili- 
cate, which crystallizes at Vesuvius 
in well-formed crystals resembling 
garnets. 

vesuvianite. An interesting hydrous, 
calcium, aluminum, and silica min- 
eral which forms usually in rocks 
which have been subjected to meta- 
morphism by magna _ intrusions 
The original occurrence was at Mt. 
Vesuvius, where it formed in blocks 
of the original limestone crust 
through which the lava came, while 
they were immersed in the magna, 
deep in the roots of the volcano. 
It is green, yellow, brown, reddish, 
bluish and colorless. It crystallizes 
in the tetragonal system, com- 
monly in souare prisms. less often 
in pseudo-octahedrons. R. I. ranges 
from 1.70 to 1.72, S. G. 8.85-8.45, 
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vesuvianite jade. 
- Vibrating. Term used in watch mate- 


Victoria 


Vienna regulator. 


vinhara. 
vinegar spinel. 


virgule. 


H 6%. Its varieties include CALI- 
FORNITE, CYPRINE and XANTHITE. 
It is known by the British as ido- 
crase. 

See CALIFORNITE. 


rial trade, meaning the operation 
of trying different hairsprings 
from a stock of them, each tem- 
porarily attached to a watch bal- 
ance, until one is found with which 
the balance will beat the number 
of vibrations per hour to match the 
train of the timepiece. See TRAIN. 


vibrating arm. See YOKE. 
vibration. One of thé phases of peri- 


odie motion; a beat of a pendulum 
or of a watch balance. 


vibrator. Instrument for testing hair- 


springs, in matching them to watch 
balances, comprising a standard 
balance assembly and an adjust- 
able clamp to hold the spring be- 
ing tested while attached to bal- 
ance being matched, with which 
different springs may be quickly 
tried until one is found with vibra- 
tion-rate the same as that of the 
standard balance. . 
diamond. An _ alternative 
name for the GREAT WHITE DIA- 
MOND. 

- ‘A purified variety of 

lime, originally produced in Aus- 
tria, used in combination with al- 
cohol on a wood lap for obtaining 
a quick polish on steel watch parts. 
Its action is chemical more than 
mechanically abrasive and the pol- 
ish is inferior to that produced by 
abrasives like rouge or diaman- 
tine, being comparatively super- 
ficial and white. 
A type of wall- 
clock, usually with dead-beat es- 
capement and half-seconds pendu- 
lum. Weight-driven movement of 
very fine workmanship in wood case 
with glass front and sides. Made 
largely in France and other Euro- 
pean countries and popular in 
U.S.A., between 1850-1900. 


Vienna turquoise. A blue masse imi- 


tation of turquoise erroneously 
called synthetic turquoise because 
it has almost the same composition, 
hardness, color, gravity, fracture 
and appearance. It is chemically 
precipitated, dyed with a copper 
salt and pressed into a solid mass 
with very much the appearance of 
the genuine stone. Without destruc- 
tion of the stone it is difficult to 
distinguish from the genuine, but 
little if any has been manufac- 
tured in recent years. 


Vignette. A decorative design repre- 


senting leaves and tendrils. 


viluite. Another spelling, phonetic, for 


wiluite. 

An Indian workman who 
drills pearls. 

Reddish to yellow 
spinel. 

A watch escapement of 
French invention (about 1750) that 
was in some respects better than 
the cylinder escapement, being less 


visible pallets. Pallet stones set 4 


vitreous. 


vixen file. A file with curved singi 
voltmeter. Instrument used in ele 


volute. 1. 


. cially on candlesticks of these peri- 


vorgehen. Abbreviation V on rege 


vuleanite. Hard rubber used for pule 


water pitcher. 


wag-on-the-wall. 


waiting-train. 


walrus wheel. 


wandering-hour watch. A watch with- 


frictional in action. Used by en 
eral eminent makers until the 4 
ficulty of keeping oil on the pals 
caused its abandonment, Also calle 
the “hook” or “comma” escapemen 
from the form of its pallets, ~ 






slots cut vertically in the pai 
yoke; in view from above, Diff 
tiated from stones set in slots gp 
horizontally in yoke bin 
cannot be seen except viewed e 
wise of the pallet. : 
Having a glassy surfas 
consisting of or resembling glass 


cuts for soft metals or for smoot 
ing work rotated in a lathe, 


plating to regulate the curr 
strength for the bath. 
Horology. The flat sping) 
form that hairsprings have p hit 
to bending up the outer coil ¢ i 
make Breguet or 3 
overcoiled springs. 
Also as used flat, 
without overcoiling, 
in very thin modern 
watches, and as used 
in all watches before 
the invention of 
overcoiled springs. 
2. Silver. A_ spiral 
scroll used in the Ionic, Corinthian 
and Composite capitals. Used espe 


ods and on handles on silver bowls 
or urns. 


lator scale of timepiece made in 
Germany or for German market 
Same as F (English) or A 
(French) means to gain, or go 
faster. 


leys on watchmakers lathes or han- 
dles on tools. Formerly used as sub 
stitute for jet for mourning jewelry, 


A table appointment 
for serving water. Usually of sik 
ver, silver-plated ware or glass. 
Round in shape with a handle, ~ 
Popular name, © 
1700-1800, for pendulum bracket 
clocks of relatively inexpensive’ 
grade; earliest type domestic time 
piece afforded by the poorer to mid- 
dle class people. 

Mechanism used for 
electrically synchronizing tower- 
clocks, particularly in England and 
her colonies, 

Buffing wheel for pol- 
ishing, especially silver ware; 
made of tanned walrus hide. See 
POLISHING LATHE. 


out hands; the hour numerals ap- 
pear in turn and travel around an 
arc graduated in minutes. Pre- 
sumed to be more instantly read- 
able; popular about 1700-1725, par- 
ticularly in England. 

(Continued next month) 
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Im p erial again presents “The World’s Finest” Cultured 


Pearls in the largest national advertising campaign ever run 
in Fashion Magazines. 


Four Powerful Full Pages in the pre-holiday issues of 
VOGUE, HARPER’S BAZAAR, TOWN & COUNTRY AND 
ESQUIRE. 


Earrings—upper teft—i4k Gold Wing with 
Cultured Pearl—WNo. 3: 
Middle left—i0k Gold Wing with Cultured Peari— 


No. 23E. 

Lower Left—i4k Gold with Cultured Peart and Genu- 
ine Rubies—No. E. 

On Model—i4k Gold with Cultured Pearl—No. 40€. 


Rings—oeft—i4k Gold with Cultured Pearl and 
Genuine Rubies—No. 1050. 
aay Gold with two Cultured Pearis—No. 210. 
py Gold with Cultured Pearl—No. 6145. 
n Model—i4k Gold with Cultured Pearis and Genu- 
be 4 Rubies—No. 1001 


Necklace—on Mmodel—Beautiful Rosea neckiace 
weighing approximately 500 grs.—Ne. 61! 


IMPERIAL PEARL SYNDICATE 


5 N. Wabash Ave. 607 Fifth Avenue 
Chicago 2, Illinois New York 17, N. Y. 


FOR OCTOBER, 1944 


607 S. Hill St. 
Los Angeles 14, Calif. 
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Let’s Avoid An Inventory Boom 


Continuance of price regulations will be necessary in period of 


reconversien to civilian production until supply ef scarce goods 


is replenished, to more evenly balance with demand, in order to 


preserve a post-war period of high production and full empleyment. 


N my recent 8500-mile trip through the Middle 

West, the Southwest, the Pacific Coast and Rocky 
Mountain States I talked with many business men. In 
my talks with them the conversation usually turned to 
conditions the nation will face after the war. These 
men were confident of victory over Germany and Japan 
because the headlines were speaking for themselves. 
They were chiefly interested—once victory is a fact and 
not a faith—in getting their factories and businesses 
geared to civilian needs. 

One of the questions uppermost in their minds is 
whether we shall be able to get through the reconversion 
and postwar periods with a continued high volume of 
production and full employment. They know that they 
will get over the hump of converting to civilian produc- 
tion more readily if there is no disruption in the price 
structure, if we can avoid a wild inflation and a conse- 
quent deflation. These business men want stability; and 
stability, insofar as the price structure is concerned, is 
the chief job of the Office of Price Administration in 
the days ahead. KS 





ECONOMY CAN BE HELD STABLE 


If we have the courage and wisdom to make full use 
of our experience in holding prices steady during the 
past few years of unprecedented inflationary pressures, 
and if business lends its full cooperation, our economy 
need not go on a roller coaster ride after this war—a 
roller coaster ride that would ¢arry prices swiftly higher 
and then drop them even more rapidly. 

The mad ride after the Armistice of 1918 left many 
business men reeling. They said, “Never again.” You 
older men remember how, a few months after the German 
armies collapsed, prices and wages in this country 
started to go up once more. You remember the mad 
scramble for inventories. As the speed of this rise gained 
momentum the more daring—or foolhardy—felt a thrill 
of exhilaration, thought they were going places. But 
the more prudent found that wild ride a dizzy one. No 
one knew how it was going to end. 

And while prices were going up, the way was being 
paved for the deflation that followed. That speculative 
spree let our fighting men come home to rising rents, 
climbing food prices, much higher prices for shoddier 
clothing. These higher prices—almost half of the World 
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War I inflation came after the Armistice—actually re 
sulted in a deflation of real wages that could not rise as 
fast as the mounting cost of living. Purchasing power 
suffered and the market for manufactured products was 
reduced. ; 

Then came the crash. In the midsummer of 1920— 
about 18 months after the Armistice—prices, profits and 
wages plummeted. The sharp drop turned corporation 
profits of 614 billion in 1919 to a loss of 55 million in 
1921. Values of huge inventories dropped so severely 
that wartime profit reserves were wiped out. Factory 
payrolls shrank 44 per cent and the average weekly 
earnings of those who kept their jobs were cut by one- 
quarter. Unemployment rose to nearly 6 million, 
Farmers also suffered as farm prices fell 61 per cent. 

The way we bungled through was a perfect example 
of how not to handle post-war problems. We agree with 
those who said, ““Never again.” We are determined that 
it shall not happen this time. 

America is a strong nation today. It has attained a 
production record never before equalled. Employment, 
income and savings have reached all-time highs. These 
assets can be wisely used to the advantage of the nation 
but they can also result in the strongest inflationary pres- 


sures that we have ever faced. If we use these assets 


wisely by combining them with the vast experience and 
knowledge we have gained during wartime, we should 
be able to look forward to a peacetime of high produe- 
tion and full employment. To this end the various agen- 
cies of the Government have been preparing plans for 
the transition from war to peace. 


PRICE STABILITY HAS HELPED INDUSTRY 


I want to make clear the contribution that a stable 
price structure can make to such a program. The best 
example of this is, of course, the record of price stability 
in the present war to date and its relationship to the 
enormous production that has been experienced. First of 
all, great credit for the attainment of such miraculous 
levels of production must rightfully go to the American 
genius for production management and to the workers 
for their will to make war materials in greatest quantity 
in the least possible time. But price stability has also 
helped. Industry can-produce with confidence when 
there is no race between prices and costs. The fact that 
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by CHESTER BOWLES 
Administrator for the Office of Price Administration 


costs were being held stable in spite of great inflationary 
pressures contributed to this more than doubling of 


production. 


CONTROLS MUST BE KEPT TEMPORARILY 


In preparing plans for 4 quick conversion to produc- 
tion of civilian goods, the War Production Board has an- 
nounced that it will lift controls over most materials im- 
mediately after the defeat of Germany except for a 
simple preference rating system to assure no possible im- 
pairment of military production for the Japanese war. 
Indications are that there is available a supply of ma- 
terials, components, facilities and manpower to achieve 
large civilian output without detailed priorities regula- 
tion from Washington. 

We in the OPA welcome this development. It will help 
in the problem of holding prices stable. Naturally, the 
quicker the supply of scarce goods is replenished and 
supply is more evenly balanced with demand, the easier 
becomes the problem of price controls. 

We in the OPA have been asked by some business men 
if we are contemplating action to eliminate price controls 
over the materials that WPB frees. Much as we would 
like to do this, such a step would be impossible at this 
time when inflationary pressures are as great as they 
ever have been. 

The problem is very difficult but we are working out 
plans so that price controls can and will be relaxed in 
one commodity field after another just as soon as there 
isno longer any danger of increasing prices in the par- 
ticular field. [On that basis, jewelry should be among 
the first groups of products to be freed from price con- 
trol— Ed.] Obviously we must continue to hold the line 
against inflation in each field until that stable balance of 
supply and demand is attained. An economy of high pro- 
duction and full employment cannot be built on unstable 
prices and costs. 


TOP-HEAVY INVENTORIES WORST EVIL 


One of the worst evils during the period of rising 
prices in the 1919-20 period was the mad scramble for 
inventories by manufacturers and by out-and-out specu- 
lators. In their anxiety to protect themselves they built 
up large inventories of raw materials and finished prod- 
ucts at higher and higher prices. They foresaw the 
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chance of enhancing their profits by selling still higher 
on an advancing market. Some looked upon it as an op- 
portunity to make money through gambling on the price. 
This possibility of a profit merely through the chance of 
rising prices caused some businesses to order double or 
treble the amount of their actual requirements: Others 
thought they were forced to take similar steps to protect 
themselves because of slowness of deliveries. 

‘Then the bubble burst. Many businesses, together 
with the speculators, were caught with heavy oversup- 
plies. The value of these inflated inventories collapsed 
with the price structure. In cold dollars and cents, the 
inventory losses in 1920-21 totaled 11 billion dollars. 
These losses wiped out practically all corporate reserves 
accumulated out of war-time profits. 


SIMILAR BOOM MUST BE PREVENTED 


A similar disastrous speculative spree—and it could 
be far: worse this time—must be avoided. We in the 
OPA are determined that it shall be avoided. We are 
going to see that as materials are freed there is no reason 
for one person to bid against another because of fear that 
he must protect himself against speculative rises in the 
price structure. Furthermore, the WPB has announced 
that it will maintain its organization and powers to make 
certain that no one is permitted to procure an unreason- 
able amount of any materials or product. 

These safeguards should effectively prevent an inven- 
tory boom such as that which contributed to the inflation 
and depression of 1918-21. 

Price control, through the assurance of stable prices, 

(Please turn to page 236) 
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ELECTRIC WATCH-TIMING MACHINES 


(From Page 155) 
If, of course, no straight line appears, or if the line Aa 
curved, jagged or jogged, as in Fig. 2, A, B and C, ty 
rate itself is varying and the watch is likely defectiy, 
The first purpose, that of reading rate only, is acog 
plished easier than the second, because the dots need pop 
print in clean-cut lines, whereas they must for the secoy 


purpose. The reasons for this, and for the above state 
ments, will become clear as the various explanations arg 


presented. 


| 
| 
i 


DETERMINING CONDITION OF WATCH 


The general condition of a watch may or may not 
obtained from a watch record, in addition to the rate) 
The character or quality of the record lines can some. 
times be interpreted to signify certain defects. The watch 
condition, however, in many cases cannot be determined 
from records of present-day machines. The reason for 
this is quite simple. Many factors other than the watel 
itself affect the printed rate record; even the machine 
itself can be the cause of poor records. In Figure 1 the. 
records A, B and C were made on the same watch by the” 
same machine—and they obviously do not indicate the” 
same watch quality. A shows an excellent line indicating” 
that the watch is perfect, whereas B and C indicate” 
otherwise. It is therefore quite clear that the machine 
itself has considerable bearing on the character of the 
record, so that the condition of the watch cannot always 
be ascertained. 





HOW TIMING MACHINE WORKS 


Fundamentally, the electric watch timing machine 
functions by comparing the watch rate to the rate of a 
source of correct time in the machine—usually called a 
time. standard. When the printed record of a timing 
machine indicates, for example, that a watch is “on time,” 
the record indicates that the rate of the watch is exactly 
the same as the source of correct time. The machine 
then is a comparison device arranged to compare the rate 
of the watch to the rate of the time standard within the 
machine itself. For purposes of explanation the machine 
can be considered to be made up of a “Portion Operated 
by a Watch”; a “Portion Operated by the Source of Cor- 
rect Time”; and a “Rate Comparison Device,” usually 
a printer mechanism. 


PART OF MACHINE OPERATED BY WATCH 


Figure 3 A shows a diagram of the parts of a timing 
machine operated by the watch. A watch to be rated is 
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FIG. 3A 
placed on the machine microphone shown. This micro- 
phone then picks up the sounds occurring in the time- 


piece. (Of course, some noises outside the timepiece are 
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also picked up.) The loudest sounds from the watch 


, come from the escapement action and they are usually 


referred to as ticks.* The microphone changes the tick 


; sounds impulses to small electrical impulses. An ampli- 


fier, also shown, amplifies the small impulses until they 
are sufficient to operate the trigger tube of the machine, 
which is connected to the amplifier. The trigger tube, in 
turn, is connected to the printer mechanism. The trigger 
tube is one that triggers or “fires’’ (conducts): in an in- 
stant—as does a rifle when its trigger is pulled to a 
certain position. Instead of a pull, however, the tube 
requires a certain voltage to fire it. In other words the 
microphone and amplifier must provide a voltage of a 
certain amount to fire the trigger tube. This tube—like 
an automatic rifle—then fires, but it remains incapable 
of firing again for a brief period while its circuits are 
recharging or reloading. Its period for repeat firing is 
arranged about equal to the period between ticks, so that 
the tube fires, if sufficient voltage is applied to it, with 
each tick. If the tube is observed during operation the 
actual firing can be seen. This action is obtained by 
introducing a small amount of gas into a tube otherwise 
constructed like a radio tube. The current that passes 
through the trigger tube also passes through an electro- 
magnetic printer stylus, so that each time the trigger 
tube fires the stylus acts. Since the trigger tube fires 
with each tick, the stylus then acts with each tick. The 
operation of the apparatus so far explained is as follows: 





ae &s here used is meant to include both ‘‘ticks” and 
“tocks.”’ . 





A watch is placed on the machine microphone thg 
picks up the watch ticks and generates voltages becauysy 
of them. These voltages are amplified and applied to , 
trigger tube that is connected to an electro-magneti, 
printer stylus, so that each time the watch ticks the 
trigger tube fires and the stylus prints a dot on the paper, 


PART OPERATED BY SOURCE OF CORRECT TIME 


The time standard (source of correct time) in the 
machine is usually either a vacuum tube operated pre. 
cision tuning fork or a quartz crystal oscillator. The 
precision tuning fork or crystal time standard uses 
vacuum tubes that control sufficient power to run a smal] 
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FIG. 3B 


synchronous motor similar to that used in electric clocks, 
and it runs at an exact speed controlled by the source of 
correct time in the machine. These parts are shown in 
Figure 3-B. Geared to the motor shaft and arranged for 
rotation is a metal drum. (Shown in Figure 4.) This 
drum is rotated by the synchronous motor at an exact 
speed controlled by the source of correct time in the 
machine. ; 
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These parts operate with the parts in the “Portion of 
the Machine Operated by the Watch” and with the “Rate 
Comparing Device” so that a printed: record is obtained 
of the difference in rate between the watch and the source 
of correct time. 

Incorrect rates are always shown when the time stand- 
ard of the machine fails to function properly. This may 
be due to vacuum tubes or electrical components which 
may fail. At the Elgin National Watch Factory, weekly 
checks are made against the Observatory Clocks. While 
a watchmaker cannot normally determine rate accurately, 
a record made with a high grade watch known to be 


‘properly timed is a pretty good irdication of proper 


‘ TE-STYLUS DRIVE SCREW 
; B - DRUM— C-RECORDING 
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D-PRINTER STYLUS 
F-STARTING LEVER 


FIG. 4 





rate performance, because if the rate should be incorrect, 
due to failure, usually it will be many seconds off time. 





THE RATE COMPARISON DEVICE 


Figure 4 is a photograph of the Rate Compariso,, 
Device. This photograph shows both the synchronoys 
motor A that is operated by the source of correct time 
and the printer stylus D that is operated by the watch 
by means of the trigger tube, etc. The drum, B, jg 
arranged for rotation and gear drive by the motor, A, 
The drum has attached to it recording paper, C, which 
rotates with the drum. Mounted below the drum and 
paper is the printing stylus D. Between stylus, D, and 
recording paper, C, an inked ribbon similar to a type- 
writer ribbon is used, but it is not shown because it would 
cover the printer stylus. The printer stylus is arranged 
to strike the inked ribbon at each watch tick so that g 
dot is printed on the recording paper. A watch tick 
causes the trigger tube to fire and that tube causes the 
printer stylus to strike the inked ribbon and print. The 
stylus is operated by the watch, and the drum by the 
source of correct time. 

The drum by means of the synchronous motor and 
gears is rotated at exactly 5 revolutions per second, or 
1 revolution in 1/5 second. A standard 300 beat watch 
(beats per minute) ticks once each 1/5 second, when 
running at correct (zero) rate. Thus it can be seen that 
an on-time watch will tick once for each revolution of 
the drum. If, then, the drum is started and the printer 
stylus is operated by the ticks of the watch, the dots 
printed by the stylus would fall one upon the other. 
(This is true if the printing stylus remains stationary.) 
The printed dots would fall one upon the other, because 
after the first dot is printed exactly 1/5 second elapses 
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before the next one. In 1/5 second, the paper and drum 
have rotated exactly one revolution so that the exact spot 
is again above the stylus. This same effect is obtained 
with the next dot and so on. In use, however, the printer 
stylus does not remain stationary. Rather, it is carried 
sideways along the drum parallel to the drum axis, by the 
screw arrangement, E, which is also gear driven by the 
motor. This screw arrangement can be detached by 
means of the starting lever F, so that the stylus can be 
moved to the left where it re-engages the screw. When 
the screw is re-engaged it drives the stylus from left to 
right. In a properly timed watch the dots will be printed 
each 1/5 second, and since the recording drum rotates 
exactly one revolution in 1/5 second the dots will print 
in a straight line across the paper, parallel to the axis of 
the drum. A record printed by an on-time watch is shown 
in Figure 5 A. ' 
If the watch is fast, instead of a full 1/5 second 
elapsing between each watch tick, the time interval will 
be less than 1/5 second between ticks. With this fast 
watch the first dot will be printed and then the second 
will print before a full revolution of the recording drum, 
has been completed. The dots now print less than 1/5 
second apart and, correspondingly, less than one revolu- 
tion apart. When the third dot occurs it too will not 
print a full revolution from the second, etc. The dots 
on the completed rate record will not form a straight 
line directly across the paper, but the line will slope 
from the first dot toward the direction the paper was 
advancing. Such a record with a 60 second per day “fast” 
error is shown in Figure 5 B. If the watch is slow, then 


a 


. 
a4 


more than 1/5 second elapses between each tick and 
more than a full revolution occurs between each dot, © 
Here again a line will not print directly across the paper 
but will slope, in this case, from the first dot in a dir 
tion opposite to the paper advancement. Figure 5 
shows a record of a 60 second per day slow error. 


From the above it will be seen that a watch exactly on 
time will print a straight line directly across the paper, 
A fast watch will print a line from the first dot towards — 
the direction of paper advancement, and a slow wa 
will print a line sloping from the first dot in a direction” 


* 


opposite to that of the paper advancement. Further, the 
degree or amount of the slope indicates the exact error 
in seconds per day. The rate can easily be read because 
the recording paper has lines on it, reading in units of 


5 seconds per day. 


OTHER TYPES OF TIMING MACHINES 


The above explanation applies to one type of timing 
machine. There is another type that obtains the same 
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results in a different manner. Instead of revolving’ a 
drum carrying the recording paper, a roll of paper 
similar to adding machine paper is provided, with rate 
calibration lines running lengthwise instead of crosswise. 
The synchronous motor drives a drum carrying a spiral 
over which the paper and an inked ribbon run. Instead 
of a pointed stylus the electrical printing mechanism 
carries a bar. When a watch tick occurs, the printer bar 
strikes and prints a dot depending upon the spiral loca- 
tion. In the same manner as when the paper is rotated, 
if the next tick is exactly 1/5 second after the first tick, 
a second dot will be printed in a line parallel to the edge 
of the paper. If; however, a watch is off-time, the line 
will slope one way or the other, depending on whether 
the watch is slow or fast. As previously stated, zero rate 
occurs with the rotating paper-drum combination when 
the line is across the tape and zero rate occurs with the 
spiral machine when the line prints lengthwise to the 
tape. The limitations and capabilities of timing machines 
will apply to both types of machines. The conclusions of 
this report will, in fact, apply to any timing machine 
using a microphone pickup and trigger tube, even though 
a printer recorder ‘may not be used. 

(Continued in the November Jewelers Circular-Keystone) 





SEMI-PRECIOUS DISPLAY PAYS. DIVIDENDS 
(From page 174) 


This means they are open to buy a certain type piece 
which fits a definite need. It may be a tailored piece 
for one, while another will want a more impressive 


piece. This is particularly true on bracelets, as wrist, 
vary considerably and individual tastes vary tre 
mendously. 

It is therefore advantageous to have a well balanced 
stock at all times. Furthermore, when a customer gee, 
a well selected number of items, there is a strong and 
oft-fulfilled temptation to buy more than one piece oy 
set. The various combination of colors and designs, plus 
the moderate price of these stones, enables many people 
to have several sets. 

Many people, including jewelers, have acquired off- 
colored diamonds and off-shaped stones. It is remark- 
able how these stones will blend in with fine topaz 
jewelry. Flower effects for example, naturally have 
many different colors and shapes, and using the odd 
stones in a floral piece produces some eye-opening pieces 
that show all the stones to marvelous advantage. 

The versatility of the semi-precious jewelry adds to its 
desirability by many people. The appearance of mas- 
sive pieces flatters many wearers; the matching of sets 
of earrings, bracelets and clips permits a patron to make 
many: different effects. 

This massive jewelry appeals to a wide variety of 
people—the top notch motion picture personalities, the 
well-to-do matron and now the very well paid girls who 
hold executive jobs in the various war plants which 
abound in our city. 


Maye you’Lu want to call yourself “Giftquarters for 
(name of your city)” this Christmas season. 
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Wadsworth is heavily engaged in many- 
sided war work. But our steady produc- 
tion of Military Watch Cases and our con- 
stant designing of the precious metal 
cases for the future are preserving the 
art of fine watch case development. 
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The fine movement and the fine case 


A pair of winners are the fine watch 
movement and the Wadsworth 
watch case! Everywhere they go, 
they go together—making friends 
for the jeweler and the name on 
the dial. ‘ 

And because makers of fine move- 
ments and reputable jewelers realize 
that the ‘‘friends’”’ they make are the 
security of their business, they look 


to Wadsworth for cases of lasting 
protection. 

Yes, Wadsworth has long been 
known for metal-handling skill. 
Each Wadsworth case fits the pre- 
cious movement it holds secure. . . 
gives it the protection it deserves 

. keeps faith with the name on 
the dial. 
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_ BETTER BUSINESS BUREAU SURVEYS WAR-TIME ADS 


Acting upon a request from the American Association 
of Advertising Agencies to appoint a committee to make 
an impartial survey of war-time advertising and to sub- 
mit its findings and make recommendations for their 
guidance, the National Association of Better Business 
Bureaus selected a cross section of 5849 advertisements 
for analyzation. 

Of these only 80 advertisements of 31 advertisers 
were found objectionable. This small percentage (less 
than two per cent) however, were found to be causing 
rather widspread criticism of all advertising. The objec- 
tionable features were found to consist of, first, undue 
exaggeration; second, unduly trading upon war themes; 
third, misrepresentation; fourth, scarce appeal, and 
fifth, over-emotionalism. 

With respect to future advertising the committee 
made the following recommendations: 

1. Advertising with a war connotation should estab- 
lish a properly proportioned relationship between the 
war product or services advertised, and the war effort. 

2. Advertising with a war connotation which seeks te 
promote a product or service which has no clear connec- 
tion with the war effort, should do so inoffensively. 

3. Advertising with a war connotation should be free 
from false, misleading and deceptive statements. 

4, Advertising with a war connotation should induce 
consumer understanding and cooperation. 

5. Advertising with a war connotation should avoid 
“trading upon” the suffering and sacrifices of war to 
promote a product or service. 





WAR-BORN NEW LINES HERE TO STAY 
(From Page 151) 4 
































new lines of merchandise to regular customers, 
“second sales” have accounted for a sizeable portion of 
sales figures, A 
“After all,” says Mr. Thalsheimer, “a prospect for g” 
bracelet should surely be a prospect for a bag sale, tog,” | 
Customers looking for clocks need lamps as well. We 
suggest the obvious line of new merchandise to thoge 
buying jewelry. It often results in extra sales.” 7 
And if Meyer’s old customers bring lamp and } 
sales, the reverse is also true. Abundant advertisiy , ; 
of the new lines has brought many additional accounts) 
to the store who are likewise prospects for jewelry, | 
“We follow the same line of reasoning with these! 
new customers as with our old ones,” Mr. Thalsheimep = 
reports. “A prospect for bags is sure to want jewelry, 
The woman who asks for lamps can be sold other items) 
for her home. Many of these new accounts who enter 
the store with lamp, bag and glassware advertisements 
in their hands prove to be excellent customers for 
jewelry also. We’re getting plus business not only from { 
the new merchandise, but from new prospects for our 
regular stock. Having these new friends will mean @ 
lot to us after the war.’ 
Meyer’s jewelry store is located on Decatur street, in! 
New Orleans’ famous old Vieux Carre. The building” 


Thalsheimer believes. The four walls of the room that 
is now his workshop are made of sturdy brick, many) 
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feet thick. The windows are barred with heavy iron. 
The doors are of massive steel with old-fashioned jail- 
er’s locks and 12-inch keys that can be seen only in 
movies today. 

In this romantic setting, Mr. Thalsheimer has built 
up a thriving business. The store has become a land- 
mark—so much so that when a familiar part of it was 
once removed, protests and demands for its restoration 
poured in. The part in question was a display case 
monkey, built to hold a diamond ‘tray. It had been 
given Meyer’s on the day it opened 91 years ago, and 
over a period of years came to be the store’s trademark. 
Today the store features the monkey on its letterheads 
and cards. On the occasion of the protests, it had been 
remoyed for cleaning, but irate customers and passers- 
by, accustomed to the familiar sight, rebelled at its 
removal. 

Today, Thalsheimer is puzzling how to tie the monkey 
trademark in with bags, lamps, decorative glassware 
and leather goods as well as jewelry. He plans to con- 
tinue these and other new lines after the war—with 
added emphasis. 


FOR POST-WAR PROSPERITY 
(From Page 167) 


ing with a national campaign is completing the cycle. 
4, The manufacturer is, or should be, intensely inter- 
ested in price maintenance. Most retail stores are also 


interested in this, and those few that are not are usally) 
willing to ride on brand prestige. 3 

5. The manufacturer should exert every effort to Je 
all about the saleability of his line, and should seek ¥ 
retailer’s comments, because he can give the actual frope 
line experience of what is moving and what is not, Ay 
one retailer may be but a small segment of the manufae. 
turer’s volume—but the manufacturer can put all 
segments together and find the answer. 

6. Sales cards, stuffers, etc., should be done from ay 
tail viewpoint. If they are properly done the re 
should use them because they help to sell the merchagy 
dise. a 
And now I want to say a word or two about somethig 
that I have purposely left out up to this point. That] 
the attitude of retail stores toward brand names. 
STORE ATTITUDE TO BRAND NAMES ; 

Even in this enlightened age of merchandising ther. 
are still some retail stores that shy away from brandeg 
merchandise. Now, I think I know all the “oe : 
In fact, I probably invented some of them. But I say to . 
you now that the retail store that builds its business eg” 
ordinately on its own and brand names has an infinitely) 
easier life to live than otherwise. In the first place iti 
building a buying prestige—and a buying priority—y 
a bunch of reputable manufacturers. Secondly, it hag 
overcome the hurdle of anonymity and has identified 
itself with known entities. 

I once worked for a store in a southern city that 





- A / - 
> biol § Lew L ‘Gn 


¥ / 
VU, enpeces of ——” LHe C ratlsmanship 





200 


echichsnape AT 


‘ 


THE JEWELERS’ CIRCULAR-KEYSTONE 











IS YOUR DIAMOND STOCK PREPARED 
FOR HIS 10,000,000 BUDDIES? 


When Johnnie comes marching home, he’ll have a little unfinished business ~~ 
on his hands. You are part of it! That brave and sweet little girl who has been 
waiting all these many months is the other part of it. Add them together and 
it spells a diamond ring . . . a little item that Johnnie hasn't forgotten . . . just 
hasn't had time for. Are you prepared for Johnnie and his 10,000,000 buddies? 
They are going to be your next customers. If your diamond stock is not 
prepared for them now, the day he comes back will be too late, for your 
wide-awake competitor will check his stock today and wire or phone collect 
for DEUTSCH QUALITY ... A fine name in diamonds for fifty years. 
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located on the Public Square—right in the heart of 
everything. People had to stumble over the store or into 
it to get around it. This store, because of its local pres- 
tige, could have coasted along for years without much 
advertising or promotion. But the president knew that 
he could not do this indefinitely. So when the store was 
at the height of its popularity he played branded mer- 
chandise heavily. And it paid. 


COORDINATING THE ADVERTISING 
And now, as to coordinating the advertising, I frankly 
believe that nothing can replace newspaper advertising 
as a direct sales medium. But I also believe that it is the 
retailers’ function as part of the coordination scheme to 
carry the load in respect to newspaper advertising. The 
manufacturer can sell an idea—such as a brand name or 
prestige of style or quality—through his national adver- 
tising but he cannot sell the merchandise because his 
readers are not on the point of making a decision. It is 
the combination of the trade name and the stores’ local 
prestige that sell nationally advertised merchandise and 
after all, isn’t that a big factor in the coordination be- 

tween manufacturer and retailer? 
The manvfacturer who plans to do a good*.job—post- 
.. War or any other time—for his retail customers must 
“know a great deal about the problems that confront the 
retailer, especially as they pertain to his type of mer- 
‘chandise. ann—he must genuinely want to be of assis- 


io a to the retailer. 





The retailer, on the other hand, must get rid of ¢ 
mistaken idea which he very often has that any y 
moting effort on the manufacturer’s part is mere selfis 
ness. The retailer who realizes that it’s the live win” 
manufacturer who does promote is the one who is going | 
to lead the band on the big red band wagon. % 


PRICING HEADACHES HERE TOO 


Price control inspectors in South Africa have beg, 
visiting jewelers, checking up on whether the order jj” 
display prices on every item offered for sale has beg,” 
complied with. It has been found that many jew ery 
are not displaying price tickets on every item offer 
to the public and that where price tags were used 
were often so placed as not to be visible from the stre 

Jewelers have replied that it is not possible to may 
every item with a ticket visible from the street, as 
dows and showcases contain large numbers of very sm 
articles. In spite of this the inspectors say they mus 
report to the authorities every jeweler not carrying ¢ 
the order. Prosecutions may be instituted after warn 
ings have been given. 

The Price Controller met a deputation from the in 
dustry ‘and agreed that if every article had a ticket or 
tag ‘attached to it, it would not be necessary to display 
the prices to the public, but if the article was of any 
size then a ticket readable from the street must be 
attached. 
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BLACK ONYX 
BLUE TOPAZ 


‘cu LTURED PEARL NECKLACES 


ROUND STONES 


GARNETS 
RUBIES © TOPAZ 
AQUAMARINES 
AMETHYSTS 
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engagement and 
friendship stone for men 


ONCE IN A LIFETIME a really new and startling idea 
is born. Now—this is it! A Hemetine engagement and 
friendship ringstone, designed exclusively for men by 
one of America’s greatest artists! 

Yes, with more engagements and marriages resulting 
from the war, unquestionably this genuine, high-lustre 
Hemetine, with its unusual classic design symbolizing 
lasting ties, is the biggest thing ever to hit the ring trade. 


Ready—a whiz-bang promotion, including exceptionally 
beautiful window displays, counter cards, newspaper mats, 
leaflets, etc., followed by a dramatic national advertising 
campaign. All created to help you sell this Hemetine 
like you never sold a ring before! Inquiries are invited 
—no, urged, if: you want to be first with a “first”! 
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TRADE ON TRADITION 


(From page 168) 


»mess in traditional gowns and veils for brides only suf- 
fered to the extent of 15 per cent. 

For you, we know that’s a tip on times to come and 
not just another line of type. 


ANCIENT, AND HOW HONORABLE! 


The oldest, most traditional object in your store is 
the engagement ring. By now it is pretty well accepted 
that the engagement ring is even older that the wedding 
band. Called the pledge, troth or betrothal ring, it was 
given when the young tribesman pledged marriage to a 
maiden, and later, in more formalized society, became 
the seal or token of the marriage contract. Often no 
other ring was used in the subsequent wedding ceremony. 

Anthropologists say that at one time the bride’s 
wrists were tied with rushes, then one finger only was 
bound, using sweet grass or a strip of soft hide. In more 
advanced eras, real rings of bone and. metal were made, 
and later, of course, the rings were carved from gold or 
silver and finally embellished with gems. There are 
references to rings of iron and to “adamas” (ancient 
name for diamond) in early Christian times and to the 
diamond (by that name) in betrothal rings of the 15th 
century onward. 


But you'll want to get all this out of the gem books. 


It’s curious reading, and be sure to read with pencil and 
paper. Copy off some of the lore, and eventually Write 
one fact on each of a dozen small cards. Put these in 
your window with your diamond ring display, one » 
two cards at a time, down front near the glass where 
people will stop and read. It keeps them there from 39 
seconds to two minutes longer than a mere glance, ang 
they look at the diamonds more closely after just having 
read some interesting fact about them. 


Of course there are more elaborate and extended Ways 
to remind women of the tradition of the betrothal dig. 
mond. They'll buy a wedding band, any way. It’s the 
solitaire that you want to “sell.” 


WOMEN GO FOR THIS 


A bridal exhibit called “A Gallery of Diamonds ang 
Dolls” sponsored by De Beers Consolidated Mines, 
Ltd., was previewed in New York recently and is now 
on tour. This rare collection of 30 dolls, all dressed a 
brides or members of the wedding party, traces the 
changes in gowns, veils, bouquets and jewelry through 
two centuries of American history. The 24 antique dolls 
are from the unique collection of Mrs. Mary E. Lewis, 
president of the National Doll and Toy Collectors Club, 
Inc., and six modern manikins, 26 inches tall, were 
dressed as brides by six leading American designers, 
With each doll, from the Colonial day to the present, the 
diamond engagement ring of the period was shown. 
Miss Emily Saaty, authority on American jewelry at 
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IMPORTERS AND CUTTERS OF 
608 FIFTH AVENUE 
NEW YORK 20, N. Y. 
Cutting Works: London 
64 West 48th Street 32/34 Holborn Viaduct 


















Fancy Cut Diamonds . , 


Matched Pairs and Single Fancies in all sizes our 
specialty. We also carry a large stock of Mellee, 
Marquises, Emerald Cuts and Round Diamonds. 
Call on us for your needs. 


We wish to notify the trade that we buy 
estates consisting of diamond mounted 
platinum and gold jewel _ ind colored stones. 





The Hammer Galleries, assembled the historic rings, 
and Black, Starr & Gorham, Inc., furnished the rings 
shown with the modern dolls. 

The exhibit is being rented to jewelers by Mrs. Lewis, 
who aecompanies it and lectures. Uniform color-ren- 
derings of the historic rings are provided. Modern 
diamonds from your own stock may be used with the 
modern dolls. 


Jewelers have been quick to recognize the show as a 
traffic puller, many have booked it by mail, sight un- 
seen. N. W. Ayer & Son, New York, advertising agency 
for De Beers, is handling the arrangements. 


AND HERE ARE MORE! 


Here are other things any jeweler can do to perpet- 
uate the tradition of the diamond engagement ring and 
build his own profits in this line: 


Delegate one person in the store to “study up” on 
the lore and present etiquette of bridal diamonds. Keep 
a file of facts. Consider issuing a leaflet or booklet on 
the subject. Use this topic when asked to give a speech 
or radio talk. 


Have a Business Woman’s Diamond Week in your 
store. These are the girls who are getting married, 
young and old. (Marriages among women over thirty 
are up 72 per cent.) Send invitations to business women’s 
clubs and church groups, to business-college students 
(the young element) and to women who own their own 
businesses (the money group). Even spinsters like a 
nice solitaire. 


Give service men every opportunity to buy, A store 
in Cincinnati that sends their saleswomen to neap, 
hospitals and rest centers reports the diamond engage. 
ment ring outsells any other item in precious jewelry, 

Start a series of ‘““‘Did You Know?” cards in your 
window. This is an age of quizz-bizz on the radio, iy 
games and contests and cartoons. Use odd facts such 4, 
these: 

Did You Know—the engagement ring is older thay 
the wedding band, and a diamond itself is millions of 
years old? 

Did You Know—that brides once carried fans and wore 
the diamond ring on the right hand? 

Did You Know—that Colonial brides wore “keeper” 
betrothal rings (diamond hoops) which later went next 
to the wedding band to keep it from getting lost? 

Did You Know—the cluster diamond ring was de. 
signed from the old-fashioned round bouquet with 4 
rose in the center? 

Invite every girl to bring her ring back in six months’ 
time for its first cleaning. This holds good whether or 
not she gets married. If the original meaning of the 
diamond was “eternal and unconquerable,” the romance 
should last six months at least, and you might do some 
more business with her anyway. 

At Christmas time, stress the diamond solitaire as 
the favorite gift for any sweetheart. Put a real silk 
stocking in your window (if you can get it away from 
your wife—she still has one pair!) and show a jewelry 
box bulking in the toe, Sign: “Give Her the Real Thing— 
You Can Still Buy a Diamond Ring.” 





Importers of 
DIAMONDS in fancy colors 
ALEXANDRITES 
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_ We welcome the submission 
to us of jewels to be sold. 
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AVVOCATO w TUCH 


INCORPORATED - 
Announce their new address at 


18 East 48th Street 
New York 17, New York 


STAR STONES 
S SAPPHIRES 
CATSEYES 






RUBIES 
PERIDOTS 


And all other stones, Precious and Semi-Precious, of Beauty and Rarity 
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Retail 75¢ 

DOMINOS 
K599C11 Per doz. $6.00 
Rock maple, finished in ebony, smooth 
and highly polished, clearly and ac- 
curately spotted. Pocket size 4%x 
4%x% inches. Complete with full 
instructions. 





Retail $1.00 
CHINA PEG 
K599C7 Per doz. $8.00 


Familiar game of Chinese checkers 
ed with pegs. Solid wood, walnut 
ed playing field with compart- 
ment to hold pegs. Pocket size 45x 
4%x% inches. Complete with full 
instructions. 


«The Sensational Library of Pocket Size Adult Games” 





Retail $1.00 
BACKGAMMON 

K599C8 Per doz. $8.00 
Solid wood, walnut finished playing 
field with compartment to hold pegs 
and dice. Pocket size 45x4%x% 
inches, Complete with equipment and 
full instructions. 


Retail $1.00 
BASEBALL 

Per doz. $8.00 
All the fun, thrills and excitement 
of real Big League Basebali. Silk- 
screened baseball diamond on solid 
wood block; 10 playing pieces, 3 
dice, and score sheets. Pocket size 
456x454x% in. Full instructions. 


K599C9 


ALL PRICES SUBJECT TO 2% CASH DISCOUNT 





Retail $1.00 
CHECKERS 
Per doz. $8.00 


Solid wood, walnut finished playing 
field, with compartment to hold pegs. 
Pocket size 454x454x% inches. Com- 
plete with pegs and instructions. 


K599C4 





Retail $1.00 
CHESS 
Per doz. $8.00 


Solid wood walnut finished playing 
field, with compartment to hold play- 


K599C5 


ing pieces. Pocket size 45x45%x% 
inches. Complete with Staunton de- 
sign plastic chessmen, and full in- 


structions. 








For MAILING OVER-SEAS <3 





Retail $1.50 

CRIBBAGE SET 

Per doz. $12.00 
Folding wood cribbage board, 
walnut finish. Complete with 
pegs and one deck of fine qual- 
ity gilt edge playing cards. 
Pocket size 45¢x4%x% inches. 
Cemplete with instructions. 

. 





Retail $1.50 
CHIP SET 
Per doz. $12.00 


K599C2 
100 — %-inch interlocking, 
breakable plastic chips in four 
colors. Complete with one deck 
of fine quality gilt edge playing 
eards. Pocket size 454x45x% 
inches. 


un- 





SPECIAL 1 DOZ. 
ASSORTMENT 


K599C12. 


GAMES RETAILING AT $1.00, 1 GAME RETAILING 
AT 75c. TOTAL RESALE VALUE $13.25, COSTS YOU 


CONSISTING OF 3 GAMES RETAILING at $1.50, 8 


$Q84 





Mail 
P. O. Box | 


WATCHES % DIAMONDS * 


FOR OcTOBER, 1944 


% ESTABLISHED 1887 »% 


29 East Madison Street, CHICAGO 90 


Branch Offices in DENVER and DETROIT 


“Ruy prom Sechen — and Get the Best" 


JEWELRY *% CLOCKS 





A.G. BEGKEN Go. 


Telephone 
STATE 0664 


w& SILVERWARE MATERIAL *% OPTICAL *% NOVELTIES 
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HOLIDAY ADS WIN COMMENDATION 


(From page 153) 


The newspaper series began on Thanksgiving—the 
first ad is reproduced at the bottom of page 152. 

Setting the mood for the ads that followed, the copy 
was phrased simply, but to reach to the heart of every 
reader who felt loneliness for the first time on a day 
meant for joy. 

“Empty chairs around the family table on Thanks- 
giving Day! How can it be? Why is it? Where ... oh, 
where is he today? Be proud he’s where he is. Be 
thankful . . . breathe a prayer. That empty chair is a 
symbol. To you, perhaps, a boy—so young, so pitifully, 
lovably, unusually young. .. . To America, a symbol of 
strength. The empty chair in your home is a fighting 
man, banded with his brothers in an army of just retri- 
bution and virtuous might . . . invincible, unconquerable. 

“Draw your strength from that empty chair, father 
and mother, sister and brother, wife and child. He is 
no weakling who left it behind. Can you be less than 
he when you are his very strength? Stand firm in faith 
.--forhim. And give thanks today .. . for him. Thanks- 
giving—American-fashion—for a nation whose power 
and might are girded ’round about with Eternal Love 
and the Divine Justice that will bring him home again.” 

There’s a bit of worthwhile preaching in some of 
these ads, but it’s all done without trumpets and cym- 
bals. Just a gentle reminder—like this: 

“No Santa Claus on Giadalcanal? Don’t you believe 





« 





it! If we know American kids, there'll be a Santa there 
come Christmas Day. He may have palm fibre whisk. 
ers, and he may transport his cheer in a jeep—hut 
there'll be a Santa Claus on Guadalcanal. 

“The customs that stamp him as Yank wherever he 
may be are inbred. They’re a part of him—ag he ts 


‘part of us.... 


“We at home owe much to our fighting men on foreign 
strands this holiday season. Not the least of what we 
owe is the responsibility for maintaining an America 
worth returning to—in his estimation. He doesn’t expect 
Utopia—he knows us too well and he’s seen and learneg 
too much for that. 

“But he does expect—and surely has a right to expect 
—to return to a United States that is United. He dogs 
expect to come home to the ‘land of opportunity’—a fact, 
not a phrase. He does expect to come home to a job 
and a future in a world secured by his sacrifices. Haye 
we the right to fail him?” 

Or this: 

“‘What’s our role in this, we civilians here at home? 
We are guardians of a precious estate, more valuable 
than the costliest jewels, more dear than life itself—as 
casualty lists are proving. The land we hold in trust 
for the men and women who are ‘serving it—fighting 
and dying to save it—must be a fairer land, even, than 
their memories evoke when they dream of home. It 
must be as American as chewing gum—and that seems 
to be the sign of the Yank the world around. It is no 
great hardship to help keep this the land they love, since 
that’s what we want, too; it is a responsibility that can- 











Resource 


resourceful, capable. 





is the faculty of doing something, and the possession 
of that faculty proclaims true character. 


Benj. Allen & Co. was initiated into this business nearly 
80 years ago and with telling effect has weathered many 
and varied business conditions. It certainly is common 
sense that to be able to do so, an organization must be most 


The traditions and policies of a substantial foundation 
have endowed us with the power to give jewelers a thor- 
ough service in all phases of jewelry store merchandising. 
May we serve your present requirements? 


BEN]. ALLEN & CO., Inc. 


FOR EFFICIENT SERVICE AT ALL TIMES 
Silversmiths Bldg. 
10 South Wabash Avenue CHICAGO 3, ILLINOIS 
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not be lightly regarded when men are dying for America.” 
Best of all in our own opinion) is the Christmas ad 
asking for a “happy holiday.” See if you don’t agree: 
“No Christmas at home because your boy’s at war? 
Not if he knew it! Not if he could speak to you now! 
Why, Mother and Dad, he’d be the first to tell you that’s 
recisely what he’s fighting for! For the right to observe 
ligious solemnity and in gala delight the joys of a 
old-fashioned American Christmas. 
“And what he’d give to be with you now. 


P 
in re 





“But if he isn’t—if the family circle is broken this | 


ear for the first time, or perhaps the second—know 
that his thoughts are of you, his dreams are of Christmas 
ag you all knew it together. 


f, ) -_ 
Christmas 
" "MH the promise of 


~ ¥ permanent Peace 





Carrying out the same Christmas theme on his bill- 
board posters, a favorite advertising medium of Mr. 
Roessler's, last year's holiday message is shown above. 


“Somehow, it seems only right his dream should be 
founded on fact. There ought to be some of the sym- 
bolism of Christmas—for his morale, if not for yours. 
A little sprig of mistletoe perhaps; a garland of green on 
the door. A candle in the window; a friendly blaze on 
the hearth. 

“If you're alone, so are others. Share your loneliness 
and, so sharing, lost it. He’d be glad. 

“Gather around the Christmas table—it’s a scene he'll 
be visualizing. 





“And make it, for his sake, a happy holiday—an | 
American Christmas such as he dreams of—and is | 


winning for the future.” 


Winning praises from all Mr. Roessler’s customers, | 
the series even received editorial bouquets in local news- | 


paper columns. 
Said Mr. Roessler: “I took a great deal of pleasure 


in using this form of publicity this year and under these | 


conditions. If there is any advertising value in it, it | 
is purely institutional, but it certainly gave me a thrill | 


to have the fine favorable comments that came in from 
so many people.” 





Ir you AREN’T ALREADY conducting an adult game, 
party-planning or favor-providing service, Hallowe’en 
would be a good time to get it going. As people get more 
and more jittery, their needs drive them to relaxing 
home games. So, the jeweler who is alert can sell home 
fun, marking and scoring devices, pencils, as well as 
the materials for feeding and entertaining small or large 


groups. It’s patriotic to play, to keep relaxed, to keep 


up morale! 
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J.2849 Gold, ruby and diamond spray 
clip. Keystone $1500 

Zam Gold, ruby and diamond scroll design 
x earrings. Keystone $350 
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Bracelets... Clips... Rings 


Brooches... Watches. a 
Stones, loose or Mounted 
Anti Jewelry, awe 











Because of conditions over VICTORY 


which we have no control we UY 
are not able to guarantee deliv- 

ery of all models of ALTON 

watches. However, all ALTON 

watch orders will receive our best attention, 
and we will supply whatever possible. 


We urge our customers and friends to be 
patient with us during this uncertain period, 
until we are again able to fill all orders com- 
pletely and promptly as in years gone by. 


W. & G. DIAMOND RINGS AND SETS 


Matched set in 14K. yellow gold. Matched. set in 14K. yellow gold. 
Solitaire has two side diamonds and Solitaire has two side diamonds and 
-25 Carat center diamond. Wedding -15 Carat center diamond. Wedding 
ring has five fine diamonds. ring has five fine diamonds. 


Grade Grade Grade Grade 

A AA a aA 

p858—Set—Retail $237.00 $261.90 D870—Set—Retail $157.50 $175.50 

Keystone Price ... 188.60 209.40 me Price ... 126.00 140.40 

D859—Solitaire— 087i—Soli 

ee 184.50 208.40 Pe rrer 105.00 123.00 

Price ... 157.60 165.80 Keystone Price ... 84.00 98.00 
D860—Wedding Ring D872—Wedding Ring 

—Retall ....... 54.00 —Retail ....... rs 54.00 

Keystone Price 43.20 Keystone Price... .... 43.00 


Prices and quality of W. & G. Diamond 
Rings and Sets are the same as in 1943— 
no advance in price, no reduction in quality. 


SEND FOR THE W&G DIAMOND CATALOGUE 
FOR READY REFERENCE 


Weksler & Goodman. Ine. 


Distributors of Revstone., Star, Belove. and 
1D. Watch Cases 


> South ' , Chicage 
Walhash Ave. \ ) lini 
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HOW TO RUIN YOUR POST-WAR BUSINESS 


(From page 160) 


you and won't be at all bashful about telling you, a 
tomers what a “rat” you are. But what do yoy care 
you're going out of business. 

Forget to pay bills promptly. Make UnWarrantej 
deductions when you do decide to pay. 

Refuse to contribute to the War Chest, Red Cross, 
Boy Scout and other important solicitations. Make you 
refusals as unpleasant as possible. Take no part j, 
scrap drives and other wartime activities. Refuse 4 
feature War Bonds. 

Every time you are asked for a scarce item or som, 
extra service just growl, “Don’t you know there jg , 
war on?” Maybe there’s a Gold Star in that particuly 
customer’s window. He’ll know there’s a war on anj 
your question will rankle him. 


ELIMINATE JUDGMENT 


‘Use no judgment in differentiating between th 
“ersatz” and “Victory” goods. Some of these substitute 
are here to stay. Others will make a beautiful bonfir 
just before the sheriff comes. 

If you do a big business with war workers, neglect 
your old and regular tradeaccordingly. Some day you 
war worker business will collapse—then where will you 
be? But remember you're trying to ruin your post-war 
business. 







4” 

SURE, IT'S 
HIGHER--DON'T 
YOU KNOW. 
THERE'S A WAR 
GOING ON ?/% 

















Make ‘em really pay for inferior goods. 


Make your friends really pay for that poor-grade stuff 
you got on the black market. 

Soak ’em plenty for those cylinder watches and those 
un-branded rings. 

Of course, OPA will be quite angry if it learns of 
these little transactions—so watch your step. But 
you'll achieve post-war jewelry oblivion. 

Refuse to handle any repair or service work. Don't 
adjust any complaints. 

Refuse to stand behind your goods. 

Any one of the above rules will achieve the desired 
result if practiced on enough customers. But if you 
want to be doubly sure, use all of them on every cus- 
tomer. Then you will be positive that when the great 
day comes and goods and services are available in normal 
quantities again—every customer you ever had will pass 
you by—even on the street. And returning soldiers will 
take a “poke” at you. And when you die no man will 
mourn you. 7 
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CHAS. ASCHERMAN & CO. 













Wholesale Jewelers 








GENUINE HEMATITE RINGS 





RINGS—$12.95 to $30.00 


These stones are cut and carved in 


the United States, exclusively for us. 





503-7 Hippodrome Building, Cleveland 14, Ohio 
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Photographs of their former 
employees now in service were 
used by the Liggett Drug Co., 
New York City, in this more 
detailed display than above. 
Background simulates a win- 
dow with a service flag hang- 
ing in it. Just in front of the 
window is a grouping of 
flags of the United Nations. 





While not jewelry windows, 
these two prize-winning dis. 
plays in the 5th War Bond 
Drive show what can be done, 
This simple but very effective 
window by the Marston Co,, 
San Diego, Calif., featured 
Major Richard |. Bong, lead- 
ing American ace in the South 
Pacific against a background 
of his famous "Lightnings." 





OU can win prizes—up to $1075 in War Bonds— 

in the greatest window display contest ever held! 

Your chances of winning are greater than ever before 

in a contest of this type, because you'll be competing 

only with other jewelers, not with department stores or 
large specialty stores! 

And, at the same time, you'll be doing the biggest, 
most vital selling job you’ve ever done—you'll be selling 
War Bonds in the 6th War Loan, telling the people in 
your community Germany and Japan can’t be “kayoed”’ 
unless Uncle Sam has guns, planes and tanks to do it. 

If Germany hasn’t fallen by the time the 6th War 
Loan Drive opens (the dates for the drive haven’t been 
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announced yet, but it will undoubtedly be before Christ- 
mas) our country is going to need money for that extra 
shove that will topple over the Nazis for good. If 
Germany is out of the war, some jubilant citizens may 
have to be reminded that the war isn’t over until the 
Japs have received the same cure. And the doctor bill 
is going to be pretty costly! 

This window display contest, about which we'll tell 
you more in just a minute, has the backing of the Trea- 
sury Department. In fact, the Treasury Department is 
counting on you to do a super-selling job with your 
windows. In the 5th War Loan Drive, Treasury officials 

(Please turn to page 216) 
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You Can Buy National Network Radio Programs 
FOR YOUR LOCAL USE 


Blue Network Co-operative Programs can sell for you 
—and you pay only for your own area 






The Blue Network broadcasts a group of important coast-to-coast network pro- 
grams—which can sell your merchandise or services—locally. Each of these 
programs is for sale locally— you pay for each program only in the area in which 
you use it. Thus, you can sponsor a major network program in your territory, 
and at a practical price. 


story told against this important background. 


Hundreds of prominent local advertisers have success- 
fully used Blue Network Co-operative Programs, during 
the past two years. The names of these local advertisers 
are yours for the asking. 


How BLUE NETWORK CO-OPERATIVE PROGRAMS WORK: 
The Blue Network broadcasts coast-to-coast. At 
a given signal—at the opening, in the middle and 
at the close of each Co-operative Program—the an- 
nouncer at your Blue Station identifies the program 





as yours and does your selling. Result—your au- 
dience hears you sponsoring a major Blue Network 
Program and hears your substantial selling 


Blue Network Co-operative Programs are an ex- 
ceedingly fine and effective group. Each series is 
heavily merchandiseable and for sale separately. 


HERE ARE THE BLUE NETWORK CO-OPERATIVE PROGRAMS: 


Baukhage Talking—Direct from Washing- 
ton. Baukhage gets his news from the men 
who make it. He is in daily touch with the 
White House, Secretaries Hull, Stimson, 
Forrestal and other cabinet members, as 
well as Speaker Sam Rayburn, Joe 
Martin, Senator Vandenberg and other 
congressional leaders. Baukhage is a 
top Washington figure. Midday, Mondays 
through Fridays, 15 minutes. 


Kiernan’s News Corner—Direct from New 
York, Walter Kiernan. One of the outstand- 
ing human interest reporters of our time. 
Has had famous interviews with many 
of the world’s great, including Pope 
Pius XII (when Cardinal Secretary of 
State), Winston Churchill, the King and 
Queen of England, Madame Chiang- 
Kai-Shek, General Eisenhower, Jimmy 
Doolittle, etc. Kiernan has an informal 
slant that has endeared him to millions 
of listeners. Early afternoon, Mondays 
through Fridays, 15 minutes. 


Martin Agronsky—Direct from Washing- 
ton. One of the world’s great war corre- 
spondents. Got out of Singapore 6 days 
before the Japs marched in—was with 
General Montgomery in battle, with 
General MacArthur in Australia, and has 
been under fire on most of the fighting 
fronts. Martin Agronsky has broadcast 
from hot spots all over the world. Early 
morning, Mondays through Saturdays, 
15 minutes. 


The Mystery Chef—Direct from New York. 
Tells women how to cook luxurious meals 
atlow cost. Hasthelargest audienceofany 
cooking expert in the United States. This 
is a highly merchandiseable program and 
can create substantial, traceable store 
traffic. The Mystery Chef personally 
will endorse an acceptable product or 
store and recommend it to his responsive 
audience. Daytime, Mondays through 
Fridays, 15 minutes. 


Henry J. Taylor—Direct from New York. 
World-famous authority on international 
affairs. One of the great journalists of our 
day. Writes for Scripps-Howard news- 

apers, Reader’s Digest, Life Magazine, 
ee ae Evening Post, Cosmopolitan, 
etc. Henry J. Taylor has seen the war 
through the eyes of the prime ministers 
and leading military figures of 27 coun- 
tries abroad, including President Inonu 
in Turkey, Franco in Spain, Salazar in 
Portugal, Per Albin Hansson in Sweden; 
as well as Anthony Eden and others in 
England, General Eisenhower and our 
military leaders on many fronts. Evening, 
Mondays through Fridays, 15 minutes. 


The Green Hornet—One of radio’s best 
adventure shows. 30 minutes of concen. 
trated excitement. A great cast, and 
highly-skilled network writing, direction 
and production account for the vast audi- 
ence throughout the country that listens 
regularly to the Green Hornet. Evening, 
eh program, once a week. 





The Blue Network furnishes merchandising support 
for all of its Co-operative Programs. The personal 
attention and advice of Blue Network executives is 
available to all Blue Network Co-operative sponsors. 


sponsors in other cities pay their share. 


Outstanding local businesses i coast-to-coast are 
successfully using Blue Network Co-operative Programs. 
You can get complete sponsor lists upon request and 
By sponsoring a Blue Network Co-operative Program — can then contact other sponsors direct, asking their 
you pet its full value in your area but only pay a _— experience with Blue Co-o, ive Programs. THERE 
small part of the total talent cost, because other ARE HUNDREDS OF SUCCESS STORIES. 


For all information ask any Blue Network Radio Station, or the Co-operative Program Division of 
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ISA To Offer Advisory Service 
on Jewelers’ Insuranee Problems 


Beeause its function is the protection of jewelers against loss by crime, the 
Jewelers’ Security Alliance has interested itself in the question of improving 
insurance protection for the trade. Working in conjunction with leading 
insurance men, it has developed this practical program to help the jeweler to 
minimize his risks while at the same time holding down his insurance costs. 


OO many jewelers—and for that matter, too many 
insurance agents—are not fully or accurately in- 
formed on the subject of proper insurance coverage for 
the jewelry store, or how jewelers can obtain it most 
effectively and economically. 





The result is that many stores either are not ade- 
quately insured because of their lack of knowledge of 
some of the factors involved, or are paying unnecessarily 
high premiums because of duplicating or overlapping 
their coverage, or carrying unnecessarily large amounts 
in an attempt to protect themselves against all possible 
risks. 

Either way it is bad for the industry—adds to the 
cost of doing business—and tends to have an unfavor- 
able effect upon premium rates. What is needed is better 
and more widespread information among both jewelers 
and insurance agents so that both the buying and selling 
of insurance may be more intelligently handled, and the 
coverage properly suited to the risks. 

In an effort to bring that result about, The Jewelers’ 
Security Alliance has undertaken the task of setting up 
and sponsoring a program of educational and advisory 
service to both jewelers and insurance men. The Alliance 
is especially well qualified for this job, because this 
organization for over sixty years has been carrying on 
the work of protecting jewelers against loss by crime, 
and through that work is thoroughly conversant with all 
aspects of the insurance question. 

For several weeks, the Alliance’s Insurance Commit- 
tee—(Wm. B. Ogush, chairman; Victor Lambert; W. 
Waters Schwab; Walter Eitelbach, president, ex-officio) 
—has been conferring with the National Association of 
Insurance Agents to develop a program for improving 
the whole insurance situation for the benefit of the 
jewelry industry. 

A definite plan to accomplish that purpose has now 
been worked out, and is to be put into effect at once. 
Its principal features include: 

1. The preparation of a standardized questionnaire 
to assist the jeweler in determining his insurance needs, 
and what kinds and amounts of insurance are required 
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to give him the best protection against the various risks 
to which he is exposed. 

2. A campaign of educational work among local insur- 
ance agents to make them better acquainted with the 
specialized insurance requirements of the jeweler, and 
thus more competent to serve the particular needs of the 
jewelry stores in their localities. This campaign will be 
carried on in conjunction with the National Association 
of Insurance Agents, which has pledged its whole-hearted 
cooperation in the effort. ‘ 

3. Providing a central office with competent insur- 
ance counsel to supervise and correlate all insurance 
rates, forms and coverages for the benefit of their mem- 
bers in conjunction with the services of the local insur- 
ance agent. Under no circumstances is this insurance 
program to foster centralized purchasing of insurance. 
On the’ contrary, local purchasing is to be encouraged, 
so that through the cooperation of local agents, jewelers 
may have the advantage of the first-hand service which 
is available in their own communities. This program will 
enable the local insurance agents of the various associa- 
tion members to have all the benefits of a national pro- 
gram for their own individual local use. 

4. Seek to obtain the cooperation of the insurance 
companies in making the jewelers’ block policy available 
to all jewelers—small as well as large—at the lowest 
possible minimum base rate. 

5. Work for a simplification of the application form 
for a jewelers’ block policy in order to make it easier 
for the average small jeweler to obtain. 

6. A publicity campaign by both the Jewelers’ Secur- 
ity Alliance and the National Association of Insurance 
Agents to bring the matter further to the attention of 
both jewelers and insurance men. 

The plan holds splendid possibilities for improving 
the efficiency of jewelers’ insurance protection, and the 
Jewelers’ Security Alliance is to be commended for its 
enterprise in undertaking such a program. It is to be 
hoped that the trade will take the fullest possible 
advantage of it. 

Headquarters of the Alliance are at 535 Fifth Ave., 
New York. 
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Opportunity tae ee 
DIAMOND “BU YERS 


As one of the world’s largest buyers of Diamonds and diamond jewelry direct 
from the public we are in a position to save you considerable money on your 
diamond purchases. 














Heretofore we sold our diamond jewelry to the New York manufacturing and 
wholesale trade. We have now decided to establish nationwide distribution. 


We carry in stock a large variety of mounted second-hand jewelry. 


We solicit inquiries from responsible jewelers who wish to effect substantial 
savings through cash purchases. 


EMPIRE DIAMOND APPRAISING CO. 


EMPIRE STATE BLDG. NEW YORK 1, N. Y. 
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All Your Insurance Needs | 
Covered by a Single Policy | 





That's Jewelers Block Insurance .. . 


It protects you against burglary, theft, Save yourself insurance worries by covering 


hold-ups, window smashing, pennyweighting, ALL RISKS with this one simple complete 
fire, smoke and water damage, loss in transit, policy. 
, ‘For details consult any of our agents any- 
and covers anything you may have on memo, where in the United States, or your own } 
as well as your own goods. broker. : 
| 


St. Paul Fire & Marine Insurance Co. 


N. Y. OFFICE HOME OFFICE PACIFIC DEPT. 
WM. F. BOYLAN, Mor. 111 West Fifth St. E. B. BARRY, Mgr. } 
107 WILLIAM ST. ST. PAUL 2, MINN. MILLS BUILDING | 
NEW YORK 7, N. Y. SAN FRANCISCO 4, CALIF. \| 
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WINDOW CONTEST FOR 6TH WAR LOAN DRIVE 
(From page 212) 
say, sales were far higher in towns where retailers 
dressed up the campaign with all the appropriate trim- 
mings than in towns of the same size where they didn't! 
It’s been proved that you can boost War Bond sales in 
your community. 

Now, about the contest. 

The contest is for all retail stores—but stores are 
divided into classifications, so that grocery stores will 
be competing with other grocery stores, department 
stores with department stores, jewelry stores with 
jewelry stores, etc. 

The contest is being directed by the War Advertising 
Council, at the request of the United States Treasury, 
and in cooperation with Display World, a publication, 
and the National Association of Display Industries. 

Helping make the contest possible by contributing the 
awards are several large manufacturing firms, one in 
each classification. Sponsor in the jewelry field is the 


~. Bulova Watch Co. 


Total prizes in War Bonds will amount to more than 
$100,000. 

You-have a chance to win a $25 War Bond in a state 
competition, a $50 War Bond in a “geographic section” 
competition, and anything from a $1000 to a $50 War 
Bond as a national prize! 

Here’s what you have to do to compete. 

Dress up your display window to sell War Bonds! 
The window must be, devoted to War Bonds exclusively, 





and must feature a $100 War Bond. Of course, th 
display should be featured during the 6th War [og 
Drive. 

Your display needn’t be expensive or complicated 
But it must have selling power—that’s what the conteg 
is for. Displays will be judged on these points: 1, sales 
appeal, 2. attention appeal, 3. artistry and originality, 

Take a photograph of your window, or windows, (Yo 
may enter a group of windows, if you wish.) Each wip. 
dow should be separately photographed (8 by 10), Jf 
you are submitting a group, join the photographs to. 
gether accordion fashion. 

Mail the photographs to the 6th War Loan Drive Dis. 
play Contest Committee, c/o Display World, Cincip. 
nati 1, Ohio. 

All entries must be mailed within 10 days after the 
closing date of the 6th War Loan Drive. 

On the back of each photograph must be this infor. 
mation: name of contestant to whom the prize, if any, 
should be awarded; name and complete address of store; 
dates when display was on view to the public; title of 
the. group in which it is to be judged — each jeweler 
should write “jewelry stores” on the back of his entry, 

In the first competition you will be competing with 
other jewelers in your state. You have five chances to 
win a $25 War Bond. If you win a prize or get one of 
the five honorable mentions, you are entered in the sec- 
tional contest, where you may win a $50 War Bond 
and/or the honor of competing nationally. First prize 


in the national competition is a $1000 War Bond! Other 
(Turn to page 282) 
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FE G] NA TI If stately orace of the Victorian era 
__ | i _ oe is captured in this exquisitely matched set. 


Bracelet. ear clips and ring are ol rexesaueusate 
amethyst and oriental pearls. ive eetolecenareress 
are ot authentically sturdy design, in 14 karat 


yellow sold. 


Inquiries invited from jobbers 
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quality. Each piece is two- 
toned, made of 14 Kt. green and red 
gold and set with opal. Keystone prices 
dre: for the pendant and chain, $23.00, 
for the ring, $21.00, and for the ear- 
rings, $30.00. Also made with cultured 


pearls, - 








Want to 
Retire? 


WE WILL 
BUY YOUR 
BUSINESS 
INTACT FOR 
SPOT CASH 


WRITE—WIRE— 
PHONE MARKET 3-2987 
Ask for Mr. Busch 
or Mr. Sargent 
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WE'LL BUY your business, lock, stock and barrel—one clean 
transaction and you can be free from all worries and have 


SPOT CASH in your hand closing the deal. 


WE ARE one of the East's most reliable jewelers of 64 years’ 
standing, operating a number of stores and because of an ex- 
pansion program are interested in investing capital in going 
businesses for additional outlets. : 


YOU'LL REALIZE every cent it is worth, and firms recently 
purchased (names on request) will attest to our integrity and 
fair dealing. Ask your bank for reference. 


cee a 


SCHESONS 3 


Oost 15SC€ 


MAIN OFFICE 
875 BROAD ST., NEWARK 2, N. J. 














MANUFACTURING JEWELERS 
Member American Gem Society 336 MULBERRY ST., NEWARK 2, N. J. 
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Looking ahead to normaley again? Here is one 
retail jeweler who is doing business with his 


future customers now on future deliveries 


This four-column ad in 
the Salem News an- 
nounced to the com- 
munity the Priority Club 
idea. The firm's regular 
letterheads were used 
for the priority certifi- 
cates for individuality. 





Post-War Planning? 
Here’s Post-War Doing! 


VERYONE is talking post-war planning these days, 

but here’s a jeweler in a small city (Salem, Ohio— 

population, 12,301), who has not stopped with merely 

laying plans for selling goods in the post-war era. He’s 

already making actual post-war sales, so as to be sure 

that his store will have a continuing volume of business 
while conditions are getting back to normal. 

The idea, like many highly successful ones, is sim- 
plicity itself. S. F. Sonnedecker, who is the jeweler 
we're talking about, was having the experience that has 
been common in most jewelry stores during the past year 
or two. Custcmers were coming in and wanting to buy 
things like American made watches, silver flatware and 
hollow ware, electric shavers, clocks, cigarette lighters, 
and other articles that are either off the market entirely 
or available in only such limited quantities that the store 
couldn’t obtain enough to keep up with the demand. 

“Why,” Mr. Sonnedecker asked -himself, “should I 
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take a chance of letting this business get away from me? 
That’s what I’m doing if I merely tell these people that 
I’m sorry the goods aren’t available now, but that if 
they'll come back after the war, I'll be glad to take care 
of them. Maybe they'll come back here to buy, maybe 
they'll go somewhere else. Why not clinch the business 
for my store right then and there?” 

And so the idea was born. To insure, instead of mere- 
ly hoping, that this post-war business would be his, Mr. 
Sonnedecker and his salespeople began saying something 
like this in such cases: 

“We’re sorry, but so-and-so isn’t being made just now 
because the So-and-so Co. is 100 per cent on war work. 
In fact, even when they resume production, it will prob- 
ably take them some time before they catch up their back 
orders. So we suggest that you place your order now 
through our Priority Club so as to be sure of getting the 
earliest delivery. (Please turn to Page 225) 
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| inks® "sa deep satisfaction ' : 
in ‘idling Lunt STERLING. You know that thes 
exquisite, traditional designs are builders of future 
business . . . for, the enduring beauty of of Lunt patterns. 
makes Belong, a Sines. 














Promotion and display 
of “‘ready-to-send” gi, 
keeps business on eva, 
keel for F. H. Boberg, 


by ANN GALT ; 


“Miss Kate", who has waited on trade for Roberts for years, helps 
two customers pick an appropriate card for their gift purchase. 


Builds Sales with Gift Mailing 


EASURES taken by Frank H. Roberts retail 

jewelers of Lawrence, Kansas, to sustain volume 
during the “tragic thirties,” have stood them in good stead 
during the “financial forties.”’ In post-war adjustments, 
Mr. Roberts and his daughter Arlene, who are the active 
firm, with Mrs. Roberts cheering from the rooters’ sec- 
tion at home, will undoubtedly continue these resultful 
practices. 

The first measure is a plan of displaying and pro- 
moting the “ready-to-send” gift. In window trims will be 
shown, not just a sterling vanity compact, for example, 
but this gift, in, or with, an appropr.ate box. With it may 
be seen a seasonal special-day card, with perhaps too, 
a phial of perfume. 

The second is a policy of preparing any item in the 
store, on request, for safe mailing. This entails even in 
peace years, judicious salvaging of package materials, 
so that perishable gifts like handmade crystal, ‘may be 
readied without undue scrambling. This first-aid-to- 
harried-shoppers clinches many borderline sales and 
makes steady customers out of one-time drop-in casuals. 
Many times while someone is doing the packaging of 
fragile pieces, the waiting customer adds to her pur- 
chase for that day, or permits a salesperson to show 
kindred or varied merchandise which brings this patron 
back another day for specific wants. 

A third policy of the Roberts Jewelry, which in recent 
years has added “and Gift Shop” to the strictly jewelry 
operation, is that of confining patronage to a few estab- 
lished nationally-advertised lines. This plan has every 
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advantage, Miss Arlene points out. Such reliable re 
sources protect their oldtime accounts with a fair share 
of quota on critical items, and they stock-control retailer 
supplies so that operation is intelligent. National lines 
progress with the seasons, at a promotional advance date. 
Their advertising campaigns give a wide customer at 
quaintance so that readers of the nationally-circulated 
magazines are pre-sold before they walk into Roberts 
store. ' 

Up through depression years, this firm operated real 
istically. Mr. Roberts handles the optical department 
and considers his prized possession, a bound set of 
clippings from the JeweLers’ Crrcuiar-KeysToneE, giv- 
ing invaluable repair work helps. Miss Arlene, at heart # 
merchandiser, attends the midwest and sometimes east- 
ern gift shows. 

One of the first to sell costume jewelry—even bead 
novelties, Miss Roberts has stayed right with it—a de- 
partment which can pay the rent in anybody’s store, 
she declares. When the public venture to the counter- 
case with, “Something for about a dollar, please,” she 
has a big line of $1 desirables. In wartime months, with 
a big ordnance plant pouring easy money into the town, 
and with freshly financial shoppers in the market for 
“something around $50,” Miss Arlene is still ready for 
their requests. She finds ready acceptance for moderate 
priced costume jewelry, with a steady demand for sets, 
including earrings-and-bracelet, brooch-and-earrings, 
and necklace-and-earrings. These, boxed together, as 

(Please turn to page 228) 
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Direetory of Trade Associations 


NATIONAL 


The names given in each case are those of the president and secretary. 


American Gem Society—Kenneth I. Van Cott, 60 Court St., Binghamton, N. Y., Inter- 
eel Committee chairman; William H. Schwanke, 331 E. Wisconsin Ave., 
waukee, 


American Jeweled Watch Manufacturers Association—C. M. Kendig, Hamilton Watch 
Co., Lancaster, Pa. 


American Jewelers’ Protective Association—Walter N. Kahn, 608 Fifth Ave., New 
York; Bert Young, 608 Fifth Ave., New York. 


American National Retail Jewelers’ Association—C. I. Josephson, 1514 5th Ave.. 
Moline, Tll.; Charles T. Evans, 551 Fifth Ave., New York. 


American Watch Assemblers Association—Roland Log 15 W. 87th St., New 
York; Louis A. Schwob, 22 W. 48th St., New York. 


Brotherhood of Traveling Jewelers—Daniel Price, 20 W. 47th St., New York; 
Archer L, Chapin, 18 Park Rd., Maplewood, N. J. 


Canadian Jewelers’ Associatior—Cecil B. [omens Fort William, Can.; Norman J. 
Leach, 73 Richmond St., Toronto, Can. 


Clock eeteirers eoetee of Amisteo~Rawerd Ingraham, 394 N. Main 8t., 
Bristol, Conn.; E. T. Dodd, 48 Leavenworth St., Waterbury, Conn: 


aimee Jewsiry Manufacturers’ Association—A. O. Packer, 17 John St., New 
York; John H. Mahoney, 1600 Clinton Ave., Rochester, N. Y. 


es uy, inatitt of America—Board of Governors—Leo J. Vogt, 826 Olive St., 
uis, Mo.; O. C. Homann, 220 8. 16th St., Omaha, Neb. Corporation— 
Baiward Wigglesworth, 69 Newbury St., Boston; "Percy K. Loud, 1500 Wood- 

ward Ave., Detroit, Mich, 


Horological institute of America—Frank D. Sue. Elgin, Tll.; Ralph E. Gould, 
atienal Bureau of Standards, Washington, D. C. 

Jewelers’ Board of Trade—Royal 8. Gregg, 118 Ls eng .. Providence, R. I.; 
Horace M. Peck, Turks Head Building, Providence, 


Jewelers’ ood Alliance—Walter Eitelbach, 608 5th Ave. ; wind York; Bert Young, 
608 5th Ave., New York. 


Jewelers’ Vigilance Committeo—G. H. Nicmeyer, 82 Fulton St., New 
Cohn, 44 Gold St., New Yoik. York; Sigmung 


someting. ‘and Allied Trades Association—W. Waters Schwab, 216 EB. 45th St., New 


Jewelery Crafts Association—W. Waters Schwab. 216 E. 45th 8t., New " 
L. Sperling, 20 W. 47th St., New York. York; Henry 
asta wee Publicity Board—John Hall, 630 Fifth Ave., New York: 
eNelt, 866 Sth’ Aver New York. ork; Willtam 
Machine pe Manufacturers’ Association—Adolf Jaeger, a is 
dence, R. I.; George Benker, 75 Eugle St., Provid dence, tia Ave., Provt- 
Metal bre Manufacturers’ Association—Frank A Ward, pay 151 Exchange St,, 
wtucket, R. I.; John T, Murray, 151 Exchange St., Pawtucket, RL 
National greeted " Credit Jewelers—B. G. Rudolph, Rudoiph Bros., Syracuse, 
N. Y.; William Wagner, 545 5th Ave., New York. 
National ae of Watch & Clock Collectors—Robert Franks, Jr., Bryn Maw; 
Pa.; L. D. Stallcup, 1818 Beechwood Ave., Nashville, Tenn. ¥ 
National aun and Art focsetetion sents Underberg, 225 Fifth Ave.; George ¥. 
Little, 220 Fifth Ave., New York. 
National Wholesale Jewelers’ Assoclation—Harold Alberts; I. Alberts’ Sons, Boston: 
George A. Fernley, 505 Arch St., Philadelphia, Pa. 4 
New Content Manufacturing Jewelers’ & Silversmiths’ Association—Fred A. Bullock, 
Beverly St., Providence, R. I.; Ex. Sec. Edward Otis, Biltmore Hotel, 
dence, R. I. 
Precious Stone Dealers Associetion—Leorold Nathan, 610 5th Ave.; Isidor Lassner 
10 W. 47th St., Now York. , 
Sterling Sliversmiths Guild of America—Roy Wilcox, ght ag Silver Co, 
Meriden, Conn.; Alexander Vincent, 551 5th Ave., New Yi ‘ 
United Horclogical Association of America—Col. PD. aes H, Bright, a Itham, Mags. : 
Orville R. Hagens, 226 16th St., Denver, C alten, tes: 
United Diamond Manufacturers ‘ar hsarwnrgginod Pals, 71 Nassau St.: Joseph 
Kipnis, 580 5th Ave., New York. 


STATE 


The names given in each case are those of the president and secretary. 


Alabama — 7 ge oie Association—Robert Bromberg, 218 N. 20th St., Birming- 
ham . Anderson, 1917 2nd Ave., ae ce am, 


Arizona eal taer Association—Thomas W. ieee, 206 E. Washington 
St., Phoenix; T. J. Pozil, 49 E. Washington 8t., 


Arkansas Retail Jewelers’ Association—John Stinson, atc 4 G. Keebey, 111 W. 
Capito’ Ave., Littie Rock. 


——— Baw Arsocistion of—Jchn J. sooveni, 1427 8rd St., Santa Monica; 
Schorsch, 5335 10th Ave., Los Ange! 


ARR.2,- Retail Jewelers’ Association—Chris ES 2390 Mission St., San 
Franisco; William Erb, 109 Stevenson St., San Francisoo, 


eae * Sotentagee- Wolff C, Hensen, Oxford Hotel, Denver: B. M. Hewitt. 
er. 


Colorado Retail Jewelers’ Association—No officers. 
Connecticut Horelogical Association—Charler S. Stcwe, 785 Asylum Ave., Hartford: 
Emanuel Seibel, 487 Logan St., Bridgeport. 
Connecticut Retail Jewelers’ A jati 8t 7. 
Britain: Edmund Talbot, U. 8. _ Army. oS gentee > ecatanemanad 
Florida Retell Jewelers’ Associati 
Dewey Goff, 812 Franklin 8t., — 
antes Ley Jewelers’ Association—Walter R. Thomas, 103 Peacht t., ; 
Lillian C. Harclerodée, Box 635, Atlanta. ” epee woes 
miele porns Travelers Club—Fritz Fromm, 5929 i] Indi 
Ind., H. R. Haerr, Gruen Watch Co., Cincinnat! — a craton ea 
et Horological Association of—Charles Braun, 434 State St., Weiser, Idaho. 
—_ Masterwatehmakers Asrociation—8. G. Rrolin, 79 if: c 
a . W. Johnson, Room $12, Heywcrth building. a eee 
t A. Retell Jewslers’ Associctien—Charles D. Jacob: 
Mortenson, 10 S. Wabash Ave., Chicago, et ee ee 
Indiana Retail Jewelers’ Asseciation—Officers to be elected. 
Indiana Watehmakers Associetion—Frank A. Kreutz, Valparaiso; Thomas E. Cook, 
Indianapolis. 
fowa, oe Assselation of—N. “ Bank 120 No. Lind ; 
. Dilges, 1706 3rd Ave., So.. Fort Dodge. - yacanecen 
lowa aah Jewelers’ Association—H. 0. Wood 
213 3rd Ave., 8, E., Cedar Rapids. ee ee ee 
Kansas Herological Association—P. FE. Loomi H 
Osborne, "110 Noe Temae’ Wicks, mis, 519 Main St., Newton; Norman 
esa ba Jewelers’ Association—V. C. Mead tchi w. B 
= st Wie lor, Hutchinson ; B. Brasfield, 
BOR an, ian Jewelers’ Asseciation—Nolte C. a t, 447 Fourth ; 
Perey B, Stith, 329 Gottele Se, ped oc en 7 Fourth Ave., Louisville: 
Louisiana Retail Jewolers Association—Louis 2. Bernard, —- Baronne St., New 
Orleans; Samuel Goldberg, 161 Thi:d St. Baton Rouge 
Maine Reteil Jewelers’ Assoclation—Everett B. ome. 50 Co St., Portland; 
Matson Tinker, 521 Congress St., Portlan ne ~_— 
Maryland-Delaware-District of Columbia rm Assoclation—Sidney J. Ross, 7 W. 
Lexington St., Baltimore; Harry Groll, 7th & Shipley Sts., Wilmington, Del. 
Massachusetts Horologieal Association—Winifred D. Hebert, 1112 Mai ster ; 
W. H. Bright, Waltham. “i or 
Massachusetts and Rhode Island Retail Jewelers’ Assoclation—Harold Partridge, 
22 B. Beacon St., Boston; John Peterson, Needham. 
prea Retail Jewelers’ oy gene L. Church, Alma; Howard Doxtader, 
210 E. Grand River Ave., Lansin 
Michigan Horological paihighca<tatibe Thompson, Mt. Pleasant; Stanley Gaver, 
137 Liberty St., N. E. Grand Rapids. 
Minnesota Master Watchmakers Association—R. S. Paffrath, Willmar; C. W. Gaskall, 
961 Ashland Ave., St. Paul. 
Minnesota Retail Jewelors’ Association—S. P. Elam, Austin: Morton A. Sauer, 
404 Nicollet Ave., Minneapolis. 
Missouri Herological Association—Clem Wolf, 826 Olive St., St. Louis; Joseph E. 
Obmann, 213 Victoria Bldg., St. Louis. 
Missouri Retail Jewelers’ Association—Harry Carter, J. H. Mace Co., Union Station 
Bldg., Kansas City; Fred Sands, Dierks Bldg., Kansas City. 








Mumpower, 121 W. Flager St., Miami; 


Nebraska Horological Association—Corey W. Chase, 709 4th Ave., Holdrege: Frank 
Nosker, 4418 Chicago, Omaha. 
Nebraska Retail Jewelers’ Association—Harold Sutton, McCook; William J. Brecken- 
ridge, Hastings. 
New Hones Retail weer Association—Mrs. 2am Fiske Goddell, Epping: 
. Elaine Burgue Pinet, 75 W. Pearl St., Nashu 
New mi Horological Association—Harry Van Laar, ni9r Springfield Ave., Irving- 
ton; Charles So»mer. 29 Oakland Terrace, Newark. 
New ow Retail Jewelers’ Association—L. J. Rad. 639 Bergenline Ave., West 
: William Schoppy, 1440 Atlantic Ave., Atlantic City. 
New mechs Horological Association—L. W. Graham, 723 W. Roma, Albuquerque; 
8. Bell, 723 So. Walter St., Albuquerque. 
New Mexico Retail Jewelers’ Assecietion—Bernard Spitz, 76% San Francisco &t., 
Santa Fe; Hugh M. Huff, Roswell. 
New York and New Jersey Associated Credit Jewelers—Seymour Greenberg, 24 W. 
40th St., New York; William Wagner, 545 5th Ave., New York. 
New York State Horological Association—John DeVogel, 20 So. Pearl, Albany; 
Fred C. Nhare, 1534 South Ave., Syracuse. 
New York State Retail Jewelers’ Association—Frederic W. Roedel, 255 Genesee St.. 
Utica, N. Y.; E. Lathrop Sunderlin, 76 East Ave., Rochester. 
North Carolina Retail Jewelers’ Association—Z. A. Perkinson, 108 N. Maine 8t., 
High Point; Ernest Neiman, 109 Fayetteville St., Raleigh. 
North Mandpn Retail Jewelers’ Association—C. A. Bonham, Bismarck; Iver Larson, 
‘andpn. 
Ohio Retail Jewelers’ Association—H. Bruce McCague, 1305 Euclid Ave.; Hugh N. 
Beattie, 1117 Euclin Ave., Cleveland. 
Ohio Watchmakers Association—L. W. Heimberger, 245 So. High St., Columbus; 
Frank Foelger, 31 E. 4th St., Cincinnati, 
Oklahoma Horological Association—P. D. Chastain, 104 No. 3rd St., Ponca City: 
Mark Taylor, 1705 No. Park, Shawnee. 
ee Retail Jewelers’ Association—George J. Sloan, 20 E. 4th St., Tulsa: 
. L. Kelley, 601 N. Custer St., Weatherford. 
sees Masterwatchmakers Assoelation of—Jack Peare, La Grande; Harold Sabro, 
1636 S. E. Miller, Portland. 
Gregmn Retail Jewelers’ 1, ——" tho F. Gilray, 8. W. 10th & Morrison 
Sts., Portland; Carl Greve, Jr., W. Morrison 8t., Portland. 
Pennsylvania, Horological pained ay ainda as, 1218 Chestnut S&t.. 
Philadelphia; J. P. Sommer, 1524 Beaver Ave., N. rm pittsburgh. 

Pennsylvania Retail Jewelers’ Association—Lecnard Helfer, oie L'berty Ave., Pitts- 
burgh; William D. Pinkstone, 142 8. 52nd St., Philadelphia. 

Pennsylvania Retail Jewelers’ Association of Western—John C. Grau, 1734 Carson 
St., Pittsburgh; Carl Cuda, 430 Market St., Pittsburgh. 

Rhede Island Watchmakers Association—Joseph H. Coutu, 49 Olneyville Sq., Provi- 
dence. 

South Srein Retail Jewelers’ Association—J. D. Rainey, Waterboro; R. J. Ortmann, 
251 King St., Charleston. 

South Dakota Retail Jewelers’ Assoelation—Carl R. Damuth, Redfield, acting secretary. 

Tennessee Retail Jewelers’ Association—C. C. Breese, Franklin; D. Monroe Meeks. 
Dyersburg. 

Tennessee Watehmakers and Jewelers Associatien—George R. Harding, 805 Market 
Street, Chattanooga; L. D. Stallcup, 1813 Beechwood Ave., Nashville. 

Texas Retail Jewelers’ Association—B. L. Turner, 621 Leopard St., Corpus Christi: 
H. E. Dill, 402 Stewart Bldg., Dallas. 

Vermont Retail nee A Association—L. J. Bell, Bell & Houston, Barre; A. Earl 
Wilson, Springfield 

virgen | oe Jowelers’ ‘Ascociation—Charles W. Bowen, 801 Main St., Lynchburg; 

k L. Moose, 207 8. Henry St.. noke. 
mm... . State Retail Jewelers’ Asseciation—Charles H. Larne, 1529 4th Ave., 
Seattle; Don D. Stewart, American Bldg., Seattle. 

West Virginia Retail Jewelers’ Association—Floyd R. Frazee, 814 Market &t.. 
Parkersburg: P. K. Stanford, Elkins. 

eee Retail Jewelers’ Association—Ray Treiber, 224 W. College Ave., Appleton; 

W. Anderson, 104 E. Wisconsin Ave., Neenah. 

wiesecal By gy Association—C. B. Langendorf, Milwaukee; B. W. Heeld. 

339 N. 35 St., Milwaukee. 





SECRETARIES, PLEASE NOTIFY US OF INACCURACIES OR CHANGES, SO THIS LIST MAY BE ALWAYS UP-TO-DATE 
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This Watson Sterling adver- 

a tisement, featuring beavti- 
ful “‘Windsor Rose”, appears 
in the October 9th issue of 
Life magazine. 








On October 9th, another in the current series of 
Watson Sterling advertisements, featuring a popu- 
lar Watson pattern, will go “on parade” before Life 
Magazine’s 22,000,000* readers. 

As have others before it, this message will feature 
one of the most successful selling themes in silver- 
ware advertising of recent years — “modern silver 
with the beauty of old masterpieces”. 

Many letters in our files from merchants in widely 
scattered territories attest the force of this powerful 
appeal - clearly indicating that Watson advertise- 
ments are being read — and remembered — for future 


reference when peace puts an end to wartime re- 
strictions on sterling manufacture. 

When that time comes, Watson will be all set to 
help you take instant advantage of the “stored up” 
demand this consistent, compelling campaign has 
created for you. 

Meanwhile, your orders are being handled on an 
equitable allotment basis, carefully worked out to 
give every dealer his fair wartime share of profit- 
making, fast-moving Watson Sterling. The Watson 
Company, 8104 Watson Park, Attleboro, Mass. 


*W hile 3,754,346 copies of LIFE are sold each week, it 
is estimated that LIFE is read by 22,000,000 persons. 


kien Herling 2 





MODERN SILVER WITH THE BEAUTY OF OLD MASTERPIECES 
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THREE YEARS AGO, Fred and | were on our 
wedding trip. 

We knew there was a war, but it wasn’t 
ours... yet. Besides, we had so many dreams 
and plans. 

A white farmhouse with chickens, we said, 
and two blond children, and perhaps a big, 
shaggy dog. .. 

But we never got to have any of them. 

The day Fred enlisted I packed those 
dreams away, along with my linens, and my 
cream-and-gold china, and my International 
Sterling. And proceeded to be as miserable 
as a girl-can be, who's left empty-handed and 
empty-hearted. 

I'm not ‘sure when it dawned on me that 
twas behaving badly. | don’t remember what 





started me thinking about joining the Women’s 
Army Corps. 

But | do know it was the wisest thing | 
ever did 


I'm truly happy now, the way a woman is 
when she’s busy and useful. And I feel close 
to Fred .. . knowing we're working together 
for all the things that will ever matter to us, 


Strange . .. how I love the home we never 
had. Strange... how my throat gets tight when 
I think of taking out my china and silver again, 
beautiful and shining and peaceful. 


There’s something about fine sterling. . . 
particularly the finest like Internationa. . . that 
promises character and permanence for our 
way of living. A promise for the day when 
we'll have our home at last. 


ii aac 


“Dkis isnt bhe way we planned te... 


And I like to think that day will comea 
little sooner, because of Wacs like me. 


CF AZ 


INTERNATIONAL is working full speed on 
war production and making less sterling, so 
your jeweler may not have all the pieces you 
want. 


But International Sterling is worth waiting 
for. International gives you the lifetime satisfaction 
of knowing... 

—that your sterling was made by the world’s 
foremost silver house... 


—that your pattern was designed by Inter: 
national craftsmen whose predecessors were 
creating spoons of coin silver 100 years ago. 


Copyright 1944, International Silver Company 








POST-WAR PLANNING 
(From page 218) 


wT his Priority Club, Mrs. Smith, is just what its name 

‘dicates. All orders placed with it will be filled in the 
"same order that they are received and will be taken care 
as before any deliveries are made against new orders 
PY from people who wait until later on to place them. 

“You do not pay for the goods till they are available. 
Merely make a small deposit at this time, which of 
| gorse is credited against your bill when the article is 
i delivered. We give you a recepit for it, allot you the 

number on the priority list, and then as soon as the 


are available, we notify you that your order is 


j “Qur stock orders are already on file with the manufac- 
" turers and this plan will insure your getting your so-and- 
: “0 immediately, while people who wait to buy till the 
war is over will probably have to wait a pretty consider- 
" able time to have their orders filled.” 
It worked. So favorably was the suggestion received 
—so large a proportion of the inquirers for unobtainable 
_goods took advantage of it, that Mr. Sonnedecker decided 
| to extend its scope, and instead of using the plan only 
with people who came in of their own accord, he has be- 
gun to feature it as a means of actively developing post- 
war business among Salem residents in general. 
A four-column by 18-inch ad in the August 15th issue 
of the Salem News, which is reproduced with this article, 
told the community the grand idea of the plan, and a 


follow-up ad of two column 12 inch size on August 17th, 
reiterated the story. Further newspaper announcements 
are scheduled to follow. To keep attention focused on 
the Priority plan between appearances of major ad- 
vertisements devoted exclusively to it, all other adver- 
tising by the store includes the following in bold type: 
“Ts Your Name on our Priority Club List for a watch, 
clock, or silverware. If not, don’t delay.” 

Window displays, too, are being used to publicize the 
idea. During the week of August 21st, for example, the 
showing in the store’s main window was a group of cards 
supplied by the manufacturers of these “off the market’ 
lines picturing their various items, all grouped around a 
blow-up of Sonnedecker’s “Post-War Planning” adver- 
tisement. No merchandise whatever was placed in the 
window— its sole purpose was to call attention to items 
not now available, and to invite people to enter the store 
to learn the details of the arrangement for obtaining 
them at the earliest possible date. 

“We are highly pleased,” says Mr. Sonnedecker, “with 
the way the public is responding to the idea. We have 
taken a large number of orders, amounting to a very - 
substantial total and the business is just starting to de- 
velop. But even if the campaign had not brought in a: 
single prospect, we still think it good advertising. To-. 
day’s ad may bring in a customer 60 days from.now for 
we have often found this to be the case with much of 
our advertising in the past. 

For the priority certificates, the store simply used its 
regular letterhead on which was multigraphed a form 
for filling in the name and address of the purchaser, the 





In what mood do women buy Sterling? 


Half moonlight-and-roses; half common-sense. That’s why 
ads like this one in Life register so well with your pro- 
spective customers. 

And that’s why, among all the women who intend to buy 
sterling after the war, you'll find International Sterling so 
often first choice. 


EXTRA! Rollicking new half-hour Radio Show! 
Here’s a show that’s a business-builder for you, too! 
It’s Ozzie and Harriet—starring Ozzie Nelson and Har- 
riet Hilliard in radio’s gayest, newest comedy-drama 
of young married life! Sunday at 6:00 P._M., EWT, 
CBS. Catch the first show, Sunday, Oct. 8. 


INTERNATIONAL SILVER CO., Meriden, Conn. 
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article bought, the amount of the down payment, and the 
priority number of the order. The form, which is repro- 
duced with this article, reads as follows: 

Priority Cius CERTIFICATE 


Date (emma sy 6655 6 ed cies 
ee es ae a Se err ee 


NN So hod A kei koe Phone No.. proces 
has paid $.......... , applicable as part payment 
DO tints tdd HRS deren hes ORNS Hs HaWD eee P 


when presented at the store of the undersigned, as 
soon as the above item, or its equivalent, is again 
available. 

The production of civilian goods will be resumed 
as soon as war contracts can be fulfilled or can- 
celled. Notification will be made when the above 
item is available. 

Your Priority Club number is .......... 

ROIS 67a 'b's eglas aie s's/0 Bib 8 Slais Oe wre's vis 


Date redeemed....... 
Not valid unless countersigned. 


ose eer eee eee eees 


“We felt,” says Mr. Sonnedecker, “that our ordinary 
letterheads were the best thing to use for this purpose. 
They gave the idea individuality, tied it up more closely 
to our store than any certificate printed to resemble a 
bond, maintained the atmosphere of a special service. 

Here is a plan that can be readily adopted by any 
jeweler, and that should be a helpful stimulus to the 
post-war business of any store that uses it. 


NO PRIORITY ON TIMELY WINDOWS 


(From page 149) 


a corner window, but could easily be modified for other 
shapes. The space behind the background panel could be 
made into a permanent lighted shadow box in which . 
variety of designs could be shown. 


The Sixth War Loan Drive will be on its way soon and 
our cooperation will again be asked. Here is a display 
which should create real local interest. Star shaped open- 
ings are cut in a dark blue background panel. Behind these 
openings are placed photographs of local war heroes and 
heroines with their names, rank and citations lettered be- 
low each picture. Narrow white ribbons are stretched 
from each picture to a large map of the world on the next 
wall to indicate where each man was in action. Copy is 
lettered on rectangular panels placed on the floor of the 
window parallel to the background, panels. If your win- 
dow is small, an exaggerated perspective will increase 
the effectiveness of this display. In this case, the two 
background pangls would be slanted back from the plate 
glass, the stars graduated in size and a ceiling panel 
slanting down from the glass would be necessary. The 
floor and stripes on the ceiling panel should be red. Copy 
panels dark blue with white lettering. 

An unusual design effect is achieved in the birthstone 
display with the use of a quantity of heavy cord stretched 
at angles from top to base of the window. The merchan- 
dise is shown on narrow shelves placed close to the plate 












Consistent national advertising plus Sterling flatware 
of distinguished design and superb craftsmanship 
has brought lasting recognition to FRANK W. SMITH. 


FIDDLE THREA 














For the time being, we are making only two of our 
loveliest patterns — FIDDLE THREAD and EDWARD VII. 
These exquisitely wrought pieces have proved to be 

extremely popular with your customers. 



















ee ERR 


Just as soon as conditions permit, we shall again 
offer other Smith patterns with the same skilled 
craftsmanship that has made them a joy to own. An 
expanded national advertising campaign wll support 
the entire line. 


In the meantime, have you plenty of our illustrated 
folders on hand? They can create for you now orders 
for the future. Please write us for a supply. 


FRANK W. SMITH, ING. 
GARDNER, MASS. 


SILVERSMITHS FOR OVER HALF A CENTURY 
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While our contribution to the war effort 
has considerably restricted production of 
our regular lines, we have been adding 
and installing new, and modern equip- 
ment and making many improvements 
and changes, so that when “V” Day 
arrives, we will be in a splendid position 
to serve you even still better in the tra- 


ditional ‘TUTTLE’ manner . . . 


To our many friends in the Retail Jewelry 
trade as well as those whom we may 
not have reached, we extend a cordial 
invitation to visit our factory when you 
are next in Boston...107 West Canton 
street. 





SILVER COMPANY-INCORPORAT 
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glass. The string is used in three planes—one, parallel 
to the side glass; another, slanting from the top of the 
background to the front glass at the base of the window; 
the third, at an angle to the front glass of the window, 
slanting from the side wall to the rear wall. The simplest 
way to suspend the string would be to attach it at regular 
intervals to a narrow wooden slat which is tacked to the 
top of the window. At the proper length, the strings are 
attached at corresponding intervals to another slat which 
rests on the floor of the window. The copy—‘“Topaz— 
Gem of Fashion—Birthstone for November” is lettered 
on a narrow band and tied to the slanting strings. The 
window background and shelves should be dark blue and 
the strings yellow or white. The blue will give a good con- 
trast to the yellow of the topaz and the yellow strings will 
emphasize the color of the stone. In the sketch, this dis- 
play is shown in a corner window, but the design could 
readily be adapted to other window plans. 





BUILDS SALES WITH GIFT MAILING 
(From page 220) 


mentioned above, with a total price ticket, get good re- 
action from passing shoppers. She likes to use the price, 
because it eliminates those who would expect to buy 
around $3.95 a set. Roberts steer away from any manu- 
facturers’ “cats and dogs,” but to hold the attention of 
the shopper of modest purse, this store always carries a 
good representation of items retailing from $1. 

Popular merchandise under today’s sketchy supply, 














"7 want flatware - and 


) 
a coffee service... 


Many people who write—asking how soon they can 
get Dirilyte—specify that they want flatware and a 
coffee service. That’s logical, for coffee is welcome 
at every meal, and how could it be more beautifully 
served than in Dirilyte? This extraordinarily hard, 
scratch-resistant, long-wearing metal is solid, yet costs 
no more than good plate. It brings a glorious new 
note to the table, and it will be in perfect harmony 
with the postwar longing for color. Plan to get that 
postwar business—write for more information on 
Dirilyte flatware and hollow-ware. 


AMERICAN ART ALLOYS INC., KOKOMO, IND. 
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includes a number of lines the Roberts have used eye, 
before war limitations to widen inventory and attract the 
interest of stray shoppers who thought themselves not at 
all in the market for “jewelry.”’ Some of these are name 
handkerchiefs, which form gifts in their own right, with 
box or folder, and are readily sold on suggestion as g 
plus gift. Correlated with them are cream sachets, 
handpainted envelope sachets or oil perfume; good cons 


metic items for kindred sales, building the ticket at their 


easy prices of 50 cents and $1. 

Miniatures, retailing at popular prices, make friends 
for the store and give the back display space a magnetic 
pull. In the bridge prize types, which build traffic, are 


bean pots, painted kitchen ware, tiles and other pottery. 


novelties. 

Very big with this store has been crystal ware, con- 
centrated to oné beautiful line, and carried in depth so 
that delivery may be made on purchase, up to full sets, 
Like so many merchandisers, this store keeps books on 
brides and brides of former years, doing a thriving fill- 
in volume for crystal lovers in the middle income brackets 
who work toward complete services over a period of 
years. . 

Leather goods also make a steady turnover at this store, 
being perennially popular, and in representative stock, 
easy to merchandise. 

Greeting cards, of course, sell for their own sakes, and 
as enclosures for special gift occasions. Gift wrapping of 
over $1 purchases is normally given, though Roberts try 
to ‘talk customers out of boxes !”” 
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Ae PLATTER | 
f 
| 


HE demand for Household Hollow-ware at 

War’s End will be so great that we feel it 

necessary to do a little postwar planning of 
our own, in order to avoid the confusion that would 
otherwise ensue. 


Briefly, here is our Plan. You tell us what items 
you want first, and we'll have the materials, the 
designs and the machines all ready to roll the minute 

ee the “green light” is flashed. From now on every 
pousLe SNS Ss order received goes on a list, and deliveries will be 








VEGET ARNA Me made strictly according to it. For you this means 
7304 AS preferential delivery, and a sounder basis for your 





own Postwar plans. Others who prefer to let things 
slide may have to wait months for the items they 
want, while the best opportunities go to those who 


were forehanded. 


So do not wait. Write today for full details of our 
plan, and description of items we intend to make 
available first. Do it today. 


VEDIOT wee. co 


= * 
_& ? EAST SYRACUSE, N. Y. 
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@ 1/20-12K yellow gold filled expansion bracelet set 
with a choice of colored stones, retailing at $15. From 
Jack R. Storti Associates, 20 West 47th St., New York 


@ Sterling silver mirac- 
ulous medal and chain 
with medal mounted on 
mother-of-pearl and 
surrounded with attrac- 
tively set marcasites. To 
retail at $4.50. From 
Louis Perloff, 437 Wal- 
nut St., Philadelphia, Pa. 


@ Smartly-designed vial for the handbag, for 
carrying personal items such as saccharin 4 
aspirin, needles and thread or “mad-money,” 
Attractively boxed, these "Cachettes" are 
made of 14K gold over sterling silver, to retail — 
at $7.50. They are also available in 14K gold 
with or without jewelled top. From Walter © 
Lampl, 608 Fifth Avenue, New York 20, N, Y. 

@ Spotlighted for evening , 

wear is this rhinestone brace- 

let set with white stones with 

baguette combinations and 

with a pullover clasp. Priced 

at $60 wholesale. From Bac- 

ton Jewelry Company, 353 

Fifth Avenue, New York, N. Y. 


@ A young fashion that has literally 
gone to young girls’ heads are these 
sterling silver barrettes to retail at 
$1.50 each. From M. A. Safran Co., 
107 South Eighth St., Phila. Pa. 





@ Twin diamond rings are find- 
ing much favor these days. This 
attractive ring has baguettes and 
square cut diamonds on its shank. 
They retail from $1000 up. From. 
M. Chalom and Sons, 608 Fifth 
Avenue, New York 20, N. Y. 
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LOOKING AHEAD AT STORE DESIGNS 
(From page 157) 


front of a continuous panel of soft-tone bevelite re- 
movable glass panels with illumination behind. The 
ceiling of the electrical appliance department also is of 
soft-tone bevelite glass held by white metal mouldings 
with illumination behind.” 

Mr. Fernandez’ exterior drawing shows the deep 
arcade and the arrangement of show and display cases. 





The floor plan of the store on page 156, designed by Walter 
A. Gropius, shows the arrangement of counters and tables, as 
well as location of the offices and storage space in the rear. 


At the extreme left, display tables for large merchandise 
are shown behind a plate glass partition. The facing 
of the shop is ivory Carrara. The entrance doors are 
Herculite. The interior view shows a section of the shop 
with recessed glass shelves and glass counters and show- 
cases. The plan shows the interior in detail, including 
the location of the silverware department, the diamond 
room and the electrical appliances and radio depart- 
ments, etc. 


WATCH TIMING DIGEST 

eto Publishing "Oo, pT a Gola” "$3.60, post atn ee dom, 
Devt., in nh. om Circular-Keystone, 100 E. 424 St., New 
HIS is a pamphlet of 59 pages, with 39 illustrations 
throughout the text, and 4 full-page plates of fac. 
simile records made on a Watchmaker rate-recorder 
illustrating typical cases in diagnosis of faulty pit: 
ditions in watches under adjustment. Some portions 
of the work afford information hardly obtainable other- 
wise, that justify paying the price asked for the booklet. 
Even without dissecting the contents of the little book, 
it might well be assumed that men of the high technical 
standing of Messrs. Samelius and Purdon would produce 
something very worth-while, and this is verified by read- 
ing it through. It contains an outline of traditional 
watch-work information, with concise explanations of 
more recent developments; a very helpful addition to 

any watchmaker’s library. (J. J. B.) 





WINDOW CONTEST FOR 6TH WAR LOAN DRIVE 


(From page 216) 
national prizes are $500, $250, $150 and $100 War 
Bonds, and five $50 War Bonds! 

Each state competition will have five judges: a news- 
paper editor, a, commercial artist, an advertising agency 
executive, an advertising manager of a large manufac- 
turer, and a public-spirited citizen. Judges for the sec- 
tional and national contests will be selected from the 
state judging committees. 














HEADQUARTERS FOR 


COMMUNITY| 


The Finest Silverplate 


The Community factories and craftsmen have 
been busy on important war production. The 
Men and Women of Oneida Ltd. have twice 
won for all plants the Army-Navy “E” for ex- 
cellence in War Production. When the day 
comes that they can again turn to the manu- 
facture of quality silverware for the retail 
jewelers of America, you can count on 
Gerwe-Brown to give you the same prompt 
service as in the past. Community has the 
correct quality, price and patterns that will 
build future sales and help the Jeweler 
retain his position as the place to buy 
silverware. Community patterns never look 
“dated” — they stay in style — and in favor 
for generations. 


If it’s Community . . . it’s Correct. 


GERWE-BROWN CoO. 
CINCINNATI 2, OHIO 
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A DISTINGUISHED RING WATCH* OF UNUSUAL DESIGN 








- 


Aailable for Christmas selling to a few more good stores — this superbly designed 14-kt. gold ring watch with 


dependable 17-jewel movement. The crown is cleverly concealed by a flower design of diamonds, turquoise, 


tubies or sapphires, in a variety of color combinations. To retail from $175.00 . . . oad 


"Potent Pending 


The original bears this stamp of Marianne Ostier, world-famous jewelry creator 


» 58, es 
ae 
> 
INCORPORATED , ott tes ee ae 
‘ % i t 
16 EAST FIFTY-SECOND STREET, NEW YORK 22, N. Y. 
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$10 retail 


This handsome Barbara Bates jewel case with lovely pro- 
portions and exquisite workmanship, is made of fine 
saddle leather, beautifully hand-tailored and gold tooled. 


We are happy to announce that gift jewel 
cases in the Barbara Bates manner are ready 
for you right now. To be sure of delivery in 
time for the holidays, we suggest that you 
send in your order at once. Beside the Jewel 
Case illustrated, there are others in various 
sizes, shapes and materials, to sell for $5 
and more. Write for an assortment. 


Barbara Bats 


makers of fine gift kits 


366 FIFTH AVENUE, NEW YORK 1, N. Y. 
’ “ FACTORY AT CHESTER, CONN. 


: 
: 
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LET'S AVOID AN INVENTORY BOOM 


(From page 187) a 


makes the existing supply available to all. For ing | 
let’s say 10 manufacturers of washing machines cade | 
need 10 tons of rolled steel. The available supply jg | | 
more than equal to their combined requirements of 100 e 
tons. They all know that a price ceiling exists on this 1 
rolled steel so that none needs to bid up the price. Algo ie 
the speculator knows that the price cannot legally pe a 
higher and that there is no shortage in the supply, The =. 
result: Each manufacturer, confident of an ample supply — ‘s 
of raw material at stable prices, aware of what his inven. | ‘4 
tory is worth, can devote his attention to production ang |) | 
distribution requirements of his business. Et 
That oversimplified picture can be applied also to his | 
other basic raw materials or components that go into 
manufacturing products. It can be applied to the pricing 
of finished goods. Its effects can be felt beneficially by 
the distributors of the product and by the ultimate 
buyers. 


SURPLUS ARMY STOCKS WILL AID CIVILIAN DEMANDS : 


Another influence helping to supply civilian needs up- 
til peacetime output reaches the desired volume is the 
release of surplus stocks by the armed forces. When the 
time comes, such equipment as typewriters, office machin- 
ery and furniture, tableware and kitchenware for res- 
taurants, trucks and small truck tires and machine tools — 
will be among the numerous items that Government agen- 
cies will be offering for sale. In this field it is to the 
benefit of taxpayers that the Government get as high a 
price as possible within stabilization limits. Pricing con- 
trols in this field are flexible enough to cover a multitude § | 
of sales and situations and yet prevent speculation and 
soaring prices. 

An economy based on stability of prices, provided that © 
the prices of finished products are “right,’ is an economy 
that can lead to large production, large distribution and 
large consumption. By “right” ceiling prices for goods § | 
reappearing on the market—such as washing machines, 
refrigerators, vacuum cleaners and automobiles—I mean § | 
prices that are fair to the producer so that he has an in- © 
centive to produce at maximum volume. The price must 
take into consideration his costs, including present wage 
rates so that vital purchasing power is assured. But it §} 
also must be a price that is not so high that it will dis § 
courage consumer purchases. The “right” price will be & 
one that will tap mass markets, a price that will yield § 
profits on the basis of volume and not on the basis of § 
mark-up. 


“RIGHT PRICE" SIGNIFICANT TO DISTRIBUTORS 


To those in the distributing field this is highly signif- § 
cant. To distributors, high production, full employment” 3 
and full distribution mean more sales and more dollars — 
for them to bank as a result of the greater number of § 
units handled. The outlook for distributors would indeed 
be bleak if they faced an economy that was planning to § 
go back to a high price structure that resulted in half 
production, half employment and half consumption after 
the war. 

None of us, I am sure, wants to go back even to condi- 
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J 2X18 1/20 12K Gold Filled Earrings, Simulated. Pearls....... $18.00 doz. e inclu i i atch 
A-47 a — Filled Earrings for pierced ears, AY ss4.00 P Our line also des . wide rerery - 
Tink as UebtVek Pop bo'bde obamobuaveriodees od .00 doz. * i i 
y A-53 1/20 12K Gold Filled Earrings, Assorted Stones......... $15.00 doz. Straps Novelty Pins ie aay g c ety 
: R12. Locket, 1/20 12K Gold Filled, Hand engraved. Set with Catches « Earring Backs and all Military 
genuine GONE Soda vicki ctilecicas deecatacatccsncarese doz. . 
M-18 Identification Bracelets, 1/20 12K Gold Filled, boxed. "$72.00 doz. Emblems. 
»¥-3 Genuine Cloisonne, Hand Painted Sterling Silver Brace- . 
let, Maize, Blue or White ............cccccccccccccccees $60.00 doz. 
SPURRED. WR GARE 6s oes occe bos cobesdsvcnescseenccvonel $18.00 doz. Write for Samples and Latest Lists 





Sterling Silver Anklets, Assorted Pat- 
DONE SS cia 5 5 das cqnigneesden $6.75 doz. 


Sterling Gold Plated Anklets, As- 
sorted Patterns .........-+- $7.20 doz. 






Sterling Silver Gold Star Pins with 
Safety Catch for Gold Star Mothers, 
Fathers, Wives, boxed....$15.00 doz. 


H.L. HIRSH & CO. 


183 EDDY ST. PROVIDENCE 3, R. |. 
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} STANDS “ ” s “Ss eo" 
7} TIME'S TEST iS Ge &F Sinilh &. Crosby SMITH & CROSBY 
: of WEAR ESTABLISHED 1874 


| FINE GOLD-FILLED JEWELRY 


When peace comes, “S, & C.” Smith and Crosby gold-filled jewelry will still be 
manufactured in limited amounts in order to maintain the high standard of quality 


we have pledged to our customers. 


H. SEGAL 


Main Office 
93 NASSAU STREET 
NEW YORK 7, N. Y. 


* Watch Attachments 
* Identification Bracelets 
* Baby Jewelry 

* Anklets 


* Waldemar Chains 
* Neck Chains 

* Lockets 

* Crosses 
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* PROVED by Tests 
* APPROVED by Authority 


After a Series 
of Rigid Tests 
the World's 
Foremost 
Laboratory 


Reports ... 


RACINE WATCHES are 
equipped with 
@ 15 Jewel Gallet Movement 
® Nivarox Hair Springs 
@ Glacidur Metal Balances 





IMPORTANT 


Since uncontrollable conditions 
make it impossible to meet the de- 
mand for Racine watches we ask that 
dealers be patient until a more nor- 
mal situation permits our usual 
service to customers. 


JULES RACINE & COMPANY 


20 WEST 47th STREET, NEW YORK 19,N. Y. 
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tions as they existed in 1940. Let me illustrate what that 
would mean. The U. S, Department of Commerce in’ 
recent publication said that if, in 1946, we no more re: 
match our 1940 production levels, that would mean a a 
of more than 30 per cent below our present level of Pro- 
duction. Taking inte account technological advance since 
1940 and the increase in output per man hour, producti 
at this level would result in the shocking figure of 19 mile 
lion unemployed. That would be an increase of 19 mil. 
lion over the actual unemployment of 1940—assumin. 
the same hours of labor as in 1940. 


corresponding increase in national purchasing power 
Department of Commerce puts the results in these 
crete terms: There would be 40 per cent more food 


’ 


sumed than in 1940—not in calories but in expenditure : 


for a more varied diet, for better qualities and for i. 
creased services in connection with processing and di 
bution of food products. There would be 45 per 
more clothing, 55 per cent more refrigerators and 


electrical equipment, 70 per cent more household furnie 
ture, 90 per cent more new farm machinery and two 


dings. 


and-a-half times the number of new home buil 
constructed than in 1940. ; 


CONFIDENT PRICING JOB CAN BE DONE e 


We in the OPA feel confident that the pricing job ca . 
be done. We have gained a know-how in the pricing field 
in working out our regulations to bring more than 8,000, 


000 prices under control. Our contacts with our 487 in 
dustry advisory committees have been invaluable in fit 
ting the technique of price controls to the individual re- 
quirements of industries affected. It is a long step ahead 
to have a knowledge of the types of price controls that 
can most effectively be used in each type of industry. 
We have given much time and study to the pricing 
problems of the reconversion period because we all know 
from the country’s experience after the last war that the 


| economic impact of war does not end when the shooting 
| stops. We shall be prepared so that no delay in a quick 


transition to employment and production for a civilian 
economy will be due to an uncertainty in the price field. 

We in the OPA know that business men want to help 
prevent another inventory boom and collapse—one that 
could be far worse than any we ever before experienced. 
They can help by seeing that price regulations are ob 
served and by working out pricing problems with w 
through our existing industry committees or other special 
groups. OPA will do its part. Through stability of 


prices we can have an insurance policy against an inven — 


tory boom. 


By the same cooperation as we have had in wartime 


American business men can look forward with confidence 
to this reconversion period, certain that the great re 


sources of this nation can build a peacetime structure a8 — 
strong and capable of achieving our goals as the wartime — 


machine that is carrying us to ultimate victory. 





ALL INDICATIONS point to a new way of dressing ahead, 
using pearl dog collars above high necklines, medalliow 


pins at the throat hollow, exquisitely worked earrings, 


jewelers’ small handbags: and beautiful belts. Are you 
ready? 
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Qur overwhelming Success..... 


in the Jewelry Show at the Waldorf-Astoria Hotel and in the 
New York Gift Show has given us much satisfaction. Our 


acclaim. 











BACTON JEWELRY CO. 


Manufacturers of Costume and Novelty Jewelry 


7% 
( 
) 7 
| XG thaw ee sie |! 
costume jewelry in various adaptations was received with great / 
l 
! l 
/ 
l 
j 


| / 353 Fifth Avenue, 2 East 34th Street New York 1, N. Y. 

| We will be glad to send samples of these novelties on request. 
/ Retailing from $1.95 to $25.00 each. Merchandise is guaranteed. 
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There is 
only one 


“MERZFOLD” 


INSIST ON 
THE NAME! 

























FASHIONED 
for style and 
saleability. 


QUALITY 

reflected in 

its smooth, 
flowing lines. 


ROOMY 
non-spill 
coin pocket. 
Beautifully 
lined in 
attractive 
contrasting 
fabric. 


SPACE 
for folding 
money. 
Cleverly de- 
signed hide- 
a-way pocket 
for confidential 
things. 


‘best to ‘ake 
for FOMERZ 





By MADELINE LOVE 


W ITH the war in Europe rapidly appr 
climax which may mean a cessation of h 


this year, one can hardly blame the china, glass ahd 
gift industry for casting an interested eye toward 4 
future possibilities in the import field. At this a 
however, the interest can be little more than academ, 
No one knows what conditions exist in the old-time 
pottery and glass districts of Europe, and if anyon 
did know, he could not even guess the changes that 
take place during the weeks ahead. Factories in Central 
Europe, the Balkans, and the North countries, which 
may have escaped damage so far, can easily be in the 
line of fire at any time from now on. oer: 

A cause for just as much concern, however, ig the 
question of workers. What may have happened to lj 
those thousands of trained artisans, and what may stil) 
happen to them, is a matter of such pure speculation 
that it is idle to base plans on them. It is possible, of 
course, that when the curtain is finally listed we shal) 
find intact factories with workers busily on the job, } 
and, perhaps, a backlog of finished merchandise al] 
ready for shipping to this country. But considering th 
hazards of war and the fantastic shifts of populations 
engineered by the Nazis, it is difficult to believe that we 
can look for a quick post-war resumption of regular im- 
port business. * * # 













Of all the women who answered the McCall’s Maga- 
zine questionnaire on their post-war tableware pref- 
erences, 21 per cent favored undecorated china; 20.6 per 
cent, ornate china; 39.4 per cent, a simple laurel border; 
and 19 per cent, a center medallion. In glassware, 
34.5 per cent want ornate designs; 23.8 per cent, mod 
ern; 36.6 per cent the familiar baluster-base shape; §- 
and only 5.1 per cent, the period Hobnail design. About #7 
one-third of the replies indicated a definite interest in} 
buying new china and glassware as soon as possible; 
the others wanted to redecorate their dining rooms be 
fore they buy new tableware. ; 

* * # 


Newsettes: Theodore L. (Ted) Daniels, who hs § 
bought china and glass for Gimbel Bros.’ New Yok 
store for the past 14 years, has moved into the whole § 
sale field, joining Pitman, Dreitzer and Co., marketes § 
of Colony Crystal. Incidentally, Pittman-Dreitzer # 
soon to open branch showrooms in Chicago, Boston, § 
Dallas, Los Angeles, and other key centers. . . . Farber 
and Shlevin, Inc., of Brooklyn, has been given Warf 
Production Board permission to make 35,000 aluminum § 
trays during the next three months. . . . Tebor, Ing, f 
gave a housewarming party a few weeks ago to openly 
their swanky new showrooms at 1150 Broadway, Newy 
York. Modern decorations are used in the display root 
which is divided in two sections to permit the individu 
showing of the Crownford china and the lamp line} 
handled by the Tebor firm. Blue and apricot make my 
effective background for the ware. | 
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MERA WATCHES ON TIME THE WORLD OVER” 





ARTHUR BAUER U. S. Representative 
C. RUEFLI-FLURY & CO., BIENNE 48 West 48th Street, New York 19, N. Y. 


Ear . Findings 


No Sawing-NoFitting- NoBending 


A practical Ear Clip that is easy to assemble. Simply solder 
post part to earring and snap the spring clip into position. 


Dera ceanhdrentaae  enas Seana see Sin sendin eae A. Se Baa 


1 Front view of post 
2 Side view of post with piercing 


3 Spring Clip pierced and shaped by die—no 
sawing or shaping required 


4 Spring Clip snapped into piercing of post after 
post has been soldered to earring 


5 Ear Clip completed with earring 


rason ( ; MARE 


T. G. JEWELRY COMPANY 
198 BROADWAY NEW YORK 7, N. Y. 
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BE ON YOUR TOES— 


grasp every opportunity to win 


Friends and customers are made 
by doing the unexpected, that 
added service. The alert jeweler 
solicits old gold and in doing so 


builds profitable business. 


For prompt returns, the kind 
that will please you and your 
customers ship your 


OLD GOLD, 
SILVER, ETC. 


Direct to— 


ina ma AS J. 


FEC 
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REFINERS MANUFACTURERS 
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‘talents have been brought to a focus on the jewelry field, 








————————SESE=a 
Can You Help Met? 


My Display Problem Is; | | 


by VIRGINIA DIXON 


Readers’ questions about window and inside-story dj 
will be answered in this department each month by Miss Vir- 
ginia Dizon, one of America’s topnotch display experts whore 


Miss Dixon is already well known to JC-K readers aj the 
author of many stand-out articles on jewelry store display, 


ABRIC SUBSTITUTE—Can you suggest any paper 

or inexpensive cloth as a substitute for velour or vel- 
vet? Would like to find something moderate in cost 95 
that colors could be changed frequently, but which would 
give a richer background than ordinary smooth finish 
papers. (R. S.) : 

Answer—Bulkley Dunton & Company, 295 Madison 
Ave., New York 17, makes a material called “Veloy 
sheen” which has the qualities you suggest. It comes with 
a paper backing and in a board weight both in a good 
selection of colors. The draping weight is $5.95 for , 
40” by 25’ roll. The board weight, $7.95. 

Arrow Decorating and Fixture Company, 87 North 
7th Street, Philadelphia 6, Pa., carry “Velo-Ray” 4 
similar material at $4.95 for 25’ by 27” wide roll. Either 
of these firms will send samples and name of your nearest 
jobber. 








HRISTMAS DECORATION—Our present win- 
dow set-up consists of midnight blue floor pads and 
elevations, champagne covered ring pads and a beige 
background curtain. We would like to brighten the 
window for Christmas, but do not want to go to the er 
pense of having the elevation sets recovered for justs 
month. Can you suggest anything? (W. T.) ne 
Answer—If you do not want your blocks recovered, 
you could have pads cut from beaver board to fit the tops 
of the elevations and paint them or cover them in he ¢ 
pensive Christmas fabric. Or you could have the 7 : 





sei ae 3 5. 


tions recovered in a material which could be used fo 
sometime and still be brighter for Christmas, such ag) 
good—not too dark—shade of green. You can inexper 
sively replace your beige curtain with a more Chr 
massy one. . . a gauze with tinsel stars or snow fill 
would be pretty. If you keep the dark blue, you cane 
bine bright red or silver and white with it for a 

mas look. If you change to green elevations, gold decom § | 
tions would be particuarly smart. . 


“a 


NOW PAPER—Where can I get a “snow pape 
use for my Christmas window? (L. T.) 


appearance of a solid expanse of snow and is gen 

used for flooring, is available from a number of theé 
play houses. James A. Cole, 235 Fourth Aven 

York 3, N. Y., have it in a 50” width at 65c a yard. 

also have mica snow flakes which can be scattered on’ 
floor. Timbertone Decorative Company 15 West 2! 
Street, New York 10, N. Y., produce a line of solid color} 


background papers with interesting snow and ice effe 


Answer—The regulation snow paper which give’ 
} 
i 
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Nobody would be covered 
if we made it a 


BLANKET INVITATION 


If we took all the merchandise we have and appor- 
tioned it among all the jewelers — none would get 
enough to make a visit to our showrooms worth- 
while. That’s why we follow the fair policy of 
serving our old customers first. For each of these 
who visits our showrooms, there is a share of scarce 
merchandise available. 


NOTICE 
Pict ease be WHOLESALERS 


renee BALTIMORE-1. MD. 


| EASTON WATCH IMPORTERS 























ILUCITE JEWELRY DISPLAY STANDS 
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MEXICAN JADE 


We have all kinds of Mexican Jade articles 

such as Ash Trays, Bookends, Flower Jars, 

etc., in both Chinese and Aztec design. Also 

loose stones in all shapes, sizes and colors. 
We sell Wholesale only. 


CIA. IMPORTADORA "ATLANTIC" 


60 Juarez Ave. : Mexico, D. F. 
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embossed on them. These are priced at $8.00 for a 3’ 
8’ sheet, $8.25 for 3’ by 24’ roll. They also have § 
tone Blocks—rectangular blocks which can be us 
elevations, covered on all sides with snow paper. B 
Dunton & Co., 295 Madison Avenue, New York 1 
N. Y., have a processed “snowstorm” paper 841,” “a 
and 9’ long which give the effect of swirling snow flakes 
on a dark blue or red background .. . $4.50 per roll This 
would be effective on the background with snow fs 
on the floor of the window. — = 


by 
now- 
ed for 


TANDING MIRROR—I would like to get a stand- 
ing mirror suitable to use on the counter with m 
earring and costume pin displays as I notice cuteacll 
like to try on a selection of these items. (B, R.) 
Answer—Edwin Freed, 1233 Sixth Avenue, New 
York 19, N. Y. has a counter mirror designed for just 
such use. It is 20” high and 13” wide, mounted in a blond 
wood frame and is. priced at $11.90. 





PRECIOUS COLORED STONES HERE TO STAY 
(From page 172) 

gems. Present crises and future uncertainties have cop- 
siderably increased this ratio. Moreover, gem-miners and 
cutters, now engaged in lucrative and necessary war work, 
cannot or will not work at old rates of pay. Many gem 
mines have been rendered unworkable, and can be re- 
opened later only with much expense and trouble. 

Demand has lately outstripped supply from the mines, 
and a great deal of merchandise has been released by 
merchants and private investors. This will have to be re- 
plenished after the war. Heavy retail sales to Allied 
servicemen in the Orient have further depleted the stocks 
on hand. Anyone who has travelled in Europe, or has 
seen the jewels brought to this country by Europeans, 
can imagine the strong demand from Europe, once the 
war shall have ended. Other continents, too, developing 
their trade, will be eager buyers. 

A colored stone stock is easy to acquire but accurate 
and up-to-date information is a pre-requisite. Regular 


supply sources, besides providing for your needs, caw 
also furnish you competent advice. Your own friends and” 


associates in trade organizations have had experiences 
which they will gladly relay to you. The American Gem 
Society offers enthusiastic support to those interested in 
gemology. Responsible jewelry trade journals bring 
their readers informative and authentic articles on color- 
ed stones, as well as on other topics. The advertising 
pages of these magazines invariably present displays of 
colored stones jewelry, and loose stones. 


Colored stones are here to stay. They have entrenched 


themselves in the public favor: They are available in 


such variety of sizes, shapes, colors and prices as to be — | 
suitable for every type of jewelry. Various articles of 
jewelry containing colored stones are to be had in all ff 
price ranges, which enables every store everywhere to 


sell one kind of colored stone piece or another. Nor have 
the possibilities of men’s custom been overlooked. 


The bandwagon has been rolling for several years now, — 
and is gathering speed. The reasons, as I have set them ff 
forth, I believe you will readily recognize are logical. J 
Take the first steps now toward joining your fellow dy 
jewelers in this profitable fascinating part of the jewelry — 


business. You will be in the best of company. 
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1FOR HONEST RETURNS 
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~ SWEEPS 
‘| FILINGS 
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« || GOLD PLATINUM 

JOSEPH B. COOPER & SON 
1 || Refiners & M\ precious 
: Smelters =] METALS 
| OFFICE: 


| FACTORY: 
BROOKLYN, N. Y. 


26 JOHN STREET, 
NEW YORK CITY 








R. P. GALLIEN 


220 WEST FIFTH ST., LOS ANGELES 13, CALIF. 


TOOLS AND SUPPLIES 
COMPLETE LINE 
‘PLASTIC JEWELRY — DISPLAY FIXTURES 











Write for Free Catalog 











WALL TYPES 
HTCRYSTAL FITTING 


7 | Expansion Bracelet repairing. Factory 
Methods. 24 hour service when desired. 


| 
| * 


| KIMBLE CRYSTAL COMPANY 


i 220 West 5th St. 


oo 
fi 


Los Angeles 13, Calif. 
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Upper: : * _ ~ li Lower: 
#6872 \ (a aa #6871 
Retail about $11 Retail about $10 


by 
ATTRACTIVE 


EXTENSIVE LINE OF COSTUME JEWELRY 
Gold-filled . . . Plated on Sterling 
Pearl Necklaces 


Identification Bracelets 
(Gold-filled . . . Sterling) 


Lockets, Crosses, Anklets 
Watch Bands 


We reserve the right to limit quantities 










Particularly effective for dried-flower arrangements is 
this Chinese ensemble—a 15!/2"" sampan and a coolie 
figure, done either in mother-of-pearl or coral. The 
sampan retails for $4.50; the figure, $5 per pair. From 
Gonder Ceramics Arts, Inc., 225 5th Ave., New York 10. 


’ 
4 


Appropriately called 
"June," this lovely 
dinnerware design 
shows a single Talis- 
man rose in coral 
with golden leaves 
and buds, finished 
with gold lines at 
rim and shoulder. 
Done on the simple 
“Century” shape. 
From Castleton 
China, Inc., 212 5th 
Ave., New York 10. 


These after-dinner coffees and sugar and creamer 
set are from an extensive line of accessories in 
Concorde Gold China, ornamented with mat gold 
and floral groupings in either pink or blue. The 
after-dinners are priced at $21 per dozen; the 
sugar and creamer, $4.75 per set. From Herman 
C. Kupper, Inc., 39 West 23rd St., New York 10. 
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New Giftwares 


Hand-painted in brilliant colors are these hand-painted 
tiles framed in simulated rattan, to be used as wall 
hangings. Made in Mexico, they are 5" square and retail 
for $2 each. Coasters in similar style retail for $1 each, 
From the Raymor Mfg. Div., 225 Fifth Ave., New York 10, 


California - made 
is this handsomely- 
modeled earthen- 
ware figure of a 
Dragoon, painted 
in natural colors. 
Nine inches in 
height, the figure 
may be retailed 
for $25. From Paul 
A. Straub and Co., 
19 East 26th St., 
New York 10, N. Y. 


Made of cross-grain 
persian in black, 
navy, luggage tan, 
and red, stamped 
with 23-karat gold, 
this ensemble in- 
cludes a cigarette 
case, compact and 
wallet. The case, 
holding either stand- 
ard or king size 
cigarettes, is priced 
at $24 per dozen; 
the compact and 
wallet, $63 per doz 
en sets. From Roth 
and Wiener, Ine... 
28 West 27 Street, 
New York I, N. Y. 
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WEDDING VASE 


BRAHMA. BULL COWBOY 


OP=STERLING SILVER 
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OTHER CHARMS AVAILABLE in Sterling Sil 


VOGUE MANUFACTURING -CO. 


OF CALIFORNIA 


Designers and Manufacturers 
of 
Fashion Jewelry 
219 W. 7TH STREET « LOS ANGELES 14, CALIF. 
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JOCKEY ON HORSE DRUM 


GOLD MINER GOLD BAG 
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Fine simplicity marks this Swedish-style decanter with 
matching tumblers. The tumblers are made in 16, 14, 
12, and 8-ounce size, as well as 2!/2-ounce whisky and 
9 and 7'/o-ounce Old-fashioned glasses. The sets are 
made by the United States Glass Co., Tiffin, Ohio. 


New Giftwares 








This South American leather compact comes in 
either snakeskin or cowhide, and is finished in a vari- 
ety of smart colors. Three inches square, the com- 
pact is individually boxed and wholesales at $18 per 
dozen. From the H. F. Ritter and Co., Inc., show- 
rooms, 79 Madison Avenue, New York 16, N. Y. 







Staffordshire in style are these translucent por- 
celain cigarette sets, ivory-glazed and decor- 
ated with hand-molded flowers painted in 
various colors. They are priced at $6 for the . 
three-piece set. From the showrooms of Rubel 
and Co., 225 Fifth Avenue, New York 10, N. Y. 


Elephants in solid crystal in three sizes and fashioned 
with three different styles of trunk posture. They are 
3'/0" to 4/2" long, and finished with full cut bases. 
They may be retailed for $2, $3, or $4, according to 
size. From A. H. Heisey and Co., Newark, Ohio. 





These wooden utility boxes have glass tops, tortoise shell 
finish and are decorated under the glass. The pale blue 
and silver jewel box, satin-lined (top left), is priced 
at $6.75; two sizes of slope-top desk boxes, $3.50 and 
$5; the cigarette box (lower right), 4.50. From 
Fanny Morse, 225 Fifth Avenue, New York 10, N. Y. 


Little pitchers with- 
out big ears appear 
in this series of 
English Staffordshire 
pieces, 2//," in height 
and decorated with 
pink and copper lus- 
tre. The minimum or- 
der is a $50 assort- 
ment. From the Ted- 
man Importing Co., 
225 ~Fifth Avenue, 
New York 10, N. Y. 
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say CHARMS from the World’s Largest Stock 
We NOW SELL DIRECT TO DEALERS 








These Charms are ACTUAL SIZE, TRUE PHOTOGRAPHS! 
Guaranteed Sterling Silver! 


With A med d (1) Our latest Catalog listing hundreds of charms 
oe eae (2) Our Booklet entitled “The Secret of Selling Charms” 


NO ORDER TOO LARGE...NO ORDER TOO SMALL. ALL ORDERS FILLED WITHIN 24 HOURS 


HOUSE OF CHARMS res cant. vepe.cx-s 
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This spray lapel pin in sterling was 
shown by China Overseas, 225 -Fifth 





Buying Conservative * 


At New York Gift Shew 


These Bethwood Royal 


hina pieces were 
shown by Beth Weiss- 
man, 49 West 23rd 
St, N. Y. Decorated 
with original Belclair de- 
signs, Watteau-style or 
floral, against a creamy 
beige satin finish, with 
touches of coin gold. 





Ave., N. Y. It is finished in either silver 
or gold, and is priced at $60 per doz. 





Shown by the India Jewel Shop, 59 West 8th Street, 
New York, was this Bali head set in sterling silver. The 
pin is priced at $33 per doz.; the earrings, $21 per doz. 


UYERS at the New York Gift Show, held August 

28 to September 1 at the Pennsylvania and New 
Yorker Hotels, were in a much more conservative mood 
than they were at last spring’s show. The tendency to- 
ward cautious buying and more careful attention to price 
appears to be growing, partly as a result of changing 
war conditions and partly due to burnt fingers acquired 
by the panicky overbuying done earlier in the year. Ex- 
hibitors who had good-quality merchandise, soundly 
priced, found themselves doing an excellent business. 
But the honeymoon seems over for those who have been 
operating on the “they'll buy anything” policy. 

The show opened rather slowly for everybody, with 
many of the buyers taking a quick look around before 
settling down to order-giving. The division of the show 
between the two hotels accounted for some of this early 
hesitation in placing definite orders, buyers preferring 
to visit both exhibits before making their decisions. But 
net results totalled at the close of the show indicated 
satisfactory business for the majority. Those able to 
make delivery in time for holiday business were in par- 
ticular favor, of course, but if the buyer wanted certain 
merchandise, he was not deterred by 1945 delivery dates. 
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Day of “They’ll Buy Anything” seems over 
with buyers more reserved and price-con- 
seious in placing their orders 





American Indian gods of the Zuni tribe are rep- 
resented in these lapel pins shown by S. S. Sarna, 
225 Fifth Avenue, New York. They are fashioned 
in silver inlaid with jet, turquoise and abalone, and 
are priced (left to right) at $18 and $22.50 each. 


Introduced by Gott- 
schalk Sales Co. were 
these figures, part of a 
new line of Chinese 
modelings in Dragon- 
stone, a hard material 
decorated with colors 
which melt and blend 
in the kiln. No two 
colors are alike. Made 
in California, the fig- 
ures are replicas of typ- 
ical Chinese designs. 


‘ 
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THE FINE ENGLISH DINNERWARE 


Since 1770, Spode products have 
won the approval of succeeding 
generations of discriminating people. 


EXOTIC TROPICAL JEWELRY | cormaam 


: DF) Fine English Earthenware 
glows in the dark! | aang 


P If you have never handled our ‘Pins, Sprays, or 
hight-glowing tropical jewelry, Brooches ....$ 9.00 a doz. 

H you are certainly missing out on ‘air Ornaments 12.00 a doz. 

| America’s most unusual line of Earrings to 

novelty jewelry. 

Exquisitely hand-made of 
| ttopical shells, our pins, sprays, than 50 varied styles and Made 
€arrings, and hair ornaments color combinations. by 
ate designed to represent the g.n4 Yuli: cities Witaiial 40h. W.T. COPELAND & SONS, LTD. 
Natural beauty of living flowers $25, or $50 assortment (no two England 

in their full colors. So perfect- peoeet ngs ~ price list on oat 
ly do our artists blend the col- Complete lines free upon request. 

- Immediate, id delivery. 

/0ts that they defy detection at Fee CTI A pee 


SPoOvt . . 
COPELARCS CHin 
rrancscuins English Bone China 


Lowestoft Stone Ching 


May be ordered separately 
or as matched sets. More 


Available from STOCK in New York 


first glance from the real flowers. 
The amazing ability of these 
unusual tropical pieces to glow 
| brilliantly in the dark like radi- 
| #m—gives them an added, dra- 
' Matic appeal unequalled in the 
field of novelty jewelry. Yet, 
, Prices are most reasonable: 
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HOUSE OF GIFTS 
Box 4550-K10 
Coral Gables, Florida 


Jobber Inquiries Invited. 


Sole agents and wholesale distributors 


COPELAND & THOMPSON, INC. 
206 FIFTH: AVENUE, NEW YORK 10, N.Y. 





STAL SERVICE 
lor the 
Discriminating Hostess 


COMPOTE—CREAM and SUGAR 
and THREE PART RELISH 


Etched With 
“JUNE NIGHT” 


United States Glass Company 


g , be 


TIFFIN, 


OHIO 


MOORCROFT WARE 
from ENGLAND 


Made by Moorcroft, Potters to the Queen, 
these handsome sets come in six assorted 
floral decorations with deep cobalt blue or 
opalescent pearl blue background, Each is 
signed with the name of the artist. 


Tea or coffee pot with matching ‘sugar and 
creamer—$13.50 per set. 


POTTER TO 
HM TheQUEEN 


: Minimum order—four sets 
Exclusive with 


TEDMAN IMPORTING CO. 
225 Fifth Ave., Room 829 e New York 10, N.Y. 


Period Wall Cabinets in Pickled Pine finish—Mirror backs, 
glass shelves and sides. 
- Chippendale $13.50 ea. 
Colonial $10.75 
Baroque $9.00 


Phone 


225 FIFTH AVENUE 
Murray Hill 5-1636 2 


AT TWENTY-SIXTH STREET 


NEW YORK CITY. | 
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. iss Watches Should Arrive 


ee 


be Chance of Shipments 
‘Reaching Trade in Time 
‘for Christmas Business 


’ Jewelers may expect to begin re- 
‘giving further shipments of Swiss 
“watches in the reasonably near fu- 
ture according to information just 
received by Jewevers’ Circurar- 


KrvstoNne. 
According to this information, which 
'was obtained from Rohner & Gehrig, 
"New York, agents for the vessels which 
have been bringing Swiss watches to 
America, definite arrangements have 
“heen made for opening the Swiss border 
Ww the transit of goods some time dur- 
the last week in September, and for 
oviding transit to the Spanish border 
f motor trucks carrying such goods. 
n the Spanish border watches are 
feduled to be re-shipped to Lisbon, 
im whence they will be forwarded by 
amship to this country, as was done 
nt months up to the time of the 
ing of the Swiss border in July. 
Just as JC-K was ready for the presses, 
@ above information was officially con- 
i by the Swiss Consulate, who an- 
junced that the Swiss border would be 
and available for transit as of 
21. 


{PORT RIGAMROLE 


However, even though watches do 
coming out of Switzerland about 
ie end of September, it is problematical 
to how many will be available to re- 
ilers in time for Christmas selling. It 
is been taking about two months from 
time watches leave Switzerland until 
ey arrive at an American port. Un- 
time of transit can be materially 
hortened, this would mean that watches 
fill not arrive at East Coast ports until 
Mout the end of November. After their 
arrival some further delay is inevitable, 
®ecause shipments must be cleared 
Mhrough customs, then importers must 
‘make application to WPB for permis- 
‘sion to sell the goods and await instruc- 
itions as to what watches are to be set 
“aside for Government use and which 
‘oes they may offer on the civilian mar- 
[ket. This, plus time required for tim- 
‘ing and adjusting, casing, boxing and 
shipping will probably mean that at the 
j (Please turn to page 268) 
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n U. S. About the End of November 


THEY SERVE DESPITE HANDICAP 


‘Little Rock, Ark., Democrat 


These three young men walk with crutches, yet they put in eight or more hours a day filling 

an essential civilian job. All three are expert watchmakers, working at the jewelry store of 

K. W. Ellis in North Little Rock, Ark. All three were attacked by infantile paralysis in their 

childhood, but learned a useful skill through vocational training. It is training of this type 
that will help disabled veterans of this war become useful peacetime citizens. 





Leave Well Enough Alone, Retailers 
Tell OPA; Don’t Want GMPR Dropped 


Leave GMPR alone—it has been “rea- 
sonably successful”—the retail advis- 
ory committee to the Office of Price Ad- 
ministration told OPA officials last 
month after a three-day meeting at the 
Hotel McAlpin in New York. 

For many months, OPA and the re- 
tailers had been talking over a possible 
new basic pricing regulation. Now the 
retailers say no thanks, they don’t want 
any. 


USED TO GMPR 


GMPR, the General Maximum Price 
Regulation which sets OPA’s base period 
and provides rules for both pricing and 
record-keeping, is something they are 
now accustomed to, the retailers said. 

In a formal resolution protesting any 
change, the retail committee said: 

“Present retail price control formulas 
have been reasonably successful, despite 
the constant additions of new costs at 
primary levels. 


EXPERIENCED NOW 


“After two and a half years’ experi- 
ence with present pricing methods, most 
retailers have come to understand these 





methods and are observing them. 

“A new regulation will be difficult to 
understand and will result in confusion 
in OPA administration, in stores and 
with the public. A tremendous amount 
of work will be required at a time when 
all retailers are operating under a seri- 
ous handicap of manpower shortage.” 


DUAL CONTROL 


The latest proposal for a new regula- 
tion was based on a percentage markup 
over cost, as well as pricing charts, OPA 
said. 

If OPA still wanted a change from 
GMPR, the retailers declared, they 
would favor a new regulation with the 
following points, among others: 

1) That the pricing chart method of 
price control be used, rather than the 
cumulative markup method. 

2) That retailers not be required to 
file pricing charts with OPA, only 
to keep a price chart in their store to be 
inspected at any time by an authorized 
Government representative. 


Ask: “How many War Stamps with 
your change?” 
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“Clean House!” Speakers Tell Credit Jewelers ; 


NACJ Holds First Meeting 
Of Series in New York; 
Warned of Regulations 


Credit jewelers must mend their 
merchandising ways if they are to 
1) keep on the black side of the 
ledger after V-Day, 2) avoid strin- 
gent postwar government regulation 
—this was the theme of the first in 
the series of cross-country meetings 
of the National Association of Credit 
Jewelers, held Aug. 30 at the Hotel 
Commodore in New York. 


The New York meeting, which was 
held with the cooperation of the Asso- 
ciated Credit Jewelers of New York & 
New Jersey, was first in NACJ’s series 
of regional one-day meetings to be held 
at various points around the country in 
the coming months, in place of its peace- 
time yearly convention. The second was 
scheduled for Detroit on Sept. 20, at the 
Statler Hotel, another for Chicago on 

22. 

ing the session was NACJ Presi- 
dent B. G. Rudolph, who briefly outlined 
the histery of NACJ since its inception 
in 1927. In its early years-NACJ was 
mainly a social organization, Mr. Ru- 
dolph said, but times have changed and 
it is now faced with a real job to protect 
the instalment way of doing business. 


WARNS OF DANGERS 


“We are now faced by many dangers, 
and the road ahead for instalment jewel- 
ers is not very smooth,” said Mr. Ru- 
dolph. “There is a large group, in and 
out of Government, that believes selling 
and buying on instalments is wrong. 
These people would like to do away with 
instalment selling altogether.” 

Besides these dangers from the outside, 
Mr. Rudolph warned, instalment jewel- 
ers face a danger from within—they must 
put their own house in order if they want 
to keep on the good side of Govern- 
ment, the jewelry industry in general, 
and the all-important public. “We must 
be honest with ourselves and admit that 
abuses have crept into our business in 
the form of misleading advertising, high- 
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Members of NACJ and: the Associated Credit Jewelers of N. Y. & N. J. take time ou, 


JEWELERS AT LUNCHEON | 








pressure selling, too- harsh collection 
methods and too: high markups. 

“We can put our own house in order 
only by united effort and willingness to 
sacrifice’ immediate profits. To bring this 
about, we have a program of education 
and reform from within—not from with- 
out. In carrying out this program, we 
stand ready to cooperate with other or- 
ganizations that are doing constructive 
work in the same direction. We are espe- 
cially interested in working with local 
organizations—to assist them in laying 
the foundation for a code of ethics for 
their respective localities.” 


“WILLING TO COOPERATE” 


NACJ had adopted, at the last meet- 
ing of its board, the Dreifus plan for a 
joint council of representatives from 
NACJ and ANRJA, thereby showing 
that “we are willing and anxious to co- 
operate with all other organizations in 
the jewelry trade,’ Mr. Rudolph as- 
serted. 

ANRJA’s answer was the suggestion 
of a merger, Mr. Rudolph declared. “Let 
me assure you,” he said, “that never was 
there a proposition offered that meant a 
true merger. Yes, the ANRJA would 
very much like to take over our organi- 
zation and then forget that we ever 
existed.” 


LOOKS AT THE RECORD 


“Looking back over the last two years, 
the record discloses much more than an 
increase of about 160 per cent in mem- 
bership” (NACJ has a paid-up member- 





Sterling Producers Ask for More Silver as "Cushion" 
When Cutbacks Come—But Can't Get Even Present Ouota 


With an eye to the not-so-distant time 
when cut-backs will leave them with no 
war orders and not much in the way of 
materials, the sterling silverware manu- 
facturers’ advisory committee has asked 
.the War Production Board to increase 
‘their allotment of silver in the last three 
months of this year to “cushion” against 
sudden unemployment in their plants. 
But here’s the rub—no silver! 

Right now sterling silverware manu- 
facturers are up to the hilt in war work. 
However, they told WPB officials, unless 
they have sufficient silver to swing into 
peacetime work when war contracts are 
suddenly cut off, they won’t be able to 
keep their workers busy. 

The manufacturers asked that they be 
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allowed to use silver up to 100 per cent 
ef their base period under Order M-199, 
in the fourth quarter of this year. Right 
now, they are restricted to 50 per cent 
of their 1941 output—1941 being the base 
period. 

Although the committee recommended 
that 5,000,000 ounces of silver be provided 
for the industry during the remainder of 
the year, WPB has not yet said “yes.” 
A reliable source said WPB had at least 
this inuch silver stockpiled, but appar- 
ently is not going to release it right now. 

Meanwhile, the sterling manufacturers 
found that they can’t get even their al- 
lowed quota of silver in the fourth quar- 
ter. Because of a lack in manpower, 
production is lagging at the silver mines. 








ship of 1046, Mr. Rudolph said). “} 
shows progress in many directions and 
substantial achievements. The NACJ to. 
day is firmly established despite the faet 
that the ANRJA did everything within 
its power to undermine it and to destroy 
confidence in it.” 

Seymour Greenberg, president of the 
Associated Credit Jewelers of New York 
& New Jersey, whose topic was “Ade. 
quate and Sound Trade Practice Rules 
for the Instalment Jewelry Business,” 
sounded the chief note of warning on 
house cleaning credit practices. 

Instalment jewelers, Mr. Greenberg 
said, must have a code of ethical trade 
practices of their own to present when 
they ask for the elimination of Regula- 
tion W. 

“T regret to say,” declared Mr. Green- 
berg, “I have never learned to acquire a 
pride in the (instalment jewelry) bust- 
ness as we conduct it, in common I am 
sure with the manner in which it is car- 
ried on by most of you gentlemen. | 
further regret to say many government 
agencies and a good part of the public, 
not only are not admirers of our meth 
ods, but actually look upon them with 
disfavor. 


LISTS "DON'TS" FOR JEWELERS 


Mr. Greenberg then outlined, without 
any sugar frosting, some strict “don’ts” 
for credit jewelers. 

1) “Don’t deceive the public into 
thinking they can get merchandise at 
prices at which we have no intention of 
selling. Let us be honest in the merchan- 
dise we advertise. 

2) “Don’t make the public think all 
they need is 25 cents or 50 cents down 
to take out merchandise, and _ that 
they can open an account in three min- 
utes. They find out differently when 


they come in. So let us not deceive them” 


in the first place. 

8) “Don’t make a farce out of credit 
checking. . . . How can we make imme 
diate deliveries without adequate oppor- 


tunity for credit checking, without tak- — 


ing advantage of all in the prices we are 
forced to charge by this policy? An ex 
cessively lenient credit extension, admit- 


ting of large losses, requires a higher 


markup than is warranted. ... We 
know . . 
collection methods and consequent com- 
plaints. It is these complaints that cre 


ate public ill-will and which have led to — 
attempts by Government authorities to” 


regulate instalment selling by legislation.” 
Sonie do’s: 


(Please turn to page 272) 
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; or A Charges Jewelers Violated Price Ceilings 





¢ ries that diamond prices were 
ies. collapse like a bubble were 

Las through the trade last month. 
cause—freeing of Antwerp, Bel- 

sa diamond cutting center, from the 


"Mew York got jittery. U. S. diamond 
a, nal aniter—ihic diamond mar- 
ket would go to pieces, said rumor. 


‘| Not so pessimistic were several dia- 


mond authorities. Queried by JC-K, all 
prefaced any opinion with “Of course, 
nobody really knows what will happen 
over there, because nobody knows what 
the situation actually is.” 

Putting the pieces of opinion together, 
however, here is the picture: 

Antwerp will assuredly get back in 
the cutting business as quickly as pos- 
sible. But as quickly as possible will 
gndoubtedly mean about a year. 

In peacetime, Belgium had about 25,- 
900 cutters. For the time being, said one 
authority, the Belgian trade can scarcely 
hope to get 5000 cutters back at their 
benches. 

Why? Some got out of the country, 
taking refuge in the U. S., in Cuba, 
Palestine and in Brazil. Others were un- 
doubtedly “liquidated.” Still others, well 
along in years, have had their “four 
score years and ten” shortened by pri- 
yation. Younger workers may have been 
taken to Germany as slave labor. 

Cutting tools will be at a premium in 
os dag What the Germans didn’t 

roy, they took for the metal, said one 
source. 


’ half. 





a 
Antwerp Freed! Diamond Prices to Collapse, Says Rumor, 
‘pat Authorities State Belgian Production Will Be Slim 


In other words, there will be a mod- 
erate revival of the diamond cutting 
industry in Belgium, but with no volume 
of activity for probably many months. 

Diamond prices will not collapse, as 
the “jitter” bugs have said, an informed 
source reported. Eventually, however, 
melee prices will be cut, perhaps in 
Small stones are the Belgian’s 
specialty, and melee prices have soared 
since that supply source was cut off. 

As for the New York cutting industry, 
it probably won’t feel any ill effects, at 
least for some time. 





Irons to Sell at ‘42 Prices 

The 1,768,968 electric irons which the 
War Production Board has authorized 
as part of its “spot” reconversion plan 
for badly needed civilian articles, will be 
sold at their March, 1942, prices and ap- 
pear on the retail market ceiling-priced 
tagged by the manufacturer. 

OPA has authorized specific retail 
prices according to manufacturer and 
model number, ranging from $5.30 up to 
$11.70, and manufacturers will tag each 
iron with its dollars-and-cents retail ceil- 
ing as it leaves the factory. Most of the 
irons are in the medium price range, 
from $5.70 up to $8.75. 

All but eight of the 20 manufacturers 
who will turn out the electric irons indi- 
cated that they could sell at their March, 
1942, ceiling. Maximum prices will be set 
for the others later. 

It is expected that the irons will reach 
retailers some time “later in the year.” 





At 1942 Level, Says 


Prices on reconversion items—civilian 
goods produced after V-Day—will be 
held as closely as possible to the 1942 
level, Price Administrator Chester Bowles 
said last month. That is the year most 
plants were converted to wartime pro- 
duction. 

Mr. Bowles said that OPA wants to 
“go back to 1942 prices, or as close to 
that as possible.” But, he said, there 
will be some places where it will be im- 
possible to revert to the 1942 price. 

On many large consumer items, such 





as automobiles, that have been out of 
production for a long time, OPA will 
have to meet with the manufacturers and 
decide on the price to be set. 

In 1942, OPA says, prices on con- 
sumer goods averaged about 22 per cent 
higher than in the prewar year 1939. 

Mr. Bowles said that he hoped that 
business would go back to 1942 price 
lines of “its own free will.” 

“If Germany collapses tomorrow, we 


[have two formulas we could put out 
¥ immediately. Assuming that it does not, 


we could work out a program with the 
manufacturers in the next two or three 
weeks,” 

With the exception of the above- 
mentioned large items, goods will be 
priced by applying to the local OPA, 
Mr. Bowles said, or with an automatic 
formula which is subject to revision 
locally. 
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OPA Will Price Reeconversion Items 
Chester Bowles 








ROBBERY REPA!RS 





Minneapolis Daily Times 


Salesman Bernard Johnson is busy patching 

up a hole in a display window of the Na- 

tional Jewelry Co., 426 Nicollet Ave., Minne- 

apolis, Minn., after thieves smashed the 

glass, scooped up watches and jewelry 
valued at $350. 








Court Actions for Price 
Violations May Turn 
Into Nation-Wide Drive 


The drive against vidlators of 
OPA pricing rules on sales of 
watches and jewelry, that began in 
New York and then slowly deflated 
to zero, has revived with a bang. 
But this time OPA’s drive is dotted 
across the country —- may turn out 
to be the start of a nation-wide 


cleanup. 

In Minnesota the OPA cracked down 
on several retailers with suits in Federal 
Court; told JC-K that it was investigat- 
ing additional cases and expected to take 
“similar action.” 


SERVICEMEN COMPLAINED 


In California, complaints by service- ~ 


men and other customers resulted in 
OPA seeking to close up two jewelry 
firms by suspending their OPA license. 

In New York, OPA sought, and got, 
$78,000 in treble damages from a cos- 
tume jewelry firm. 

A few weeks ago OPA filed a crimi- 
nal suit against Morris Credit Jewelers, 
Inc., of Minneapolis, alleging that the 
firm had sold imported watches to three 
different persons at above the proper 
ceiling price. Shortly thereafter the firm 
entered a plea of guilty to all three 
counts. The Court fined the defendant 
$2,500. 

OPA also filed suits against the C. J. 
Silver Jewelry Co. of Minneapolis, ask- 
ing that the firm be ordered to keep rec- 
ords required by OPA. The Court issued 
an injunction requiring the Silver firm 
te prepare its records and also to file 
application for prices on certain items of 
imported jewelry with the OPA in 
Washington. 

More than $7,500 in treble damages is 
being sought by OPA from Lester B. 
Johantgen, another Minneapolis jeweler. 
OPA charged that the defendant sold 
“numerous items of jewelry at prices in 
excess of those provided for in OPA 
regulations,” and asked. that the U. S. 
District Court issue a judgment in the 
sum of $7,540.58 against the firm. 


“COURT ISSUED ORDER 


After repeatedly warning several Los 
Angeles jewelry firms about alleged 
over-ceiling sales, OPA last month tired 
of warnings—took court action. 

Charging that scores of servicemen 
and defense workers had complained 
abouts over-charges, OPA filed suit 
against Roxy’s Credit Jeweler, Long 
Beach, asking suspension of the firm’s 
license to sell watches and jewelry for 
one year. 


HAD BEEN WARNED 


OPA said that the company had been 
warned by mail about overcharges as far 
back as March, 1943. 

Later two separate suits were brought 
against the firm in the court of small 
claims by customers who claimed over- 

(Please turn to page 264) 
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NOT BRAGGING 
ABOUT IT—NOT 
USING IT AS AN 





BRAG? NO! Gilbert is doing 
only what you would do— 
what every American busi- 
ness organization is trying to 
do—contributing its small bit 
towards a Victory that will 
be shared by all Americans. 


* 


ALIBIS? BY NO MEANS! We 
know our civilian production 
has been inadequate but you, 
our distributors, have shown 
a remarkable understanding 
of the unavoidable reasons 
behind this clock shortage 
and we thank you. 


* 


NEW QUALITY STANDARDS 
and new precision methods 
are coming from Gilbert’s 
current experience in produc- 
ing highly precise instru- 
ments of war. In the coming 
peacetime market, you will 
get from Gilbert a vastly im- 
proved product at minimum 
production costs. 


* 


THe Wo. L. Gusert Ciock Corp. 
clock makers to the nation since 1807 
WINSTED, CoNN. 


Keep Your Postwar Eye on 

















Canadians Can Make all the Jewelry 
They Want; Pricing Orders Still On 


All-out production of jewelry, silver- 
ware, watches, clocks, etc., is now allowed 
in Canada. 

Effective Sept. 11, Donal Gordon, 
chairman of Canada’s Wartime Prices & 
Trade Board, announced the. withdrawal 
of all orders prohibiting or restricting the 
manufacture of these jewelry store items. 


Canadian manufacturers of jewelry, 


silverware, etc., may now produce, with- 
out restriction, all the items they listed as 
their line of merchandise on Dec. 1, 1941. 

Price control of all lines remains. 
Merchandise will be sold at its base 
period price. New items produced or im- 
ported will be priced by the Wartime 
Prices & Trade Board at prices which 
“would have been appropriate if they 
had been sold ‘in the fall of 1941.” 


STILL SOME STRINGS 


A few strings are Still tied on produc- 
tion, however: 1) platinum, tin and Bri- 
tania metal—still essential metals—may 
not be used; 2) railroad watches may be 
sold only to bearers of an “essentiality 
certificate”; 3) dropping restrictions on 
production does not mean that manufac- 
turers can get all the metal they want. 

The first wartime restrictions on Ca- 
nadian manufacturers of jewelry cut 
them down to 25 per cent of their prewar 
output. Later this was raised to 35 per 
cent, and on Aug. 31, only two weeks 
before all restrictions were dropped, 
manufacturers were told they could jump 
production to 60 per cent of their peace- 
time lines. 

Said G. Dinsmore, a vice-president and 
the publicity director of the Canadian 
Jewelers Association: “These restrictions 
have been removed and it is left with the 
jewelry industry to proceed vigorously 
to develop and implement its plans for 
providing jobs for thousands of workers 
who will some day cease to produce sup- 
plies and munitions of war.” 

In announcing the change, Administra- 
tor of Jewelry Herman H. Levy re- 


Robert Shipley, Jr., Receives 
Honorable Discharge From Army 


Robert Shipley, Jr., son of Robert M. 
Shipley, executive director of the Gem- 
ological Institute of America, received 
his honorable discharge from the Army 
Air Force on Sept 20. As a major in 
the Army Air Force, he served overseas 





Robert Shipley, Jr. 
served overseas 





for some time. He received his discharge 
as @ result of two months’ hospitalization 
in England and one month in this coun- 
t . 

"Me will join the staff of the Curtus 
laboratory of Los Angeles, Calif. 





minded manufacturers of Silverware that, 
“this administration has no jurisdiction 
over the supply of metals that you will 
require for manufacturing. The contro] 
of virgin metals is vested in the office of 
the Metals Controller, and application 
for such metals must be made to him 
You may purchase metal other than yir. 
gin metal where you can. Only when 
articles are required for essential civilian 
consumption will this administration 
make application to the Metals Control- 
ler. 








—— ———————— 
The Diamond Market 


The figures below are a fair indica 
tion of current activity in the diamond 
market. They show the number of weigh- 
ings in recent months, as compared with 
the same months of the previous year, 
at the Diamond Dealers Club, 36 W, 
Ajith St., New York. The- club has 4 
diamond dealer methbership of approxi- 
mately 1000. 

Each weighing represents the finest 
step before a sale is completed, and there 
is no weighing unless a sale has been 
agreed upon. Therefore, the number of 
weighings may be considered as the num- 
ber of sales. 








19438 1944 
January ...... 8561 8836 
February ..... 2795 3708 
March ......... 8712 4604 
April ........- 3655 3167 
PPR ree 2687 2528 
SE ec sat cs ae 2411 
July wivcccess 2061 2042 
August ........ 2827 2845 

22685 24686 








Two More Firms Receive "E" Awards 
For War Production Records 


Two more firms have taken honors for 
their part in bringing V-Day closer— 
one for the third time. 

The Toastmaster Products Division of 
the McGraw Electric Co., Elgin, Ill., won 
its third Army-Navy “E” award last 
month, which means the firm’s “E” pen- 
nant now boasts two stars. 

Since before Pearl Harbor the Toast- 
master organization has been 100 per 
cent devoted to war work, turning out 
anti-aircraft ammunition components for 
the Navy. Word of the firm’s third 
award came from Adm. C. C. Bloch, 
chairman of the Navy Board for Pro- 
duction Awards. 

Another firm devoting itself 100 per 
cent to war work which has received 
“EK” award is the Lux Clock Mfg. Co. 
of Waterbury, Conn., which received the 
pennant at a special ceremony in Water- 
bury’s municipal staduim recently. 

Fred Lux, vice-president, received the 
award for the company and paid tribute 
to the loyalty of employees and sup- 
pliers. Pvt. Manuel Almeida, veteran 
of the Italian campaign, pinned token 
“EK” buttons on six employee represen- 
tatives.. 





Back the Attack—sell War Bonds! 


THE JEWELERS’ CIRCULAR-KEYSTONE 
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“clifford |. Josephson, 
New ANRJA President, 
Calls for Cooperation 


Calling for cooperation from mem- 
bers of ANRJA, Clifford I. Joseph- 
500, newly-elected president of that 
organization, said in his first statement 
in office that it will take the active help 

all members if every jeweler is to 
have “his rightful place in the post- 
war world.” In the coming year, Presi- 
dent Josephson said, ANRJA’s activity 
will be aimed at postwar planning. 
following is Mr. Josephson’s com- 

statement, issued Aug. 26. 
“| have always felt that one ‘of the 


CLIFFORD I. 
JOSEPHSON 


“Please be 
ready... .” 





greatest words in the English language 
is ‘cooperation.’ With it everything is 

ible—without it, we would be in a 
very sorry state indeed. 

“In accepting the call to service as 
president of the American National Re- 
tail Jewelers Association, I am relying 
on cooperation—from every retail jewel- 
er in the country and from representa- 
tives of all other branches of our trade 
and industry. 

“President Michaels has initiated a 
highly construetive program for the bene- 
fit of the retail jewelry trade and it is 
my earnest desire that this program be 
carried forward without delay. In the 
furthering of our aims, I will need the 
help of every member and I want you to 
write me frequently, expressing your 
views. ANRJA is truly a ‘service organi- 
sation’ and is operated solely for one 
thing and that is the betterment of the 
retail jewelry trade. 

“None of us can foresee the future or 
what it will bring. Doubtless there will 
be occasions when we must call on mem- 





bers for active cooperation. Please be 
ready to give this help promptly, for it is 
only thru this type of group support that 
our ends may be achieved. 

“The splendid spirit of friendly, help- 
ful cooperation so much in evidence at 
our 1944 wartime conference must be 


continued and strengthened. 


“Recent events in the European theatre 
of war bring into proximity the day of 
victory and peace. Great days are ahead 


' of us, and the retail jewelers must have 


his rightful place in the postwar world. 
To that end, the coming year shall be 
devoted. 

“The watch-word of ANRJA, ‘Let’s 
Work Together,’ was never needed more 
than it is today. With your help, we can- 
not fail.” 





The James B. Echols jewelry store of 
Adel, Ga., has moved to a new location 
on Hutchinson Ave. 








on’r let your reputation for promptness lie 

D around on the shipping room floor. When 
a customer marks his order “RusH”— call for 
AIR EXPRESS pick-up and get it on its way as early 
in the day as possible! That’s the secret of fastest 
delivery by AIR EXPRESS—a service that moves 
cargo on swift Airlines schedules around the clock, 






for war and reconversion jobs. 


SPECIFY AIR EXPRESS 


A Money-Saving, High-Speed Tool 
for Every Business 


With additional planes and space available for all types of traffic, 3-mile-a- 
iabiniae Air alae directly serves hundreds of U.S. cities and scores of 


foreign countries. And shippers nationwide are now saving an average of more 
than 10% on Air Express charges —as a result of increased efficiency developed 


to meet wartime demands. 


WRITE TODAY for ‘‘North, East, South, West” — an informative booklet that 
will stimulate the thinking of every executive. Dept. PR-10, Railway Express 
Agency, 230 Park Avenue, New York 17, N. Y., or ask for it at any local office. 


| Gels-there FIRST 


Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 
Representing the AIRLINES of the United States 











THE BEST 


is always worth 
waiting for... 





> EXAMPLE, take the Manning- 
Bowman Twin-O-Matic Waffle 
Baker. This popular favorite, together 
with all the other top-quality appliances 
in the M-B line, will be back one of these 
days (soon, we hope). And it’s a line well 
worth waiting for. 


The picture ahead for Manning-Bow- 
man dealers is mighty attractive! More 
homes needing more electrical appli- 
ances than ever before. More money to 
spend. More urge for top quality. 


That’s why we’re reminding Manning- 
Bowman dealers that the Manning- 
Bowman line is really ‘‘made to order’’ 
for those extra-profit quality sales in 
the days ‘‘around the corner.’’ Remem- 
ber, the best is always worth waiting 
for and... 


Mianning 
Bowman 


Means Best 


MERIDEN, CONNECTICUT 
KEEP ON BUYING WAR BONDS 
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WPB Teo Drop)Most Production Controls 
On Civilian Items When Nazis Fall 


The thing that is worrying official ® 


Washington now is whether there 


will be a serious industrial confusion 
resulting from lifting of WPB controls 
after the fall of Germany. There is 
little disagreement on the wisdom of 
lifting government controls: as quickly 
as possible, but there are some in gov- 
ernment who think reconversion will be 
smooth and will, be accomplished in a 
very short time, while others hold the 
view that American industry faces a 
rocky road and will require at least a 
full year before any orderly readjust- 
ment can be fully worked out. There 
is general agreement that industry will 
finally be able to solve its own problems 
without government interference. 
Acting WPB Chairman J. A. Krug 
in announcing the decision of the full 
board said that the Army and Navy 
have unanimously agreed to the removal 
of almost all controls over materials on 
“X-Day,” in view of the fact that there 
will be a reduction of about 40 per cent 


| in war production within three months 


after the defeat of Germany which will 
free over 4,000,000 workers for civilian 
production. Mr. Krug also said that 
there will be plenty of steel, copper and 
aluminum available for all manufactur- 
ers who are able to manufacture civilian 
goods, 

According to WPB, the only controls 
that will be maintained after X-Day are 
those that wil] be absolutely necessary 
to assure the defeat’ of Japan. The 
“spot authorization” plan, previously re- 
ported in these pages, will remain in 
effect until “X-Day,” when it will no 
longer be required. In general, this 
will mean that all manufacturers can 
use any plant and any materials that 
are not needed for military production 
for any civilian production. 


TWO PREFERENCE RATINGS 


There will be only two preference rat- 
ings, in addition to the present emer- 
gency rating. One of these will be 
reserved exclusively for military pro- 
grams. The other will be lower than 
that provided for the military and will 
be used to insure that utilities and other 
essential civilian services and industries 
get first call on components. All other 
production will be unrated. Manufac- 
turers will be permitted to accept un- 
rated orders but they will be obliged 
to fill rated military and essential civil- 
ian orders ahead of all other business. 

After Germany’s collapse no program- 
ming of civilian production will be neces- 
sary.- Mr. Krug said that this does 
not mean that OCR will pass out of 


existence, but this agency will remain: 


until all possibilities of civilian short- 
ages have disappeared. 


COPPER TO BE FREED 


A few allocation orders will be con- 
tinued for materials that will remain 
tight, such as tin. Allocation of steel 
and copper will be continued only for 
the quarter in which Germany falls. 

- This plan was received throughout 
WPB operating branches with mixed 
emotions. Most operating officials seemed 
to agree that Mr. Krug’s plan will re- 
quire more careful planning than he 
(Please turn to page 281) 








KEEPS ‘EM TICKING 
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Any navigator would be lost—literally— 
without his watch! It's one of his most pre. 
cious possessions, and must be kept in tip- 
top condition, always. Keeping navigation 
watches in perfect working order is the job 
of Air Wac Pvt. Elizabeth Louise Miller, 
Here she is working on "hack" watches of 
navigation instructors and cadets at Hondo 
Field, Tex. 





OPA Takes Court Action 
(From page 261) 


charges on a wrist watch, and on a 
brooch. In each case they were awarded 
treble damages. 

Since the time it had been warned, 
OPA charged in its complaint, the Roxy 
firm had made 20 other sales at over 
ceiling. 

Suspension for 12 months of the license 
of Arthur Michael Leland and Hilda 
Bellman, d/b as Michaels Credit Jew- 
elers, Los Angeles, was asked in a com- 
plaint filed by OPA on Sept. 18. 

OPA alleged that the firm had been 
given written warning that over-ceiling 
sales would lead to a request for a li- 
cense suspension, but that since that time 
the firm had repeatedly been found sell- 
ing jewelry at above ceiling. 

The complaint also stated that the firm 
had failed to keep a statement of its base 
period prices as required by OPA regula- 
tions. 


AGREES TO PAY 


Jack Glass, d/b as the Western Watch 
Co., Los Angeles, agreed to*pay 4 
$0,825.15 OPA treble damage claim, and 
also to sign a consent decree ordering 
him to refrain from violating price regu- 
lations, 

According to OPA, Glass had engaged 
in the watch repair business until about 
a year ago when he began selling Swiss 
watches to retailers on a jobbing basis. 

In New York, The Janet Trading Co. 
wholesalers of costume jewelry, paid 
$78,000 in settlement of a treble damage 
claim by OPA. 

In addition to paying the treble dam- 
ages, OPA said, the wholesale firm, which 
started business in August, 1943, was 
compelled to roll back its prices in line 
with prices prevailing in the industry in 
March, 1942. On-some items the roll- 
back amounted to about 35 per cent. 
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jut Manpower Will Still 
je Needed for Work 
On Goods to Slap Jap 


Maybe after V-Day in Europe 
ean let down your hair and stop 
feng your own salesclerk, book- 
jeeper, repairman, janitor, and mes- 


r boy. 

[t's expected that cutbacks in war pro- 
duction will put about four million more 
workers on the labor market, and vir- 

all War Manpower Commission 
qntrols will be dropped as soon as the 
yar in Europe ends, Paul V. McNutt, 
War Manpower Commission chairman, 
iold the Senate war investigating com- 
mittee last month. What that means is: 

1) No more freeze on male labor—em- 

yer and worker will no longer have 
to contact each other through the U. S. 
Employment Service. 

2) No more employment ceilings on 
shops, factories, etc. 


LOCAL LABOR CONTROLS 


However, Mr. McNutt told the commit- 

tee, although it will be possible to drop 
WMC’s present stringent labor controls 
nationally, WMC local offices may estab- 
lish controls to take care of local labor 
situations. Mr. McNutt emphasized that 
there is still a “desperate need” for in- 
creased production of certain lines. There 
will be no cuts in materials “needed for 
the war against Japan,” he said. 
The 48-hour week will not be relaxed 
in war plants, Mr. McNutt said. “If for 
no other reason it will have to be main- 
tained in certain war production plants 
so that workers’ overtime earnings will 
offset the inducements that will be offered 
to transfer to civilian employment which 
should not be operating on the 48-hour 
week,” 


WEAPONS STILL NEEDED 


- The manpower situation is still tight, 
Mr. McNutt said. “I am speaking now 
of the weapons that are needed to com- 
plete the blasting of the bastions of Ger- 
‘many and force the surrender of the 
Nazis. Since the needs are so immediate 
and the difficulties in meeting the needs 
so real, it is with some difficulty that 
Iam able to focus my attention upon 
the actions that will be taken once Ger- 
many collapses. I submit to you that we 
cannot afford to allow ourselves to be 
swept off our feet emotionally by the re- 
cent magnificent victories of our armed 
forces and repeat the errors made by our 
enemy ... the war in Europe could be 
a long way from its close. We cannot 
relax our efforts on the home front for 
one moment.” 





GUNS AGAINST JAPAN 


Regarding the expectation that the 
procurement authorities will stop produc- 
tion on 40 per cent of the munitions pro- 
gram as soon as the Nazis surrender, 
Mr. McNutt said that most of the con- 
tinued production will be on items that 
are now in comfortable supply and that 
few cuts would take place in those seg- 
ments of the program-that are at the 
moment so critical, “for many of the ma- 
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No More Labor Controls After V-Day, Says WMC 





New OPA Rule on Watehes to Cut Price 


Of Indirect Imports 10 to 15 Per Cent 


A new pricing regulation for imported 
watches that would 1) cut down the price 
of indirect imports by as much as 15 per 
cent, and, 2) simplify import price con- 
trols was the subject of a special meet- 
ing of watch importers and representa- 
tives of the Office of Price Administra- 
tion in New York last month. 

OPA hopes the new regulation will be 
ready by Nov. 1. 

Present at the meeting, which was held 
Sept. 15 in OPA offices in the Empire 
State building, were members of the 
watch importers advisory committee to 
OPA and Virgil Zimmerman, head of 
OPA’s watch and clock section. 





terials will be needed for the war against 
Japan.” 

Mr. McNutt added that in many cases 
it will be possible to expedite the produc- 
tion of these needed items because of the 
general release of the facilities and of 
manpower. 

“IT do not wish to convey the impres- 
sion,. however,” he said, “that manpower 
problems will disappear with the collapse 
of Germany. They will change sharply 
in character and in many ways become 
infinitely more complex. Until Japan is 
defeated, manpower requirements for 
war production must continue to have 
priority over all demands.” 





It was proposed to maintain the pres- 
ent level of prices under the draft of the 
new order, except that provision will be 
made to price indirect imports—that is, 
watches that come to this country via 
South America—in line with the general 
level of prices on direct imports. 

Thus, the higher prices which indirect 
imports have received under the present 
import regulation will be reduced to “in- 
line” prices. 

It was estimated that there would be a 
price drop on indirect imports of from 
10 to 15 per cent. 


“WOULD BE IMPROVEMENT” 


The committee expressed the general 
opinion that competition would soon 
make price controls for imported watches 
unnecessary, but agreed that the lan- 
guage of the draft of the proposed regu- 
lation would be a substantial improve- 
ment over the present order. 

Drafts of wholesale and retail provi- 
sions of the proposed regulation will soon 
be mailed to the retail jewelers advisory 
committee and to a newly-formed whole- 
sale jewelers advisory committee for 
comment and criticism, OPA said. Meet- 
ings of these committees may be held in 
October. 

The watch importers advisory group 
appointed several subcommittees to work 
with OPA on the final draft. 








A SMART WIDE NECK COFFEE BREWER FOR 


Quick Sales - Bost Shipments - More Profits! 


Maqic-flo 


MULTIPLE FILTER 


/ 
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COFFEE BREWER| 


You have everything you need to build 
coffee brewer sales volume when you 
stock the Magic-flo line. The LYRIC is 
so beautiful it sells on sight—shipments 
are fast and the profits are exceptional. 


HAND BLOWN GLASS BOWLS — 
Sturdy, transparent, sparkling) high 


quality heat resistant glass. 


WIDE MOUTH AND NECK—For easy 


cleaning and accurate pouring. 


PALLADIUM DECORATED— Distinct- 


ive, smart, luxurious. 


RICH BLACK PLASTIC FITTINGS — 
Cool, comfortable handle. Hinged de- 
canter cover keeps coffee hot. Removable 


MULTIPLE FILTER 


GENERAL 


4619 North We 


cover for top bowl is a coffee measure. 
; DISTRIBUTORS. Write today for com- 
“\ plete information and benefit now by 
™ profits on the Magic-flo Palladium Deco- 
rated Wide Neck Coffee Brewer. 
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Dependability 
Quality HI 
Service 

SINCE 1926 


Vie-yvi 6 6V 


* 
dial 
refinishing 
Military 24-hour dials, 
special designs Name dials; 
whatever your needs may 


be, you can rely upon our 
workmanship and service 
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KIRK-RICH 
DIAL CORP. 















LOS ANGELES 
SAN FRANCISCO 
SEATTLE 
PITTSBURGH 


CHICAGO 


DALLAS 

















Sterling Silver 
“MIRACULOUS MEDALS 


with chain 


' Medal mounted on Mother-of- 
Pearl surrounded by artis- 
tically set genuine Marcasites 
—Attractively boxed. 


$27.50 dozen net 


LOUIS PERLOFF 


737 Walaut St. Philadelphia, Pa. 
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SS 
At Camp, Base, Fighting Front 


NR ES: en nae a Ere 


q In Hawaii is Mauricé Hamburg, for- 
merly in the accounting department at 
the Washington Jewelry Company, Bos- 
ton, now in the armed forces. , 

q Corp. Jake Fair, formerly. manager of 
the Key jewelry store in Brownwood, 
Tex., was in the invasion of Guam. Ma- 
rine Corporal Fair has been overseas for 
23 months. 


q William Goepper, former employee of 
the Wadsworth Watch Case Co., Dayton, 


Ky., was reported wounded recently 
while fighting with the U. S. forces in 
France. 


q T/5 Karl A. Schwemmer, son of jew- 
eler Arthur Schwemmer of Reading, Pa., 
has been assigned as company watch- 
maker to an ordanance maintenance com- 
pany at Fort Knox, Ky. Before enter- 
ing the Army he was associated in busi- 
ness with his father. 

q Home from the wars is T/Sgt. Manny 
Weber, formerly with the Brown, Gold 
Co., Philadelphia. Sergeant Weber re- 
ceived a fractured shoulder on his 12th 
bombing mission in the European thea- 
tre, and is now recuperating in England 
General Hospital, Atlantic City. 

q News from Klein Bros. Co., Cincin- 
nati, men in service discloses that Pat 
Patterson, who had been injured in En- 
gland, is now back with his outfit after 
being released from the hospital and that 
Robert Gau, newly-named combat corre- 
spondent, is picking away at a_ type- 
writer in a foxhole in Italy. 

q Edward V. Shipley, son of Robert M. 
Shipley, executive director of the Gem- 


iST LT. EDWARD 
V. SHIPLEY 


‘ 
Wins his silver bar 





ological Institute of America, has been 
promoted to Ist. Lieutenant. For news 
of Mr. Shipley’s son Robert, Jr., see 
elsewhere in this issue. 

q James T. Hossley, formerly of the 
watch department at D. C. Percival & 
Co., and now of the U. S. Army, called 
on his friends in Boston recently while 
home on a furlough. “Don” Parker, of 
Percival’s, and now a corporal in the 
Army, is stationed now in Engtand and 
is a member of a ground crew in the Air 
Force. 

q Signalman Ernest Tillinghast, twice- 
decorated Navy hero, recently paid a call 
at his old office, the Thomas Long Co. of 
Boston. Chided a bit because he didn’t 
wear his ribbons, he shrugged his shoul- 
ders and remarked that “the men who 
really deserve to wear those ribbons are 
the ones who will never get to wear 
them.” “Just like Ernie,” said the folks 
at Long’s. 

q The story last month in JC-K that 
Richard Hug, former Wyoming, Ohio, 
jeweler was doing watch repair work for 


his buddies in a fox hole in 
brought out the report that similar wi 
was being performed by Sgt. John Jack. 
son in the South Pacific. Formerly agso. 
ciated with George Hook in the Merean. 
tile Library building, Johnny is hard at 
the jéb of making the tickers tick, 
Here’s a picture of Corp. F, D. Parker 
and we’re sorry that the original 
was too small to let you see all of the 
background, because Corporal Parke 


CORP. 
F. D. PARKER 


Blonde not showing 





was posing in front of a really glamorous 
little blonde job. In case the corporal 
has a wife or girl friend, we hasten to 
add that she wasn’t real, but painted on 
the nose of a bomber. Corporal Parker, 
who was with D. C. Percival & Co. in 
Boston before he joined the Army Air 
Forces, is stationed at an airfield “some- 
where in England.” 








CLIFFORD A. MILLER & CO., Inc. 























Earrings in various patterns in 14 KT 
Green and Red Gold 


St. Christopher Key—14 Kt in three 
sizes; also Bill ips, Charms and 
Links to match 

Love Knot Ring—14 Kt Red and Green 
Gold Combination in four sizes; Ear- 
rings, Cuff Links and Studs to match 


Our comprehenstwe line of 
Gold, Platinum and Enam- 
eled Novelties, including 
Vanity, Cigarette and Card 
Cases are distinctive and 
have sales appeal. 





Manufacturers 
-64 West 48th Street 
New York 
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STRANGELY ENOUGH 


by Walter Golli 
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& OF THE GREATEST PAINTERS IN 
IRY--BEGAN THEIR CAREERS AS 


GOLDSMITH's APPRENTICES !! 
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WERE THE 


FIRST FORM OF ORNAMENTAL 
JEWELRY WORN BY MAN !!... 
AND BEADS WERE ONCE 
USED AS SUBSTITUTES FOR 
CURRENCY -ABOUT 600 B.C. f 








YOU CAN’T MISS 


ON THESE. ITEMS 


Dependable ''before-the-war"’ 
quality items your customers will 
go for in a big way. Priced for 
excellent mark-ups. 


BUCKLES 


Beautiful designs in 1/10 and 1/20 
Gold Filled Buckles 


FOR REASONABLE 
DELIVERY DATE 


Cavalier 
sterling silver 
and gold 
decorated 
buckles with 
assorted 
shields for 


monograms. 














BRAXTON BELTS 











U. 8. Patent America's Fin- 
— est GENUINE 
LEATHER Belt. 

The ONLY belt 

in the world 

with the pa- 

tented 

DOUBLE 





On IN §IT77, A LOAN CENTER KNOWN AS MONT-DE- 
PIETE (FUND OF PITY) WAS ESTABLISHED IN 








































{ Maybe putting Herbert C. Meyer in 
this column is being a bit premature— 
but the 18-year-old son of Benjamin Z. 
Meyer, of Central Watch and Materials 
Supply Co., Philadelphia, expects to be 
inducted into the service on Sept. 22. He 
will be the third son of Mr. Meyer to 
join the armed forces — Pfc. Harold 
Meyer is in Army Intelligence and Ist. 
Lt. Henry Meyer is an Army field artil- 
lery officer. 

q Winning his wings as a bombardier 
and navigator, 2nd Lt. Herbert A. Gam- 
ler, son of Harry Gamler, president and 
treasurer of Gamler’s, Buffalo, N. Y., 
was graduated from San Angelo Army 
Air Field, Tex., last month. Lieutenant 
Gamler is a former infantry officer—he 
transferred to the Air Force on June 10, 
1943. He enlisted April 20, 1942, and 
was commissioned on Oct. 23 of that 
year. 





Louis Grossman and Nat Grossman, 
jewelers of Salt Lake City, Utah, have 
purchased the building at 24-26 E. 2nd 
South, where their store is located. 





Back the Attack—sell War Bonds! 
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Says Postwar Will Bring Revival 
Of Credit in Retail Business 


Credit will revive as a big factor in 
postwar retailing, declared Edward N. 
Allen, president of the National Retail 
Dry Goods Association, speaking to -a 
meeting of the Controllers Congress in 
Chicago last month. 

“The buying public will assuredly de- 
pend heavily on credit in the postwar 
period,” he said. “The American family 
is going to need many things, and it 
won’t be a cash-paying family any more 
than were the prewar families. 

“Cash will be used only for a fraction 
of postwar purchases, since most people 
will want to hold on to their War Bonds 
and savings accounts as a ‘protection 
against an uncertain future.” 


Thomas J. Nikodem is the new man- 
ager of Harrington’s, 77-year-old Colum- 
bus, Ohio, jewelry firm. Mr. Nikodem 
has been associated with C. D. Peacock, 
Chicago, and with Wiss Sons, Inc., New- 
ark, N. J. 


| BRACELETS 


PARIS... WHEN THE GREAT DEPRESSION, REMEMBER--ONE ° oe 
BROUGHT ON BY POLITICAL DIFFICULTIES, [i o\D Me Mental COMFORT feature which prevents slid 
GRIPPED THE yy ew eee UNUSUAL FACT AE ing and slipping. 
USED IN THI S < - 
pe fit BLACK OR BROWN 'xnedut 
ves Shipment 
IGENUINE PIGSKIN on Belts 


GEN UINE ST. ERUNG 





Forget-Me-Not Sweetheart 


A gift for all occasions, one of the most 
beautiful on the market. 


In either heavy-weight sterling or 
1/20 yellow gold-filled 














Cll aa. mane, BUCK 
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DIAMONDS 
MELEE 
— All Sizes — 
GENUINE 
WHOLE 
PEARLS 


— All Sizes — 


GENUINE 
RUBIES & 
‘SAPPHIRES 


Squares, Rounds and 
Fancies » 


AMETHYSTS 
TOPAZ 
AQUAMARINES 


AGATES 


Plain or Drilled 





. Mail Orders Promptly 
Filled 





Special Attention to 
CUTTING 
DRILLING 


MAX STERN «.00. 


importers 


17-23 John St. New York 
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————— eee Swiss Watches 


(From page 259) 


most optimistic calculation, retailers can 
hardly expect to receive watches from 
these: shipments much before Dec. 15, 
and perhaps not by then. 


WILL COME IN QUANTITY 


However, it is believed that shipments 
when they do arrive will be substantial 
in quantity. According to well-informed 
sources, sizable stocks have been accumu- 
lated in Geneva awaiting shipment just 
as quickly as the border could be opened 
and transit arranged, and production in 
the Swiss factories is continuing at a 
rapid rate. 

It can be expected, therefore, that once 
the flow of merchandise is re-established, 
good supplies should be arriving pretty 
regularly from then on, inasmuch as 
transit will no longer be subjected to 
the irregularities and uncertainties that 
existed during the time that Switzerland 
was entirely surrounded by Nazi-con- 
trolled countries. 

Rumors of all kinds regarding the 
Swiss watch situation have been flying 
thick and fast throughout the trade for 
several weeks past. A few people in- 
dulged in some wishful thinking that 
watches might be flown out of Switzer- 
land in order to avoid the traffic snarls 
and problems that might be encountered 
in the wake of the advancing American 
7th Army, overlooking the fact that an 





California Jewelers’ Club Starts 
"Clearing House" to Aid Retailers 
In Locating New Employees 

A forward step has been taken by the 
24 Karat Club of Southern California, 
an organization of retail jewelers band- 
ed together, “to promote ethical guidance 
among the retail jewelry industry and 
to practice the Golden Rule in a pure 
24 Karat manner toward their fellow 
jewelers.” 

As a solution to the help “pirating” 
problem, the club has instituted a clear- 
ing house hiring program. Applicants 
for positions are registered at the store 
of the club’s secretary, Herman Siegel, 
362 S. Broadway, Los Angeles. When 
member jewelers are in need of sales- 
men, watchmakers, credit or clerical 
help, they register their needs with the 
secretary, who in turn sends the store 
the first available applicant. Commit- 
teemen for this project are John Silver- 
man, Carl Harwin and Herman Siegel. 
Ex-servicemen are given first preference. 

The club has adopted a set of govern- 
ing by-laws and a constitution modeled 
after the 24 Karat Club of Cleveland. 


| The club has resolved to cooperate to 


the fullest with the California RJA in 
the state association’s rehabilitation 
program at the State College in San 
Jose. It has also pledged to cooperate 
with various other programs instituted 
by the RJA. 

Recently elected officers of the club 
are Ben Shapiro, president; Max Strass- 
burg, vice-president; Herman _ Siegel, 
secretary-treasurer. Directors are Ralph 
Cohen, Leo B. Marx, Dave Pearl, Ben 
Shapiro, Herman Siegel, Max Strass- 
burg, Dave Tipp and Emanuel Lippett. 





Burglars took $1,948 worth of watches 
and jewelry from Gail’s jewelry store, 
Whittier, Cal., recently. The thieves en- 
tered through a transom, after tearing | 
out a screen. | 








Army in action doesn’t stand 
mercial planes flying over the ba 
even if all other arrangements 
transportation could be made. Shipment 
by airplane was just as much out of 
the question until the situation was def 
nitely cleared up, as was shipment Ove é 
land by truck or railroad. " 

One importer even went so far as t 
tell jewelers in a “closed circuit” breed 
cast to them on September 7 that 
“The Swiss Government has 100 plazes 
ready to carry Swiss products, especial] 
watches, from Switzerland to a port for 
prompt shipment to the United States 
That makes it very favorable for the re. 
ceipt of watches for your Christmas busi- 
ness.” 


for com- 
ttle zone, 
for such 


T'AIN'T SO... 


This statement was checked by Dr 
Victor H. Nef, Consul General of 
Switzerland in New York, who replied in 
a letter dated Sept. 13: 

“No doubt the shipment of merchan- 
dise from Switzerland to this country 
will be resumed as soon as shipping fa- 
cilities exist again, either by plane, by 
truck, or rail, but I have neither any 
knowledge nor have I heard that ‘the 
Swiss Government is holding 100 planes 
to speed merchandise’ from Switzerland 
to the United States.” 

It is regrettable that an over-enthusi- 
astic importer should have unduly raised 
the hopes of the trade for such early re- 
ceipt of Swiss watches when there is no 
prospect of those hopes being fulfilled. 

However, the picture is encouraging 
for the reasonably near future, though 
not quite as soon as the mistaken report 


just mentioned would indicate. 








BLACK ONYX 


ALL SIZES 


* 


SYNTHETIC 
RUBIES 


ROUND & SQUARE 


* 
MAX SCHUSTER 


10 WEST 47th STREET 
NEW YORK 


BUY-MORE WAR BONDS 
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Past presidents of the New York Jew- 
Jers Benevolent Association will be hon- 
cn at the group’s next meeting, Oct. 3, 
st the Proctor Lodge building, President 
4rthur Bergman has announced. 

4 Louis Horowitz, for many years with 
Goldman & Frier, attorneys, has an- 
nounced that he is entering the jewelry 
husiness. He will have offices in the Na- 
tion Network building, Newark 2, N. J. 

William G. Lewis, manager of the dia- 
mond department of E. W. Reynolds Co., 
Los Angeles wholesale firm, and his wife 
are vacationing in the East where Mr. 
Lewis is visiting his old friends in the 
jewelry trade. 

G. H. Niemeyer, for many years chair- 
man of the 24 Karat Club annual ban- 
quet, was appointed to that post again at 
the group’s Sept. 11 meeting in the 24 
Karat Club rooms at 608 Fifth Ave. Two 
new members were admitted at the meet- 
ing. They are Herman Baskin and Wil- 
liam J. Harber. 

q Albert Kuenstler, watchmaker and 

jeweler at 689 Main Ave., Passaic, N. J., 

has taken his son, Ted Kuenstler, into 

partnership. The new firm name will be 

Albert Kuenstler & Son. Ted Kuenstler 

has been associated with his father for 

the past 20 years. Mrs. G. Costello has 

been with the firm for 10 years. 

q A. A. Shaw & Son on Sept. 14 com- 

pleted its 80th year in the retail jewelry 

and watch repair business in Alfred, N. 

Y. The firm, which has seen four U. S. 

wars, was founded in 1864 by Amos A. 

Shaw. Dana L. Shaw, son of the founder, 

is now owner and operator of the busi- 
ness, and has been actively connected 

with it for 48 years. 

q W. J. Shatas & Co., Waterbury, Conn., 
eléctric clock sales and service organiza- 
tion, moved to new and larger quarters 
at 110 Grand St., in Waterbury, on Sept. 
15. New equipment has been set up and 
repair methods have been streamlined. 
W. J. Shatas, head of the firm, has been 
in the electric clock and timing motor 
field for the past 15 years. 

q Louis Schein and Nathan Engel, for- 
formerly operating as Schein & Engel Co. 

170 Broadway, sellers of imported 
watches, have dissolved their partner- 
ship. Each will continue individually in 
the same line of business. Mr. Schein 
will have offices at 15 Maiden Lane and 
will operate under his own name. Mr. 
Engel Will overate under the name of 
N. Engel & Co., at 170 Broadway. 

q Members of the Horological Society 
of New York met for the first fall ses- 
sion on Sept. 12 at the Proctor Lodge 
building. Speaker at the meeting was 
Jack Laufer of L. Aisenstein & Co., who 
talked on “Care. Servicing and Testing 
of Waterproof Watches.” 

Officers chosen at the June meeting 
were installed for the coming year. They 
are: Morris Klein, president; Barney 
Goldstein, vice-president ; Henry B. Fried, 
executive secretary; Paul G. Roth, re- 
cording secretary; Frank Knoll, trea- 
surer; Arthur Lindig, librarian, and Otto 
Ross, assistant librarian. Members were 
invited to bring a watchmaker friend to 
the meeting. 

q The Jewelers Square Club aims to set 
some telephones buzzing. On Election 
Eve the club will give a special dinner at 
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the Park Central Hotel for members and 
their immediate families. Proceeds from 
the dinner will be contributed to the 
overseas patient telephone fund at Mit- 
chell Field hospital. That means the 
money will be used to let wounded sol- 
diers from overseas call their families— 
free—almost immediately on landing in 
this country. The Square Club, which 
has set several records on War Bond 
sales, also contributed the silverware to 
the famous Stage Door Canteen when it 
first opened by holding a similar dinner. 

Next meeting of the group will be on 
Oct. 2—part of the program will be offi- 
cial club thanks to Dave Kay and his 
hard working committee who helped the 
club go over its quota in the 5th War 
Loan Drive. Committeemen for the 6th 
War Loan Drive, coming up within a 
month or two, will be announced at the 
Election Eve dinner. 





Victor A. Lambert Is Honored 
On 30th Anniversary with Firm 


Employees of Lambert Bros, Inc., 
gathered at the Harmonie Club, New 
York, the evening of Sept. 13, to dine 
and honor the president of the firm, Vic- 
tor A. Lambert, upon the 30th anniver- 
sary of his joining the business. 

The occasion was a surprise party engi- 
neered under the direction of Mr. Lam- 
bert’s brother, Henry Lambert, vice- 


VICTOR A. 
LAMBERT 


30 years with firm 





president of the company. And, unlike 
a good many “surprise” parties, it really 
caught the recipient unaware. As the 
guest of honor put it later, he was com- 
pletely “flabbergasted” when he entered 
the room and found more than 100 people 
waiting to greet him. 

At the close of a sumptuous dinner 
preceded and accompanied by generous 
refreshments, brief addresses of appre- 
ciation for Mr. Lambert’s leadership 
wee made by several members of the or- 
ganization and were gracefully responded 
to by the recipient and by his mother, 
Mrs. August V. Lambert, whose late hus- 
band was the founder of the business, 
and who was also a guest of honor at the 
affair. 

A handsome gold wrist watch, appro- 
priately inscribed, was presented to Mr. 
Lambert as the gift of the employees in 
ccmmemoration of the anniversary. 











SIMONSBROS.CO. 
THIMBLES 


269 So. 9th ST. PHILADELPHIA 























Whalen Jewelry Co., Worcester, Mass., | 
donated three prizes in a Worcester | 


beauty contest recently. The contest was 
in connection with the annual Miss 


America beauty contest in Atlantic City. 


FRIEDMAN GEM CO., INC. 
LARGE FINE 
TOPAZ 


AMETHYST 
STAR SAPPHIRES 





ZIRCONS wine ond tao? 


CULTURED PEARL NECKLACES 


71-73 Nassau St., New York City 


~ 








DIAMONDS ALL SIZES 

single-cut from % to 4 pointers, 

swiss-cut and full cut from 5 to 10 
pointers, finest pol- 


10 pointers to 4 carats 
each. For prices please 
phone LOngacre 5-3672, or write 


H. SORIN, 576 Sth Ave., N. ¥.19, N.Y. 
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ENCRUSTERS 


STONE RINGS ENGRAVED 
@ CRES DRILLERS ae 


TS ~ 
@ COATS-OF-ARMS @ GEM CUTT 
@ SCHOOL AND FRATERNAL EMBLEMS 
Estimates furnished without o' 
BRAUNFELD & MEHLMAN 
108 Fulton St. New York, N. Y. 


“ORIENTA” 
CULTURED PEARLS 
of QUALITY 


Y 


(sy y ame 





ETERNA WATCH COMPANY 
OF AMERICA, INC. 


MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 
Telephone BRyant 9-8660-8689 








BEAD SPECIALIST 


All kinds of Genuine Stone Bead Necklaces 
Earrings -— Semi Precious Stones 


Selections on request to responsible Jewelers 
Necklaces lengthened and restrung 


DOUBRAVA CO. 
12 John St., New York City 
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A Wedding Ring for 
your Romantic Clientele 




















Te Ek AOA Bh 
PVR A Oa 

Carved with the three words 

| LOVE YOU 


Made in 18 Kt Yellow Gold 
Special Order Work Upon Request 


B. PEREIRA, INC. 
22 West 48th St. New York, N. Y. 


LADIES’ RINGS 


Cocktail 
Birthstone 
Bridal Sets 
Solitaires 
Wedding Bands 


MEN'S RINGS 


Diamond or Colored Centers 


GOLD BROOCHES and SPRAYS 
Any of the above items Mounted or Un- 
mounted.. Your own stones used if so desired. 


JOSEPH A. RICH 
Manufacturing Jeweler 




















198 Broadway New York, N. Y. 
Sac ea San oR e  = ea em oO RRS 


eee V), 
( re Le 0 
CONT ORED PEARLS 


JACK J. FELSENFELD 








PIERCED EARRINGS 


14 K. GOLD 
POPULAR PRICES 
Immediate Delivery 


Sylvania ewe ny we 


580 Sth Ave. New York 19, N. Y. 
~ 











Costume Jewelry 
a 


EARRINGS 
WATCHES 


BETT STRAHL 


385 Fifth Ave. e NEW YORK e MU. 5-5519 
SHOWROOM HOURS: 3:30 to 5:30 P. M. 


PEARLS 


Rep aehy 
MADE I 
vsa 
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National War Fund Goal in 


Plans for insuring the full cooperation 
of every segement of the jewelry indus- 
try in the Greater New York area in the 
forthcoming National War Fund cam- 
paign were formulated at a luncheon of 
industry leaders at the Waldorf Astoria 
on Friday, Sept. 15. 

General chairman for the jewelry in- 
dustry in the campaign is G. H. Nie- 
meyer, Handy & Harman, who will be 
assisted by Aron Sverdlik, Robinson & 
Sverdlik and Oscar Lazrus, Benrus 
Watch Co., as vice-chairmen. Chairman 
of the dinner committee is William B. 
Ogush of the firm bearng his own name. 

Section chairmen were designated at 
the luncheon for various divisions of the 
industry as follows: 

Diamonds, A. H. Arnstein, Arnstein 
Bros. & Co.; Henry I. Jacobson, Jacob- 
son Bros., co-chairmen; Pearls and Col- 
ored Stones, Leopold Nathan, S. Nathan 
& Co.; Manufacturing Jewelers, W. 
Waters Schwab, J. R. Wood & Sons; 
Walter F. Beer, Walter F. Beer Co., co- 
chairmen; Manufacturers’ Agents and 
Jewelry Wholesalers, J. L. Grant, Swank, 
Inc.; Watch Importers, Norman M. 
Morris. 

American Watches and Watch Whole- 
salers, John Hall, Hamilton Watch Co.; 
Refiners, Howard Boynton, Handy & 
Harman; Fraternal and Scholastic Jew- 
elry, A. O. Packer, Dieges & Clust, Inc.; 
Silversmiths, M. Fred Hirsch, M. Fred 
Hirsch Co.; Irving Cooperstein, Elgin 
Silversmith Co., co-chairman; Watch- 
cases and Watch Attachments, Max 
Jacoby, Jacoby-Bender, Inc.; Downtown 
Jewelers, J. L. Bernstein, Schulman 
Jewelers, Inc.; Retailers, Victor A. Lam- 
bert, Lambert Bros. Inc.; Jewelry 
Boxes, Milton Weil, Arrow Box Co.; 
Electroplaters, Adolph Bregman, secre- 
tary, Master Platers Association; Em- 
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To the Editor. oe 


Editor, Jeweters’ Cirrcunar-Keysrone: 

On page 271 of the September issue 
of the Jewexers’ Crrcutar-KeysTone you 
publish a picture of a bracelet watch in 
gold, asking for information regarding 
its source. 

From the general description you give, 
there is little doubt but that it was made 
in Mexico City. The type of work illus- 
trated is very popular here in Mexico, 
and we have ourselves at times ordered 
watches made in such ornate designs. 
Generally the jewelry store furnishes the 
watch movement which is nearly always 
of Swiss manufacture. The work is done 
by more or less small or private jewelers 
and is either in silver, combination silver- 
and-gold or solid gold. The designs on 
the bracelet are generally left to the ar- 
tisan’s choice and most anything may ap- 
pear. However, some customers ask for 
special designs such as _ coats-of-arm, 
emblems, etc. All work is hand done. 

As already mentioned, nearly all of 
this work is done in Mexico City, but 
some very high grade work is also made 
in Puebla, Oaxaca, Guadalajara and 
some in Monterrey. It is also made in 
ladies’ bracelets, belt buckles, pins, pistol 
butts, etc. 





Walterio Haas. 
Relojeria Suiza, ; 
Monterrey, N. L., Mexico. 


New York Is $17 Million; 
Jewelry Industry Chairmen Named at Luncheon Sep}. js 








ployees, Harry Bromley, Fred Y 
Lee Turner, co-chairmen. a. 

Still to be designated at the time of 
going to press were the chairmen for the 
industrial diamond and shop labor See. 
tions. 

A fund-raising dinner to which Com. 
pany executives from all branches of the 


G. H. NIEMEYER 
heads jewelry 
drive for area 


industry will be invited is to be held at 
the Waldorf Astoria on Wed., Noy, § 
and every effort will be exhausted to ob. 
tain a representative attendance as well 
as substantial contributions. 

The National War Fund has, of course, 
been made familiar by the campaign of 
a year ago. Briefly, it is a cooperative 
drive by all of the many organizations 
whose function is the welfare of the men 
in the armed forces, the relief of Op- 
pressed nations and the care of war 
refugees. All of these organizations 
have banded together for one joint fund- 
raising campaign, rather than subject 
the people to a multiplicity of repeated 
individual drives. You are asked to give 
only once but to give in that donation 
enough for all. 

The goal set is the same as last year 
when $17,000,000 was collected in New 
York City. Because the same amount of 
money is to be raised, it is essential that 
everyone make his gift at least as large 
as that of a year ago—larger wherever 
possible because a certain amount of in- 
crease must be provided by those who do 
give to make up for the inevitable lost 
contributions due to deaths and other 
circumstances which will prevent some 
donors from repeating their gifts this 
year. 

The National War Fund is an essential 
wartime work. It is the duty of every 
American to give and to give generously 
to the full limit of his ability. 





Small Jewelers Under Wage Control 
In Nevada, Arizona, California 


Jewelry firms with fewer than nine 
employees in California, Nevada and Ari- 
zona have been brought under federal 
wartime wage control, according to 4 
ruling of the 10th regional War Labor 
Board. 

Heretofore, wage adjustments by jew- 
elry firms with not more than eight em- 
ployees have been exempt from wage 
stabilization. Action of the board in re 
moving this exemption came as a result 
of a public hearing in Los Angeles. Rep- 
resentatives of the jewelry industry and 
workers joined in asking that the indus 
try be brought under wage control evel 
in the smallest shops to prevent labor 
pirating and runaway wages, WLB ex 
plained. 
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WAR HERO HONORED BY NYJBA 





Post presidents and the president of NYJBA welcome Lieutenant Greenblatt and his dad. 
in the usual order—top: Max Cutler, Jack Dolgin, Sydney Berman, Dave Weinberg. Middle 
row: George J. Knapp, Max Schoenbrun, Max Wolf, Adolph Pusrin, Harry L. Wittman. 
Bottom: President Arthur Bergman, Lieutenant Greenblatt, and his father, Abe Greenblatt. 


Last month’s meeting of the New York 
Jewelers Benevolent Association was 
signalized by a ceremony in honor of Lt. 
Victor Greenblatt, son of member Abe 
Greenblatt. Lt. Greenblatt, who was 
twice decorated by Lt. Gen. Kenny for he- 
roic feats in the South Pacific, had just 
returned on furlough to New York after 
having completed 52 missions in the air 
over Jap-held territory. 

To pay him homage, a special ceremony 
was arranged under the chairmanship of 
Arthur Bergman. A delegation of Jew- 
ish war veterans of World War I pre- 
sented a ceremony of the massing of the 
colors, after which the national anthem 
was sung by Mrs. Harry Wittman, wife 
of the honorary president of the associa- 
tion. 

An address paying tribute to Lt. 
Greenblatt was delivered by Mr. Witt- 
man. Other speakers were Col. M. Men- 
delson, a veteran of the Spanish-Ameri- 
can War, and A. Cohen, a veteran of 
World War I. Guests of honor included 
Lt. Greenblatt’s parents. 

The affair was directed by Mr. Berg- 
man, who acted as master of ceremonies, 
introduced the speakers, and greeted the 
guests in behalf of the organization. 


John Gordon has opened a retail jew- 
elry store at 723 W. Georgia St., Van- 
couver, B. C., Canada. He was formerly 
connected with the firm of John Gordon, 
Ltd., of Vancouver. 
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STONE HOSPITAL 


Repairing of Precious 
and Semi-Precious Stones 


RUBIES—SAPPHIRES 
GARNET—AQUAMARINES 
TOPAZ—AMETHYST—ZIRCONS 


ONYX 


M. BROWN 
LAPIDARY, Inc. 


62 W. 47th St. New York 19, N. Y. 
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New York OPA Holds Clinics to Aid 
Manufacturers and Wholesalers 
In Complying With Pricing Rules 


New York manufacturers and whole- 
salers of jewelry, watches, appliances, 
novelties and other jewelry store items 
who haven’t yet figured out just how 
those pricing regulations work can now 
go toa clinic for their headaches. 

Daniel P. Woolley, New York Re- 
gional OPA administrator, has an- 
nounced that the Office of Price Adminis- 
tration is now holding “Compliance Clin- 
ics” four afternoons each week at its 
office in the Empire State building. The 
clinics are designed to explain and clarify 
compliance requirements on the sale of 
all durable goods, including furniture, 
luggage, leather novelties, jewelry, radios, 
musical instruments, photographic equip- 
ment, electrical appliances, ete. 

The clinic program will enable OPA to 
answer more promptly the iarge volume 
of questions arising as a result of OPA’s 
increased enforcement activities in the 
consumer durable goods fields, Mr. Wool- 
ley said. 

“Since we are now entering into a re- 
conversion period, sellers of consumer 
durabe goods will be under extreme pres- 
sure as a result of pent-un consumer de- 
mands for their goods,’ Mr. Wooley 
stated. “This will mean that they will 
have to bear additional responsibilities 
for compliance with the OPA regula- 
tions. In conducting these Compliance 
Clinics, the OPA evidences its desire to 
assist firms to comply with ‘the record- 
keeping and pricing provisions of the 
maximum price regulations.” 

The clinics will be held on the follow- 
ing schedule: 

Tuesday: wholesalers and manufac- 
turers not under GMPR or MPR 188. 

Wednesday: wholesalers under GMPR. 

Thursday: manufacturers under 
GMPR and MPR 188. 

Friday: wholesalers under GMPR. 

The meetings will be held at 3 p.m. on 
the scheduled afternoons, in room 4-25 
on the fourth floor of the Empire State 
building. 








Sold 
in widths 
from 2 m.m. 
to 7 m.m. 

in Pink and 
Yellow Gold. 
10K. 14K. 


NIASH 


REFINING CO., INC. 
116 Nassau $t., N.Y.C. 

















ART-CRAFT JEWELRY CO. 


FINE 
GOLD JEWELRY 


using better jades, zircons, 

moonstones, amethysts and 

topaz set in earrings, pins, 
rings and bracelets. 


1 West 47th St. New York 19} 
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Manufacturing Jeweler 
GEORGE T. MANNING 
22 WEST 48th STREET 
NEW YORK 19 
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PearRL & BEAD STRINGING 
24 Hour Service 
Genuine & Cultured Pearl Necklaces 
our Specialty 
A Trial Will Convince You 


AMERICAN Beap & Novetry Co. 
71 Nassau St. New York 7, N. Y. 











RCH CROWN TAGS 


CELLULOID—METAL—PARCHMENT 


Send for Catalog Illustrating 
Our New Fmprocved Line 


18 Crawford St. Newark. N. J. 
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CONSISTORY RINGS 
NOW READY FOR DELIVERY 





These Rings are made in |4-kt. with 
Palladium Eagles. 


GEORGE BLADEN, INC. 
RINGS 


LAFAYETTE BLDG. BUFFALO, N. Y. 


Samples sent to reliable Jewelers on request. 








PERUVIAN 
STERLING SILVERWARE 
925 fine 


Handmade Bracelets and Pins of 
cast or filigree silver. 


Household goods, cutlery etc. 
Orders attended by Air Express 
Write by Air Mail to 


ENRIQUE KAUFMANN ROOS 


P.O.B. 886, Lima, Peru 








Spring Bars 
Male and Female 


American Set Jewels 


Elgin—Hamilton—Waltham 
IIlinois 


Sold wholesale only—write for 
prices and further information. 


CROWN IMPORTING CO. 


116 Nassau S#. New York 7, N. Y. 








EXECUTIVE 


15 years General Manager of largest Canadi 
Hollowware Plant, with. excellent sales connections 
throughout Dominion Wishes to associate with respon- 
= American Company, interested in export of 

llowware or to accept agencies for lines suitable 
to jewelry and department store trades. 

Reply Box “‘J., 5985” é 
Care JEWELERS’ CIRCULAR-KEYSTONE 











“Biue English” 


SILVER POLISH 


Tested and approved by 
leading silver houses. 
Write for free sample 
WONDER CHEMICAL CO. 
545 Third Ave. Brooklyn, N. Y. 
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NACJ Meeting ... 
(From page 260) 


1) Become real jewelry merchants. 

2) Use educational advertising to cre- 
ate a desire to own jewelry for what it 
is, rather than promoting low prices 
alone. 

8) “Let us adopt a unform or at least 
a minimum down payment and terms re- 
quirement. I do not believe the 25 cent 
downers and the 25 cent a weekers are 
profitable customers. I do not believe 
they can be because they do not have the 
financial ability to pay for the type of 
jewelry we sell.” 

4) “We .. . know the reform people 
have talked about our prices. For the 
most part that is none of their business 
what we or anybody else charge for our 
merchandise. I do think, however, that 
every honest effort should be made to 
reduce prices as far as practicable.” 

5) Cut out ads that state or imply 
that there is “no charge in addition for 
credit.” 

6) Adopt a uniform sales contract. 

Mr. Greenberg in closing expressed 
the hope that a committee would be 
chosen to “set about a code of sound and 
fair trade practices.” 


STRESSES LOCAL CONTROL 


President Rudolph expressed the opin- 
ion that Mr. Greenberg’s remarks would 
not hold true “all the way across the 
country and would not be just criticism 
of the factors all the way across the 
country.” Many instalment jewelers, he 
asserted, had already tidied up their 
business practices. “For that very rea- 
son,” he said, “it is very difficult for our 
national association to undertake a code 
of ethics unless it be very general in its 
terms for the entire country. It should 
be more or less localized, and then the 
code of ethics for various localities 
should be brought about by the jewelers 
in the particular territories.” 

Don’t feel too optimistic about lower 
taxes after the war, warned Hugh M. 
Bennett, speaking at the morning ses- 
sion on “What Can Be Done About the 
20 Per Cent Excise Tax.” 

“It is politically expedient, as all of 
you well understand, to talk about much 
lower taxes before election day. Do not 
be deceived by the enticing promises of a 
‘50 per cent reduction in overall Federal 
tax rates immediately after the war.’ 
This will not come to pass regardless of 
which party wins this next November. 
Any such reduction would reflect fiscal 
insanity.” 


POSTWAR INCOMES 


Recommending that jewelers consider 
the incomes of their customers in choos- 
ing their merchandise, Mr. Bennett pre- 
dicted that any tax drop after the war 
will benefit the under $5,000 income 
group, and suggested jewelers choose 
goods to cater to the desires of this level. 
“Today individual taxes offer little resis- 
tance to sales at the present rates be- 
cause the gross incomes of your custom- 
ers are so large, relatively speaking, that 
the net income which they have left after 
they pay their taxes is generally suffi- 
cient to absorb most of the merchandise 
available for sale.” 

Jewelers wondering about what’s going 
to happen to the excise tax will probably 
have to wait until mid-1945 to find out, 
Mr. Bennett declared. “. . . do not hope 
that there will be enacted in 1944, as 
some people have prophesied, a postwar 


tax law to guide 
planning.” 

The U. S. Treasury is not yet makin 
any new recommendation on any exe 
tax changes, Mr. Bennett said, outlinin 
the present status of the postwar excise 
tax program. The congressional joint- 
committee on taxation has made no recom. 
mendations for changes as yet; is waitin 
to hear the jewelers’ views. Some a 
in the Bureau of Internal Revenue, y; 
Bennett said, favor a manufacturer's tax, 
to be levied directly on the jewelry map. 
ufacturer instead of on the retail sale 
On the other hand, another school “pe. 
lieves along with many congressmen that 
the public should be made to realize what 
the tax really amounts to every time 
they pay a tax.” ‘ 


ONCE A TAX, ALWAYS... 


“Our association must realize that a 
tax once in the law, which is easily eo}. 
lected, has a way of remaining in the 
law long after the lapse of time set for 
its termination. Thus, if the jewelry ex. 
cise tax is not to become solidified as q 
permanent part of the federal tax sys. 
tem, along with the tobacco and liquor 
excise taxes, our association must vigor- 
ously work to see that it is repealed. . ., 
Spade work should be commenced by 
next January when a new tax bill will 
probably come up for consideration jn 
congress.” 

Regulation W is not a war measure, 
and will not melt away automatically 
with cessation of hostilities, Executive 
Secretary William Wagner told the 
jewelers at the beginning of the after- 
noon session. Regulation W, he said, 
was written in 1935—later was intro- 
duced as a bill to the New York State 
Legislature, and also in the New Jersey 
Legislature. 

“IT predict . . . that before one year 
goes by similar bills are going to be in- 
troduced in more than 30 states in the 
United States.” 


V-DAY AND REG. W 


Despite the fact that OPA officials had 
conferred with the Federal Reserve 
Board, asking that Regulation W be 
eased to allow consumers to buy out of 
probable reduced incomes goods pro- 
duced as part of the program reconver- 
sion, Mr. Wagner said, Regulation W 
will not be dropped after the war. 

“I believe, and this is one man’s 
opinion, that after the men and women 
in the military service begin to come 
back from Europe, from the Pacific 
probably a little later and they start to 
refurnish their homes and these newly 
manufactured durable consumers’ goods 
come into the market, that any dumbbell 

(Please turn to page 275) 


businessmen jn their 

















REPAIRING of JEWELRY 


IN ALL ITS BRANCHES 
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SPECIAL ORDER WORK 
ESTABLISHED 1910 


M. J. STERN 
61 Beekman St. New York City 














For Immediate delivery! 
THE NEW W 44 DESK SET 
A Masterpiece in Hand Carved Maple 
50% trade discount—order today! 


STATIONERS SPECIALTY CO. 





19 West 21st St., New York 10, N. Y. 
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Abrams, of the House of Mil- 
(3 Sansom St., expects to be called 
io the service some time the end of Sep- 
tember. 

Samuel Lashof, 700 Sansom St., re- 
cently received a card from a former 
employee; Pfc. Aaron Aaronson, now in 
grvice in Italy. 
( Pie. Paul Kraus, formerly of Aisen- 
stein & Gordon, 712 Sansom Sts., was in 
Philadelphia on a recent leave from 
Chanute Field, Ill. 

The Sansom Street Businessmen’s As- 

gciation expects to resume its meetings 

the war situation in Europe being 
ghat it is, according to Secretary Irwin 
Margolis, 730 Sansom St. The associa- 
tion abandoned its meetings when the 
yar started with the agreement that they 
gould be resumed when Victory seemed 
sssured. 

Mrs. Rae Barsky, wife of Nathan J. 

ky, 708 Sansom St., has returned 
from a three-week trip to Camp Carson, 
(ol, where she visited their son, Pvt. 
Harold Barsky. With Mrs. Barsky was 
Miss Anita Ginsberg, Private Barsky’s 
fancee. The millinery they took along 
was not quite adequate to the climate. 
During a severe hail storm, they had to 
wear Army helmets! 


{Jn an effort to prevent a theft of 
watches and jewelry from his store, Wil- 
jam Leiner, 74, 1707 W. Susquehanna 
Ave, was beaten on the head with a re- 
wlver butt and nearly strangled with 
his own necktie by three negroes. Alone 
inthe store, except for his janitress, Mr. 
Liener was  soagpors to install a new 
vindow display when the men entered 
md asked to see some wrist watch 
bands. They then whipped out revolvers, 
me of them beating Liener on the head 
vhn he protested; another keeping 
watch at the door, while the third went 
oan open safe and took out a drawer 
containing about 50 watches, ranging in 
rilue down from a man’s $300 platinum 
mist watch and a $150 tie pin. Mr. 
liener was beaten to the floor and nearly 
itrangled by his own necktie, which had 
been aon tight, and was unable to fol- 
bw the thieves or put up an alarm. He 
was treated at a hospital for a brain 
tmeussion and nine stitches were taken 
in his head. 





see sane cnet 




















What's New... 


If you’ve moved your store to.a new 
leation, opened a branch store, re- 
modeled and installed new fixtures, 
tlebrated your golden anniversary -in 
he jewelry business—or joined the 
Army—we’d like to hear about it. 

Jewrters’ Crrcunar- Keystone wants 
ws from you and about you—it’s your 
gazine! So if you have some news 
out yourself and your business, send 
to: Jewerers’ Crrcutar-Keystone, 100 
H. 42nd St., New York 17, N. Y. 


Walter Herz, Los Angeles precious 
me dealer, is moving to larger quar- 
fers, suite 1230, in the Transamerica 
building, 649 S. Olive St. 


tor Ocropsr, 1944 








Louis Sickles, Philadelphia Jeweler, 
Will Celebrate 80th Birthday 


Louis Sickles, founder of the whole- 
sale jewelry firm of Louis Sickles, 1015 
Chestnut St., will celebrate his 80th 
birthday on Oct. 10. Mr. Sickles is widely 
known in the jewelry field, and before 
his retirement in 1936 was very active in 
association work. 


LOUIS SICKLES 
80 years on Oct. 10 





Mr. Sickles is a former president of 
the National Wholesale Jewelers Asso- 
ciation, and was also at one time presi- 
dent of the Wholesale Jewelers Associa- 
tion of Philadelphia. Mr. Sickles was as- 
sociated with the jewelry industry since 
his early youth. 

To celebrate his 80th birthday there 
will be quiet family at Mr. Sickles’ 
apartment on Oct. 10. Attending will 
be his sons, Moses L. Sickles, David J. 
Sickles and Louis Sickles, Jr., and their 
families. Mr. Sickles’ three sons are now 
associated with the firm of Louis Sickles. 





Relatives in Canadian Forces? 
You Can Send Gifts Without Paying 
Canadian Customs Duties, Taxes 


The Canadian Jewelers Association 
passes along this information for the 
benefit of U. S. jewelers who have cus- 
tomers with relatives or friends in the 
armed forces in Canada. 

Persons in the U. S. A. are now allowed 
to send packages to members of the 
armed forces in Canada, except from 
Canadian customs duties and excise taxes. 
The new ruling reads: 

“Gifts for the personal use of the re- 
cipients, (including 200 cigarettes per 
week, or 50 cigars per week, or 1 pound 
of manufacturered tobacco per week) 
but not including alcoholic beverages, 
forwarded from the U. S. A. by persons 
who are not 1) members of the armed 
forces of Canada, 2) Canadian citizens 
temporarily abroad or 8) alien residents 
of Canada temporarily abroad, to per- 
sons on service in Canada under the joint 
air training plan, or on active service in 
Canada in the Royal Canadian Navy, 
Canadian Active Service Force, the 
Royal Canadian Air Force or the armed 
forces of any British or Allied country, 
are exempt from customs duties and ex- 
cise taxes. 

“This concession applies only to those 
recipients who are members of the armed 
forces actually on active service, and is 
not extended to members of non-perman- 
ent or reserve units.” 





Back the Attack—sell War Bonds! 








JOS. B. BECHTEL & CO., INC. 
729 Sansom Street 
PHILADELPHIA, PA. 


WHOLESALE JEWELERS 


WATCHMAKER’S & JEWELER’S 
SUPPLIES 


We hace served the trade 
since November I, 1894 
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1015 Chestnut St 
22 West 48th St. 


Philadelphia 
New York 








YARD F. BROGAN 
Manulocturer of Distinctive Diamond 

Mountings and Wedding Rings 
$06 Sansom Street . . Philadelphia 








Philadelphia College of ‘Horology 

SCHOOL FOR WATCHMAKERS, 

JEWELERS AND ENGRAVERS 

Broad and Somerset Streets 
PHILADELPHIA, PA, 











BOWMAN 
Technical School 


JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 
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LOUIS VAN ZATSMAN 


7 West 44th St., New York 18, N. Y. 
w Phone: MU. 2-9863, MU. 2-9461. 
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WE’RE NOT MAGICIANS 
but— 


We have been obtaining 
scarce merchandise and 


distributing it equitably 


to our regular customers. 
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BALTIMORE, MD. 
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q Regero & Regero, retail jewelry firm 
in Macon, Ga., has moved from 870 2nd 
St. to a new store at 563 Cherry St. 

q Ward N. Hauger, 11 S. Center St., 
Cumberland, Md., has redecorated his 
store, installing new wall cases and other 
fixtures. 

q Visitors to New York early in August 
were William Culp, president of the Tri- 
State RJA, and S. Judson Mealy, past 
president. 

q Recent visitors to Baltimore were Mr. 
and Mrs. Samuel Hyman, of High Point, 
N. C. Mr. Hyman is a retail jeweler in 
High Point. 

q Fourteen watches were stolen when a 
window of the Rees Jewelry Co., 304 E. 
Broad St., Richmond, Va., was smashed 
the night of Aug. 15. Two men were 
arrested and charged with the crime. 

q B. F. Salomonsky, jeweler at 148 Gran- 
by St., Norfolk, will close each Wednes- 
day at 1 p.m. for the remainder of the 
vear. Mr. Salomonsky has been in the 
jewelry business in Norfolk since 1908. 
q Albert L. Rosenfeld, formerly man- 
ager of the Kay Jewery Co. store in 
Hagerstown, has opened a store of his 
own at 206 Federal St., Bluefield, W. Va. 
Name of the firm is the Rose Jewelry Co. 
q A new jewelry store has been opened 
at 346 Park Ave., S., Winter Park, Fla. 
Owners are J. C. Thompson and Lewis 
Reeve, both formerly with Orlando, Fla., 
jewelry firms. The new shop will special- 
+ ize in watch repairing. 

4 Sig Dawer & Co., 307 Fifth Ave., New 
York, will be represented at the Dal- 
las gift show, on Oct. 16 at the Baker 
hotel, by Arthur and Ruth Bruno. The 
firm will exhibit costume jewelry, com- 
pacts and cigarette cases. 

4q On or about Oct. 15, Pfe. Chick Fair, 
now stationed at the Midland Army Base, 
near Odessa, Tex., will open a retail 
jewelry store, The Diamond Shop, at 
Odessa. Private Fair was at one time 
manager of the Shaw Jewelry Co. store 
in Odessa. 

q The North Carolina Watchmakers & 
Jewelers Association held its annual pic- 
nic on Aug. 16 at Reynolds Park in 
Winston-Salem, N. C. Announcement of 
the picnic was made by Lester C. Morgan, 
High Point,. president of the organiza- 
tion, and D. G. Underwood, Winston- 
Salem, secretary. 

q More than 100 Richmond, Va., stores 
which closed Saturday afternoons during 
the summer months resumed their fall 
schedules on Sept. 2. Some stores will re- 
main open weekday evenings until 6 
o’clock, but the majority will close at 
5:30. Most Richmond retail stores open 
at 9:30 a.m. on weekdays. 

q Martin M. Simmons, for 15 years with 
Wolfseheim & Sachs and for four years 
with L. Luria & Son, Inc., both of New 
York, has gone in business for himself. 
Mr. Simmons now operates the wholesale 
jewelry firm of M. Simmons & Sons, at 
442 Seybold building, in Miami, Fla. In 
partnership with Mr. Simmons in his son, 
Richard. The new wholesale house was 
started in January. 

¢ Plans for V-Day are being made by the 
Retail Merchants’ Association of Rich- 
mond, Va. All stores are being asked to 














close; following a signal or announce- 





ment in the store, all customers Will by 


asked to leave, switchboards 

off, elevators will be used for deal 
vice only, and messengers and deli 
trucks will be asked to return inal 
ately and cease deliveries, 

q Some weird and wonderful tales 
what a Nashville jewelry store 
cently when they decided to sell the 
alarm clocks that they had in Stock to the 
persons who needed them most. Tales of 
woe came from nine states. One: 
went kafluey—we did very well unti] our 
neighbor killed his rooster when he 
couldn’t get corn to feed him.” Another: 
“I need a clock because my wife digg 
Feb. 10 and my clock quit running, tog? 
q G. B. Moffitt, jeweler of Pilot Point, 
Tex., did a little reminiscing in a recent 
ad in the local newspaper. Mr. Moffitt is 
celebrating his 40th anniversary in by. 
ness in Pilot Point this year, and }p 
reminded his customers of his 0 

40 years ago by reprinting his first a. 
vertisement. “During these 40 years | 
have a record of 14,997 watches repaired 
—the first one being for Sam South, My 
first sale was to Little Ed Wilson, 

a gold signet ring for $4,” recalled Mr. 
Moffitt. 





Los Angeles Horos Meet 


R. W. Applegate, Washington repre. 
sentative of the UHA, spoke at the Aug 
16 meeting of the Los Angeles Guild of 
the Horological Association of California, 
Mr. Applegate spoke on critical ms 
terials in wartime and the War Produ. 
tion Board. 

New members who have joined th 
association since its last meeting are D, 
L. Bechtol, R. A. Leonard, William Me- 
worm, J. O. Johns, William R. Danz and 
Fred J. Steenstrup. 





Say: “How about tacking a War 
Bond on your bill?” 
Back the Attack—sell War Bonds! 
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NACJ Meeting - - - 
(From page 272) 
to Washington and get the Fed- 
Reserve Board to reduce the down 
ts on furniture from 10 to 20 per 
es oe (and on) household appliances, 
tial electrical appliances and all 
of essential goods. 
TT herein lies the danger for all instal- 
ment business, and particularly for the 
instalment jewelry business. 

“of course, the Federal Reserve Board 
has the power of modification and, as I 

‘nted out in the beginning, in that 

er of modification lies the danger to 
the jewelry business. If I read the signs 

¢ and we get the reduction in down 
ents on essentials; jewelry, classed 
be one really outstanding non-essen- 
tial business by all of the authorities in 

Washington, will be singled out for little 
or no consideration. Probably expensive 
furs will be thrown in with us.” 

To get rid of Regulation W, Mr. Wag- 
ner suggested, jewelers must 1) “carry 
gur message . . . to every instalment- 
minded jeweler in the United States 
..s” 2) cooperate with the Retail Credit 
Institute and other instalment organiza- 
tions “working in the same direction,” 3) 
“organized labor undoubtedly if prop- 
erly approached will join in any move- 
ment to get rid of Regulation W and un- 
necessary and unfair restrictive con- 
trols,” 4) “a broad education campaign.” 

Arthur G. Warner, formerly head of 
the enforcement division of the New 
York office of the Office of Price Admin- 
istration, spoke at luncheon. 

First step in complying with OPA 
regulations is to keep records, Mr. 
Warner said, and that means, he empha- 
sized, records that are in accordance with 
OPA regulations and not just records as 
the individual jeweler is accustomed to 
keeping them. 

“A violation by a sale at an over-ceil- 
ing price is not nearly as serious as a 
violation in the failure to keep records 
...@ failure to keep a record, and the 
proper records, if undisturbed is a li- 
cense to charge any prices that a man 
wishes to charge.” 

Executive Secetary Wagner in his 
financial report, which was read by 
President Rudolph, announced that from 
April 1, 1948, to March 31, 1944, opera- 
tion expenses were $10,831. During the 
year the association collected $8,851 in 
dues, and income from other sources was 


The association has in reserve a special 
fund of $15,228 for “emergencies and 
contingencies,” it was announced, and 
Mr. Rudolph asked that individual mem- 
bers pledge additional contributions to 
the fund. 

Members also received ballots to vote 
for 24 directors of the NACJ. 





HOME FROM THE SEA 


Lt. (j.g.) Jack Pfeffer, son of David 
Pfeffer, president of David Pfeffer Co., 
Inc., 106 Fulton St., New York, is home 
m leave after two years’ service in the 
Pacific theatre, and wants to say hello 
and best wishes to his friends in the 


trade. 








Bert S. Patten in 1919. 
4 8on, Paul, became affiliated with the busi- 
F hess in 1938. 


Patten’s Jewelers, retail firm of Ithaca, 
. Y., is this year celebrating its silver 
anniversary. ‘The store was opened by 
Mr. Patten’s 
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Wholesale Sales Going 
Down; Show 14 Per Cent 
Drop From June to July 


Something to blink about were the 
official U. S. Department of Commerce 
figures on wholesale sales for July of 
this year. 

In June, wholesalers’ cash registers 
indicated the first slump this year. They 
were down 18 per cent below June 1943. 

In July, figures showed the slump had 
stuck. Sales were down 19 per cent be- 
low July of 1943—down 14 per cent 
from the sales of the previous month! 

Last time there was as much as a 19 
per cent drop, as compared with the 
previous year, was in December 1942. 

In July, 1942, sales were up 22 per 
cent above the figure for July of the pre- 
vious year, and in July, 1943, they were 
up 7 per cent beyond the 1942 figure. 

During the first seven months of this 
year, total wholesale sales were 3 per 
cent below sales in the same months last 
year. Inventories were 4 per cent below 
July, 1948, 1 per cent below June of this 
year. 

Jewelers continued to pay cash for 
their purchases. Accounts receivable 
were down 23 per cent below July, 1943, 
and 11 per cent below June, 1944. 





Norfolk & Portsmouth Jewelers 
Hold Annual Dinner Meeting; 
All Officers Re-elected for '45 


The annual dinner meeting of the 
Norfolk & Portsmouth Retail Jewelers 
Association, held this year on Sept. 7 
at the Charcoal House, was attended by 
about 60 members of the association and 
their guests. Guest speaker was P. M. 
Fahrendorf, president of the Jewezers’ 
Cmcutar- Keystone, whose topic was 
“Postwar Conditions and Their Effect on 
the Retail Jeweler.” 

After Mr. Fahrendorf’s talk, there was 
a question-and-answer period conducted 
by H. M. Goldberg, vice-president of the 
group. C. P. Harmon, secretary-treasurer, 
was given a rising vote of thanks by the 
members for planning the annual affair. 

Officers of the Norfolk & Portmouth 
RJA were unaminously reelected for 


FRANK H. 
DRIESELL 


is re-elected head 
of jewelers’ group 


another term at a meeting of the group 
on Sept. 1. They are: Frank H. Driesell, 
president; H. M. Goldberg, vice-presi- 
dent, and C. P. Harmon, secretary- 
treasurer. 





Harrie Wright, retail jeweler of Pawl- 
ing, N. Y., has purchased the Alfred N. 
Dahm jewelry: store in Brewster, N. Y. 
Mr. Wright’s brother, William G. Wright, 
will have charge of the Brewster store. 
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«DON’T BUY 


DIAMOND PAPERS OR JEWELERS SUPPLIES 


BUY... 


WAR BONDS & STAMPS 


if you must buy European or Domestic Papers, 
Wallets, Cotton, Tweezers, ete., buy them from 
us and we’ll buy more Bonds and Stamps. 


Write for Catalog, Samples, Prices 


|. KASSOY 





INC. 
7 W. 45th St., NEW YORK 

















NES 
REFINISHED 





The highest grade of work for jewel- 
ers requiring the best 


ROYAL DIAL & REFINISHING CO. 


116 Nassau St. New York 7, N. Y. 


GEMOLOGY—DIAMONDS 


The only complete course in gemology, 
the science of all gem stones. : 
Special courses in diamonds. Courses 
in pe . jewelers’ merchandise except 
watches. 


GEMOLOGICAL INSTITUTE OF AMERICA, Inc. 
Dept. J-10, 541 & Alexandria, Los Angeles 5, Calif. 


WANT ADS 
It pays to use Jewelers’ Circular- 
Keystone Classified Ads 




















GUILLERMO ARROYO TORO 
Casilla 4124 
Santiago, Chile 
Importer —Exporter— Wholesaler watches 
and jewelry; interested in making busl- 
ness connections with American manufae- 
turers. 
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CLOCKS - JEWELRY : SILVERWARE 


373 ‘ _ BOSTON 
WASHINGTON ST. (C\- 













To be the best 
selling Window in 
town, if my boss 
will only buy ED. FREED’S 

amazing Monthly Display _-~ 
Service... Order it today! 


dua “freed 





1233 SIXTH AVENUE 


NEW YORK, 19, N.Y. 











Specializing 
in 
Cutting Semi-Precious 


STONES 
in quantity 
PHILIP F. POPOLLA 


Imports—Lapidary 
33 W. 46th ST. N.Y. CITY 














NICKEL SILVER 
PHOSPHOR BRONZE 


rHE SEYMOUR MFG. CO. 


SEYMOUR, CONN 











ENAMELING 


ON YOUR 
EMBLEMS and NOVELTIES 
SEND THEM TO 


MANUFACTURERS SUPPLY CO. 
Providence 


174 Chestaut St. 2 R. I. 














“Simmmetalse 
Karat Gold on Ster ng) 
and STERLING SILVER 
REAL STONE JEWELRY 
: jire retcilers 
W. E. RICHARDS CO. 
MASS 
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4G. P. Newcomb, of Shreve, Crump & 
Low Co., Boston, vacationed in New 
Hampshire in August. 

q Baird North, Inc., Providence, has 
added a perfume line “in preparation 
for the Christmas buying.” 

q Thieves broke into A. Bellin & Co. 
51 Bassett St., Providence, and stole 
merchandise valued at $1,010 last month. 
q John Kennard of Kennard & Co., Bos- 
ton, spent his vacation in Canada during 
the month of September and took a trip 
up the Saguenay River. 

q Harry M. Cook has started in busi- 
ness for himself at 23 S. Maine St., Mid- 
dleboro. He was formerly with Travis, 
Farber Co. 873 Washington St., Boston. 
q Eight firms were admitted as new 
members to the New England Manufac- 
turing Jewelers and Silversmiths Asso- 
ciation at the directors’ meeting Sept. 14. 
q Edward Jackson, formerly salesman 
for A. Frisch & Co., Boston, is now in 
business for himself, and has office space 
with Arthur A. Gregor in the Jewelers’ 
building. 

q Leo Levy, formerly in charge of the 
stock department at the Washington 
Jewelry Co., Boston, is now employed 
at Robinson & Co., 829 Washington St., 
as salesman. 

q The Eastern New England Guild of 
the American Gem Society held its first 
meeting of the fall season on Sept. 21 at 
the laboratory of the Gemological Insti- 
tute, 69 Newbury St., Boston. 

q An exhibit of war photos was shown 
in the art galleries of Tilden-Thurber 
Corp., Providence, last month. It was 
divided into four individual sections: (1) 
USAAF and RAF, (2) minesweeper, 
(3) trawler, (4) Tunisian victory. 

q Among Boston jewelers attending the 
ANRJA convention in New York were: 
Horace Partridge, of Trefry & Par- 
tridge; John Peterson, of Peterson’s, 
Needham; Nathan Alberts, of I. Alberts 
Sons, and Hyman Siegel, of Washington 
Jewelry Co. 

q Ashbel T. Wall, yice-president and 
treasurer of A. T. Wall Co., Providence 
gold plating firm, has been appointed 
chairman of the special gifts division of 
the Rhode Island United War Fund. 
Mr. Wall has long been active in com- 
munity welfare work. 

q Boston retail jewelry stores returned 
to regular Saturday hours beginning 
Sept. 1 and starting Oct. 1 will be back 
on the winter schedule of tater closing 
hours. Uptown stores are now open on 
Saturday but it is not expected that they 
will return to later closing hours. 

q John Peterson, retail jeweler with 
stores at Needham and West Roxbury, 
Mass., has purchased the store of Holm- 
berg & Douglas Co. Brogkline, Mass., 
and will operate it as an additional unit 
of his business. Mr. Peterson is secre- 
tary of the Massachusetts Retail Jew- 
elers Association. 

q Cape Cod is a favorite vacation spot 
for many Boston jewelers. Everett 
Hardy of D. C. Percival & Co. was 
“among those present” there this past 
summer, with a vacation address at Har- 
wich. Frederick T. Widmer, 31 West St., 
spent the month of August vacationing 
at Harwichport on Cape Cod. 

q Harry Woodruff of Washington, D. C., 
arrived in Boston in September to take 





his C. G. examination at the Ge . 
Institute under Dr. Edward Wigs! 
worth. Kenneth Mappin, C.G., of 
pin’s Ltd., Montreal, has been doit, 
some special laboratory work under a 
by opting, = at the Institute, ’ 
q A new Boston jewelry firm— 

& Bell—has opened in pe cia, ~ 
Washington St. The partners are Jack 
C. Bell, formerly with Robinson & Cy 
and Albert B. Lubell, who has returnej 
to Boston after three years with 
Navy in the Pacific. The firm “get up 
shop” on June 15. The decorations are 
attractively carried out in a modern 
theme. 

q With the fall Gift Show bringing som 
500 exhibitors to the Parker House ang 
Hotel Statler for the week of Sept, 1) 
Boston was the Mecca for jewelers from 
all over New England. Included am 
Boston firms exhibiting at the shoy 
were: D. C. Percival Co., Norling & 
Bloom Co., I. Alberts Sons, George |, 
Feldman Co., Smith & Zaff, Marking & 
Murphy Co., Joseph Gann; Don & Ralph 
Johnson and Swift & Anderson Co. 

q The Boston Jewelers Bowling League 
limbered up on Sept. 12 in the first match 
of the season. The teams will bow] regu- 
larly every Tuesday night at the School 
St. alleys. There are nine teams bowl- 
ing: Thomas Long Co., D. C. Percival & 
Co., Smith-Patterson Co., Frank A, 
Gendreau jewelry firm; Harkins & 
Murphy Co., E. B. Horn Co., Bigelow- 
Kennard Co., A. Stowell & Co and E. H. 
Saxton Co. Everett Hardy of D. C. Per. 
cival Co. is president of the league. 

q Managers of Providence jewelry stores 
report that while their stocks are unbal- 
anced they feel that they will be able to 
take care of fall demand and some feel 
that the Christmas rush will be taken in 
stride. Most report that business is again 
on the upgrade following the drop which 
set in after the imposition of the 20 per 
cent Federal tax. Meanwhile the watch 
repair situation has grown worse with 
some stores refusing new business and 
others running as much as 11 weeks 
behind. 

q Members of the Boston Jewelers Club 
are whipping up a hearty appetite for 
the annual beafsteak dinner which will 
be held on Wednesday, Oct. 4, at the 
Hotel Gardner, 199 Massachusetts Ave. 
The affair is for members only. Newly 
elected members of the club are: Gus- 
tave Hennings, of Kennard & Co.; A. W. 
Burque, Nashua, N. H.; Robert Bren- 
nan, Speidel Corp., Providence; N. R. 
Hotchkiss, Gardner, Mass.; Edward 
MacCourt, Needham; J. W. Jennings, 
Quaker Silver Co., North Attleboro, and 
Harold C. MacDonald, Providence. 

q The labor shortage is growing even 
more acute in Rhode Island jewelry 
plants. After four weeks’ operation of 
the rigid hiring ban in the Providence 
area, the War Manpower Commission 
announced an indefinite extension of the 
order which in effect either prohibits 
jewelry firms from hiring new workers or 
merely allows some to hire replacements. 
The reopening of schools has taken from 
the plants some young workers who were 
available during the summer vacation. 
However, there is no undue pessimism 
among the jewelers, with most leaning to 
the belief that “we have got along this 
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we'll be able to hold on until the 
* of the war.” : 
red Fuller, for many years with 
Waltham Watch Co., is now instruct- 
at the Waltham Watchmaking 
which is carried on by the Wal- 
Watch Co. with the cooperation of 
Massachusetts Department of Edu- 
cation and the Massachusetts and Rhode 
nd RJA. The school now has 30 
dents actively enrolled, with more on 
q waiting list. Harold L. Pride, director 
f vocational education in Waltham and 
jn charge of the school, says enrollments 
were particularly heavy during Septem- 
her. Among latest entrants are: Roy A. 
Woodyard, Rice, Va.; Kenneth Sargent, 
Gorrento, Me. ; Russell B. Woods, Brad- 
aton, Fla.; Harlan L. Gray, Harbor- 


side, Me. 

The Rhode Island office of the OPA 
has filed a petition in Federal Court in 
providence asking a temporary and per- 
manent injunction against the Perry 
Novelty Co. of 100 Stewart St., that city, 
geking to force the firm to file proper 

rice records and abide by _ ceilings 
gtablished for novelty jewelry. 

OPA charged that the owners of the 
frm, Harold and Perry Summer, had 
fled a false statement of their price rec- 
ords in addition to failing to keep proper 
records and making sales in excess of 
ceiling in an undetermined amount. The 
action also seeks treble damages for all 
sales during the past year, which may be 
found to have been in excess of ceiling 
after complete records are obtained. The 

on asks an order compelling the 
company to keep records both for the 
1942 base period and of current activities 
and seeks to restrain the company from 
selling any products until they have filed 
the proper records. 


War Jobs Are 200,000 Workers 
Short, WMC Reveals After Check; 
Philadelphia Region Hit Hardest 


Feeling a bit irked at rumors that the 
manpower situation isn’t as tight as 
daimed, the War Manpower Commission 
last month made a special spot check of 
all 12 labor regions in the country—re- 
ported that there is now a need in the na- 
tion’s war production for more that 200,- 
000 additional workers. 

The area in the tightest spot—with a 
shortage of 160,000 workers—was region 
III, which covers Pennsylvania, New 
Jersey and Delaware. There workers are 
needed to make airplane engines, heavy 
guns, heavy duty tires, and ships and are 
also needed in forges and foundries. 
Region VI, which is Illinois, Indiana 
and Wisconsin, reported a need of 54,000 
workers in Chicago alone, with only 
5,000 available, and the need expected to 
reach 66,000 by November 1. 

WMC also said that areas “outside” 
the labor-shortage areas, from which 
workers are being recruited, are now suf- 
fering from labor shortages of their own. 








PLANS NEW STORE 


Alfred L. Stone has announced that he 
has disposed of his interest in Stone- 
Margulis, Inc., 701 S. W. Broadway, 
Portland, Ore., with which he has been 
connected for’ the past 10 years. Mr. 
Stone expects to open a new store in 
Portland after the first of the year. He 
will specialize in designing and order 
work, besides carrying diamonds, watches 
and other jewelry lines. 
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1. E. Boucher Is Ist Vice-President 
And Manager of Waltham Watch 


I. E. Boucher was elected first vice- 
president and manager of the Waltham 
Watch Co., Waltham, Mass., by the new 
board of directors of the firm on Sept. 
6 at the board’s first meeting since its 
organization in July. 

As manager, Mr. Boucher retains the 
position he has held since he joined Wal- 
tham in 1923. He will continue as active 
supervisory and directive head of com- 
pany operations, working in coordination 
with Ira Guilden, recently-elected presi- 
dent, treasurer and director. 

Action by the directors was followed 
by a joint statement in which Mr. 
Guilden and Mr. Boucher declared that 
Waltham has a reconversion program in 
preparation which will be designed to 
smoothly carry out all expansion projects. 

Pierre Dumaine, associated with Wal- 
tham for the past 11 years, has been ap- 
pointed assistant manager. 

Mr. Boucher is a native of Manson- 
ville, Quebec. He spent his childhood in 
Manchester, N. H., and got his business 
experience “from the ground up.” As a 
boy he delivered newspapers, carried 
dinner pails and handled drug store 
chores during school days. He did not 
graduate from grammar school, but in- 
stead took his first full-time job as a 
drug store clerk. He completed his edu- 
cation by later attending night school 
and taking special courses of instruction. 

At 15 Mr. Boucher entered the employ 
of the Amoskeag Co., manufacturers of 
cottons and worsteds, and rose “through 
the ranks” to top sales executive in Bos- 
ton and New York. 

Mr. Boucher became the Waltham 
Watch Co. manager in 1928 when 
Dumaine interests acquired operating 
control. 

Expressing accord with Mr. Boucher’s 
election, Walter W. Cenerazzo, president 
of the Waltham Watch Workers Union, 
said that “the labor-management coop- 
erative program which Mr. Boucher has 
initiated in behalf of the industry with 
our union would be a pattern which 
many industrialists would do well to 

follow.” 

It was also announced that the com- 
pany has given up its Boston office and 
will concentrate all operating direction 
in the Waltham plant. 





Platinum, Rhodium Are Still Needed 
In War; No Release for Jewelry Use 


The War Production Board spiked 
rumors that rhodium and platinum 
would be released for use in jewelry at 
a meeting with the platinum group metal 
productors and distributors industry ad- 
visory committee recently. 

WPB officials said that rhodium is be- 
ing used today in anti-aircraft search- 
light reflectors, and chemical catalysts. 
Most of the present rhodium supply is 
being used for these purposes, WPB said. 

Platinum is being consumed at an even 
faster rate than estimated only six 
months ago, committee members were 
told. The increased demand is the result 
of requirments for spark plug electrodes 
in bombing and fighter planes, and also 
military and civilian dental uses. 

The committee recommended to WPB 
that no changes be made at present in 
orders prohibiting the use of these metals 
in jewelry. 
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ATTENTION 


JEWELRY MANUFACTURERS 
AND JOBBERS 


LET US SOLVE YOUR LABOR PROBLEM 
Send Us Your Work. 
We Are Assemblers of Rings, Stamped or 
Cast, Gold or Palladium. 


QUICK SERVICE, ALL WORK GUARANTEED 
Write Us For Full Particulars 


NEMERSON & CALINOFF vew youn: 


NEW YORK,NY. 

GIVE BLOOD 
and HELP SAVE A LIFE! 

BUY MORE WAR BONDS! 


than ever before 
his space donated by 


LOUIS VAN ZATSMAN 


7 West 44th St. New York 18, N.Y. 



























~ gold only direct to Retailers 
WELLS MFG. CO., ATTLEBORO, MASS. 








22 Patterns Sterling Silver 
ANCHESTER® 
SILVER COMPANY 
Providence Rhode Island 
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Working 
for 
Victory 


Critical metals, steel — brass— nickel 
— lead — cadmium — zinc —etc., have 
gone to war. 

The nation’s labor has followed, de- 
voting their efforts to the production 
of necessary war materials and essen- 
tial civilian goods. 

Let the dollars join in this Home 
Front effort to insure the Victory— 
BUY WAR BONDS. - 


F. H. NOBLE & COMPANY 


Manufacturers 
559 W. 59th St., Chicago, Illinois. 











Gold=Silver 
DPDLATING 


“ASK ABOUT” 


HODAN IZE 
Resistant of Tarniths 


TRADE MARK REG. U. & PAT. OFF 





Silverware 


REPAIRED & PLATED LIKE NEW 


Swartz & Co. 


10 S, Wabash Ave. CENtral 6089” 
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4 J. B. Gordon of Gordon-Bros., Boston, 


is 
& 


now acting as sole manager of Lebolt 
Co., 33 N. State St., and will serve in 


this capacity until the Lebolt interest in 
the business has been liquidated. 


4 


Lou Kaye, sales representative in 


Chicago territory for the past 18 years, 
recently organized his own wholesale 
jewelry and diamond business with head- 


quarters 


in the Heyworth building, 


specializing in solid gold and gold-filled 
jewelry, loose and mounted diamonds and 
rings of every description. 

4S. M. Aminoff, general manager-of the 
Clinton Watch Co., Chicago, resigned as 
of Oct. 1. Mr. Aminoff has been associated 
with the jewelry business for 50 years, 
starting at the age of 14. He is not re- 
tiring, but goes to California where he 
will establish his own business as distri- 
butor of watches and jewelry. 


q Ben 


Rudman, salesman for Hill- 


Tolchin Co., has severed his connection 
with the company and the territory 
covered by him will now be visited by E. 
Nisberg and Stephen Hill, president of 
the company. Mr. Hill has just returned 
from the Pacific Coast where he spent 
several weeks with the firm’s representa- 
tive in that territory, Abe Salam. 

q Robert Zinder and Maurice Zimbler, 


in 


the wholesale jewelry trade of Chicago 


for many years, recently of Manheimer 


Watch Co., 


purchased the wholesale 


business of S. A. Peck & Co., 55 E. Wash- 
ington St., on Sept. 1 and will continue 
the business under the old name. Mr. 
Peck, after nearly 50 years in business, is 
retiring and will move to California. 

q The club relations committee of the 


| Chicago District Golf Association, of 


which Major J. T. Montgomery of M. A. 
Mead & Co. is chairman, have been work- 
ing on plans to provide athletic recrea- 
tion for officers and service men in lo- 
cal hospitals. At a meeting of the com- 
mittee, sponsored by Major Montgomery 


at 


the Westmoreland Club on Aug. 29, 


CHICAGO 





several features of the plans were ge. 
cided upon, one of which will be the in. 
stallation of putting greens on the 
grounds of the hospitals and supply; 
necessary clubs and golf balls for use be 
the men. 
q Chairmen and members of the stang. 
ing committees of the Chicago Jewelers 
Association for the coming year are, 
social relations, Chairman John M. Bip. 
gins, Dave E. Newman, Leonard 
Phil Abrams, Marshall Spies, R. §, Hu, 
bert; finance, Chairman Richard Deh. 
nert, James Clifton, Edmund J. Springer; 
membership, Chairman Vince J. New. 
men, Herbert Jacobs, Irving G. Jensen, 
J. Arthur Rogers, Charles Burley; 
good and welfare, Chairman Maj. John 
T. Montgomery, Frank Milhening, Charles 
D. Ellbogen, Fred M. Gottlieb, Willian 
E. Ruthhart; trade extension, Chairman 
Charles G. Brown, Webb C. Ball, George 
Engelhard, Jack L. Keenan, Ben Teitle. 
man; golf, Chairman Hans J. Ba 
Howard D. Seebeck, Al Long, Joseph 
Broucek, Fred Haller. 
q Former and prospective members of 
the Illinois Jewelers Pluggers met with 
officers of the Illinois Retail Jewelers 
Association at the Illinois Athletic Club 
on Sept. 12—purpose, reviving the activi- 
ties of the Pluggers.. Presiding was Al 
Schoumacker, M. A. Mead & Co., who 
was the Pluggers’ most recent president. 
Mr. Schoumacker recited the functions 
of the organization and outlined future 
plans. 

Committees were appointed and within 
a month a meeting will be held to organ- 
ize the group on a permanent basis and 
elect officers. The Pluggers’ plans 
for future cooperation with [Illinois re- 
tailers will not be confined to boosting 
conventions but will extend to all activi- 
ties aimed at promoting the welfare of 
the Illinois RJA and the retail jewelers 
of the state. 
q The regular monthly dinner meetings of 
the Chicago Credit Jewelers’ Association 
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5 SO. WABASH 


other Watch Materials. 


Our Special Staff Cabinet 10C 72 Bot- 
tles 2 in ea. bt. for Bulova, Guren, 
A.S. & misc. with chart to Interchange 


over 1200 models by diameters. .$50.00 
30.00 


Stems, as above, assrt. 30C.... 
Refills available 


Ask for our complete line of diamonds, loose, and set. Also cocktail rings, 


watches, and cases. 


EINSTEI 


WATCH MATERIALS & SUPPLIES, TOOLS & 
OPTICAL GOODS 


a a i i a a i i a i a a 


Diamonds all sizes and qualities. Watches new and rebuilt. 
Watchcases and Dials, Specialty Lapelcases. Watchstraps and J-B Watchbands, 
Watch and Ring Boxes, Cocktail, Baby, Wedding and Birthstone Rings, Cocktail 
Cases with and without Diamonds, Spray and Rhinestone Pins, Identification Brace- 
lets, Anklets, Wallets, Window Displays and Trays, Findings, Stems, Staffs and 
Send your movements, we will rebuild them with latest 
style Cases and modern Dials. All above merchandise in stock for immediate delivery. 














BROS. 


JOBBERS 


CHICAGO 3, ILLINOIS 


Complete line of 


Mainsprings—Our stock is depleted; we 
can offer 1 gr. ass. from the narrowest 
and weakest, to the largest. Swiss & 
American or separate........... $80.00 
Above cannot be changed or returned 
as it will be made up specially. 
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ed Sept. 6 at the Standard 
oa president Valentine Jones cut 
rt his welcome and resume of summer 
ties to facilitate a long program. 
Edward Falkenhayn, president of the 
Guild, Herb Johnson, secretary, 
s. G. Brolin, president of the 
| Illinois Watchmakers Association, were 
‘no | pesent, and Mr. Falkenhayn made a 
the Fong plea for assistance in getting a 
S watchmaker licensing law enacted in 
y linois. He pointed out his experience 
with hundreds of watchmakers as man- 
me r of the assembling and repair de- 
< ent of Sears, Roebuck & Co., and 
sig. 
Wy; 
Tul 
eh. 





ye the opinion that the law would 
diminate incompetent and unscrupulous 
watchmakers and prevent Illinois from 
pecoming a haven for such watchmakers 
from neighboring states with such laws. 
Plans for the district conference of the 
en, National Credit Jewelers Association to 
be held at the Standard Club on the 
9nd of the month were discussed by 
les | Secretary Ben Halpern. William Gibson, 
Cole & Young Co., discussed the ANRJA 
an {convention at New York in August. 
Morris I. Shanoff, Merchandise Mart, 
and Phil Cutler, 125 W. Monroe St. 
ge, | were elected to membership. 





of | July 20 Per Cent Tax Brings in 
“ Only 1/3 More Than Last Year 


ub The 20 per cent excise tax on retail 
jewelry sales in July brought Uncle Sam 
only about a third more money than the 
10 per cent tax put in his coffers in July 
of last year. 

Last year the tax collected on retail 
jewelry sales in July amounted to $8,- 
$15,463. This July, instead of the 20 per 
cent tax doubling the revenue, the 
collected tax amounted to only $11,770,- 
643. (A partial reason for the decline 
might be that watches selling at $65 and 
under are taxed only 10 per cent, but 
this would hardly account for the com- 
pete difference). 

Jewelry sales tax proceeds in July were 
about double the proceeds from the ex- 
cise tax on toilet preparations and 
f | luggage—far exceeded the tax on furs, 
h | which amounted to about $11, millior. 
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REBUILT WATCHES 


FOR LADIES AND GENTS— 
OF THE FINEST QUALITY AND 
CRAFTSMANSHIP— 

ALSO GENERAL JEWELRY 


Write for Particulars 


MEDAL WATCH CO. 
58 E. Washington St. 
Chicago 2, Illinois 




















4 ATTRACTIVE 


Fy 
= 


IN COLORS. 
SPACE FOR 
YOUR NAME 


H. PAULSON 4 CO. 
7 $0. WABASH AVE CHICAGO 
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Don McNeil, JC-K Managing Editor, 
Joins Pathfinder Magazine Staff; 


Is Succeeded by Ray H. Goodridge 


Donald S. McNeil, managing editor 
of the Jewelers’ Circular-Keystone and 
a member of the JC-K staff since 1935, 
has joined Pathfinder magazine in Wash- 
ington, D. C. 

Graduated from Hamilton College in 
1930, Mr. McNeil went with the Adiron- 
dack Daily Enterprise, Saranac Lake, 
N. Y., as a reporter, later becoming 


j 


DONALD S. McNEIL 
is now with 


Pathfinder 





news editor )f the paper. In 1933 he 
joined the reportorial staff of the 
Syracuse Herald in Syracuse, New York. 

In 19385 Mr. McNeil left the Herald to 
become the associate editor of the Jew- 
ELERS’ CircuLtar-Krystone. He became 
managing editor in October 1943. 

He is the son of William D. McNeil, 
executive-secretary of the Jewelry In- 
dustry Publicity Board and ANRJA 
president from 1932 to 1938. 

He is succeeded by Raymond H. Good- 
ridge, Mr. Goodridge was an Army flight 
instructor and airplane mechanics in- 
structor at the Amarillo Army Air Field, 
Amarillo, Tex., before receiving his hon- 
orable discharge from the service. Be- 
fore enlisting in October of 1942, he was 
news editor of the Boot & Shoe Recorder, 
another Chilton publication. 





Retail Sales Drop 13 Per Cent 
From June to July, Figures Show 


Retail jewelry sales were down 10 per 
cent in July as compared to July of 
last year, and also showed a decrease of 
13 per cent from the previous month. 

All other retail fields, except for motor- 
vehicle dealers and furniture stores, 
showed a sales increase in July over July 
1943, Motor dealers suffered a 2 per cent 
drop, furniture store’ * *.op of 4 per 
cent. 

July sales were lower than June sales, 
however, in several retail fields—depart- 
ment stores were down 14 per cent, ap- 
parel stores 17 per cent, furniture stores 
10 per cent, hardware 9 per cent, motor 
vehicles 3 per cent, filling stations 2 
per cent. 

The first seven months of this year 
showed an increase in retail sales of 
jewelry of 6 per cent over the same 
period in 1943. 





H. Z. Carpenter, Moberly, Mo., re- 
tailer, has opened a new store on W. 
Reed St. Mr. Carpenter will continue to 
operate his East Side store, which he 
opened four years ago. 





Pelz Jewelers, Marshall, Tex., has 
been redecorated, all showcases being re- 
finished in light maple, and the walls 
have been refinished. 
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Don’t you dare come 
back home until you 
buy that new Window 
Display from ED. FREED. He's at 49th 
& 6th Ave., right opp. Rockefeller Center. 







SIXTH A U 








FOR BEST RETURNS 


Ship us your old Gold and Silver. 
We also buy your surplus dia- 
monds, gold scrap, optical scrap, 
watch cases and movements. 

A trial shipment will convince 
you. Package held intact for 5 
days for your approval of check. 


ROSE SMELTING 
& REFINING CO. 
29 E. Madison Street Chicago 2, Ill. 








ALWAYS USE 
THE NEWALL 
B"Finger Print’ .System 
a WHEN SELECTING 
SWISS WATCH 
MATERIAL 


Order From 
Your Jobber 


THE NEWALL MFG. CO. 
CHICAGO 2, ILLINOIS 














WATCH DIALS 


REFINISHED 


MICHIGAN DIAL REFINISHING CO. 


612 METROPOLITAN BLDG. 
DETROIT, MICH. 
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Harry Greenwold Co. 


The House of Quality and Service 
IS WEST 7th STREET, CINCINNATI, OHIO 












: q Louis Grassmuck, secretary-treasurer Erie; Joseph Dilger, Elmer H 

VIRGIN Diamonds of William F. Grassmuck Sons, who took ington jeweler, returned from ete of t 
CELLINICRAFT Jewelr a defense job earlier in the war, has now week stay in Florida; Carl Leser, a ie 
y returned to the trade. side jeweler, back from Michigan; a cutb 
ELGINS @ MAMILTONS (Ze nm 4 B. L. Shackleford, Krementz & Co., ert Stocker, Rosfelder Bros, & Co, re. | m0 
aie lM td Miek alin won ane, was welcomed back on the first selling turned from Haas Lake, Ohio, and Hy. | fact 

bected proft You cas spghminait these tune trip he had made in this district for a ‘ bert and Al Esberger, of Esberger Bros, 
to your customers with confidence long time. For several months he had q Bertram Milner, designer at Litwin & offic 
been stationed at the company’s plant in Sons, has a personal interest in the Fi cont 
$ “ . y- cont 

Newark, N. J. ing Fortress “Madame Firecracker” in 
4q The executive committee of the Cincin- the European theater. His son, Lt, Gr. ie 
nati Wholesale Jewelers & Manufacturers ham Ranger — pilot, ry 9 10 crew ee | 

Association met last month in Hotel members each wear good luck’ charms he 
PROMPT SERVICE ALWAYS Metropole to map out plans for fall ac- designed for them. , be 
tivities. Some announcements are ex- The luck charms, oddly enough, were sup] 
pected soon from Al Wallenstein, presi- made as the result of a nickname given . 
RERWE-BROWN CO. || = Lt. Milner. When the crew was tris, |! 
e 4 Robert Hummel, Jr., announces that ~ this —_ a a man became deal 
he is again associated with the retail store “Ceneker ® ae for Renna then | ent 
W/ operated by his father at 407 Vine St. > . . name lie 
holesale Jewelers Since June, 1948, he had been working at given to the plane. P H 


, “i Mr. Milner was called upon to d 
C. D. a a bee mm _ i. the emblem for the plane, and pe WP 
ep oe n the 7 - aa Fth ho figure of a girl enveloped in the flamesof } that 
, vce betes gall maaan an exploding firecracker. He decided then 
I OTK lg a to reproduce the emblem in inch-and-s. 
4q Among out-of-town visitors who called half gold figures which his son and his are 
on the trade last month were: Al Fine, crew members now wear on their : 
New York; Pat Patrick, Chicago; Frank tags. Presentation of the luck pieces was pe 
Noell, Mt. Sterling, Ky.; Ed Sensen- made when the crew left this country for 
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ialize in pecial brenner, Circleville, Ohio; W. H. Snyder, nat duty secentiy. to 
WE slit Pd . Memphis, Tenn.; E. Jobes, New Madison, ene siti: Ait ae as re 
order work. Send us your Ohio; Fred Swindell, Jack Hagel, Wash | o 

. . ¥ x 8 ; m is ee 

specifications. We'll sub- es eRe eee ee a Mice Siiing ucts 
a » : 4q A number of thefts from local jewelry Sept. 5 was open house night for 2. 
mit a design without stores were believed to have been solved friends of the members of the Northern | be : 
hligati by the arrest and conviction of Edward Ohio Guild of the American Gem So 3. 
onpetsen. F. Lorenzon, 46, Sunman, Ind., last ciety. Members were urged to bring | velo 
month. He was ordered to serve three guests to this first fall session. Dr. Don- } shor 


TH E SCH U M ER BR 0 TH ER S$ C0 one-to-seven-year prison terms consecu- ner of Western Reserve University, in- | no 


tively. Indictments against him charged structor of the group, lectured on his trip | em 











Manufacturing Jewelers he robbed the stores of Carroll’s Jew- across Africa, during which he visited for 

5 E. Third St Cincinnati, Ohio | | lets» 5th and Main Sts.; Ben Youkilis, | the diamond fields of South Africa. Dr. | bac 
: , Norwood, and the Gem Credit Stores, Donner also showed motion pictures } fail 

Norwood. Meanwhile police arrested a taken on the trip. 4, 

negro boy in connection with the theft of sur] 

11 rings worth more than $1000’ from the ly 


D A i 0 N D Cc U TTI | G Getz Jewelry Co., Walnut Hills. He had RED FACE DEPT. to | 
two companions who were not immedi- Due to a misprint we stated on page 5. 

ately apprehended. 244 of our August issue that the annual 
4 Eugene A. Frommeyer, president of | picnic of the Cincinnati WJ & MA was | *"y 
Klein Bros. Co., Enquirer building, has held “at the Ryland country club 
begun his 60th year in the jewelry bus!- through the courtesy of Clarence Loeb, 
ness, a career which began when he was who has retired from the Cincinnati jew- | 4. 

FAST SERVICE 14 years old. His first job was with the elry trade.” An apology to Charles Grift, whe 
old Clements Hellebush Co., 4th and Vine who extended this kind courtesy to the 
Sts. Subsequently he was associated with association, and also to Mr. Loeb, hard- I 
B. Schroeder Co., Race St., and then the working chairman of the affair, who is 
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LITWIN & SONS 



































Gutman & Son Co., Dixie Terminal build- actively engaged in the jewelry busi- R 

114 West 6th Street. Cincinnati. Ohio ing. Later he joined forces with the late ness in Cincinnati. int 
Edward and. George Klein in the concern be 

which still bears their name. In 1909 he |—™ Na 

became president of the company. His wit 

son, Raymond Frommeyer. is associated | 

in the business with him. In observance DISTINCTIVE woe 

K L c | N # R O T o a R $ of the anniversary, Mr. Frommeyer was tior 
host at his new home at a party for em- | 

C re M PA N Y ployees of the firm. JEWELRY val 

4q The summer vacation period, as far as © say 

members of the Cincinnati jewelry trade WATCHES 7 

are concerned, is over. Nearly all are tro 

back on the job. Those who have just NDS du 

WHOLESALE JEWELERS returned from trips or are winding up DIAMO su} 
their vacations include: E. B. Jacobs, J. THE D. JACOB Co. Co 

B. Jacobs and Julius Jacobs, Jr., all of S SONS Cot 

D. Jacobs Sons Co.; George E. Brown, Wholesale Jewelers du 

ENQUIRER BLDG. CINCINNATI, O Gerwe-Brown Co.. has returned from - 811-13 RACE STREET sm 
i Lake Erie; Clifford Bennett, Frank CINCINNATI 2, OHIO the 
' Herschede Co., also back from Lake 
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When Germany Falls . . . 

(From page 264) 
indicated in making the announcement. 
oer that poe cannot be lifted 
ag soon as Germany falls in a large 
rtion of American industry, because 
Po the small amounts of raw materials 
: components that a 40 per cent 


eect will release and the huge 
amounts of unfilled orders on manu- 
facturers’ books. 


There is also the opinion among WPB 
that even though production 
controls are dropped some distribution 
controls will have to be instituted, as 
well as those in existence being strength- 
ened, if there is to be any equality in 
the distribution of goods that have been 
wartime casualties. They say that such 
controls will have to be continued until 
supply and demand are completely in 
palance if the distributive trade is to 
survive. It is very possible that many 
dealers would receive less than at pres- 
ent if all controls were lifted, and sup- 
ers decided to seek new outlets. 

However, there will be a reconversion 

roblem when Germany capitulates and 
WPB will probably follow a course 
that is somewhere in the middle of the 
extreme opinions listed above. There 
are many unanswered questions that 

arise in regard to the prospective 40 

r cent cutback. For example: 

1. Will cutbacks be so arranged as 
to facilitate industrial readjustment and 
will plants that have their contracts cut 
back have sufficient facilities to go ahead 
with the manufacture of civilian prod- 
ucts ? 

2. Will labor with the required skills 
be available for civilian production? 

8. Where production bottlenecks de- 
velop because of material or component 
shortages will they be solved quickly 
enough by industry to prevent long un- 
employment? Or will this be the time 
for a paternalistic government to step 
back in claiming that industry has 
failed ? 

4, Will business be able to redistribute 
surplus materials and components quick- 
ly enough, before their disposal begins 
to hurt new production? 

5. Will the demand for new distribu- 
tive personnel, retail and wholesale, be 
greater than the supply? 

WPB officials are quick to point out 
that the intensity of these problems is 
dependent upon two major factors, (1) 
the time of Germany’s fall and (2) 
whether reconversion comes easy or is 
accompanied by great confusion. 

If WPB goes ahead and removes all 
production controls when the fighting in 
Europe ceases, the retail trade is most 
interested in what types of goods can 
be produced and in what quantities. 
Naturally, shelves will not be stocked 
with war-scarce goods on X-Day plus 
one, but it will ean that manufacturers 


will be able to begin planning produc- 


tion on many of these items and within 
Several months be producing at a rate 
fomparable to that achieved in 1939, 
says WPB. 

The effects of dropping ell WPB con- 
trols will be noticed first in the consumer 
durable goods field because of the over- 
supply of steel, copper and aluminum. 
Countless items will return to store 
counters and others that have been pro- 
duced .during the war period, but in 
small quantities will begin to flow from 
the nation’s factories. 

For example, dropping of the steel 
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order M-126 would mean that thousands 
of items in more than 400 different 
classifications could again be made of 
steel. This order prohibits the use of 
steel in everything from household gad- 
gets to large home and commercial ap- 
pliances. 

The cutbacks in aircraft for the Army, 
which are expected to equal about 20 
per cent of the entire program, will pro- 
vide the necessary capacity for frac- 
tional horsepower motors, which have 
long been the component that has held 
up the manufacture of electric fans, 
vacuum cleaners, washing machines, elec- 
tric refrigerators, air conditioning units, 
and all other electrical equipment that 
requires small motors. 

Simple items, easily stamped or 
forged, will return long before major 
electric appliances. WPB is now try- 
ing to work out a plan to permit manu- 
facturers of major appliances to begin 
ordering necessary components immedi- 
ately so as to speed completion of the 
finished product after the war in Europe 
ends. 


U. S. Jeweled Watch Firms Granted 
Materials for Reconversion 


At the suggestion of the jeweled 
watch manufacturers advisory com- 
mittee, WPB will grant U. S. jeweled 
watch manufacturers enough material so 
that they can go into immediate produc- 
tion on civilian watches the minute cut- 
backs occur. 

Such an allocation would prevent tem- 
porary unemployment in their plants, 
while they waited for allocations, the 
committee advised WPB. 

However, one firm advised JC-K that 
V-Day in Europe won’t mean much in 
the way of cutbacks for them, as they 
will still be producing items for the 
Navy. 

Another company, on the other hand, 
declared that it had already applied for 
materials in order to be prepared for 
possible heavy cutbacks in war orders. 








Peacetime Goods Won't Sell Minus 
Salesmanship, Says CED Chairman 


It will take plenty of advertising and 
salesmanship to move goods after the 
war, declared Paul G. Hoffman, chair- 
man of the Committee for Economic De- 
yelopment, last month. 

Although there may be a pent-up de- 
mand for many items, Mr. Hoffman said, 
it “will stay pent-up unless fullest use is 


‘made of those peculilarly effective 
American enonomic forces—selling and 
advertising. 


“Let no one think the fact that on 
June 30 of this year there were $117 bil- 
lion of savings in the hands of indi- 
viduals gives assurance of high-level 
buying or high-level consumption. Sav- 
ings are static. They become dynamic 
only when customers are created who 
have a willingness to part with those 
savings.” 





Alarm Clocks No Longer Pooled 

The pooling system whereby alarm 
clocks have been distributed without a 
brand name or trademark will be drop- 
ped on Oct. 31, WPB announced just as 
JC-K went to press. 

WPB estimated that alarm clock pro- 
duction would reach 2,500,000 in the first 
quarter of 1945, 








GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 
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See Ed. Freed and get us some 
good-looking Window Displays 
... Won't you please? He’s re 
at 6th Ave. & 49th St 
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JEWELERS and 
THEIR EMPLOYEES 


* 


why do you pay 2/3 more 
for your fire insurance when 
the Jewelers’ Own Company 
makes this great saving for 
you 


we insure stock, buildings, 
dwellings and household 
goods 

* 


Write to-day to 


NATIONAL JEWELERS 
MUTUAL FIRE 
-INSURANCE COMPANY 
Jewelers Insurance Building 
NEENAH, WISCONSIN 


“savings & protection since 1914” 
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Where to ‘Buy is 
AMERICAN 
China and Glass 












“CARENADE” CRYSTAL 
Stemware, Bowls, Vases, Perfume Bottles 
and Smoking Accessories 


Send for Mustrated Catalog 
* 
ENRIGHT-LE CARBOULEC, INC. 
York 


160 Fifth Ave. New City 
CHelsea 2-5558 








Kensington & 


rine CRYSTAL ano BENT GLASS 
Giftware of Distinction + + 


KENSINGTON, ING. NEW KENSINGTON, PA. 








JEWELRY GIFTS ACCESSORIES 
URIE F. MANDLE CO. 
Show Rooms, 411 Fifth Avenue 


NEW YORK 16, N. Y. 
MUrray Hill 3-9107 














HAWKES CRYSTAL 
GLASSWARE 
for discriminating 
people—WRITE 
T. G. HAWKES & CO. 


CORNING, N. Y. 
N. Y. Office: 542 Sth Ave. 





OLD WATERFORD 


MARY RYAN: 





(uw 








ASTLETON CHINA 


INCORPORATED L. E..HELLMANN, President 
D. S.. CORCORAN, Vice Pres. 


DE LUXE TABLEWARE 
for the 


or 
FINE CHIN TRADE 
MADE IN AMERICA . MADE OF AMERICA 
212 Fifth Ave., New York, N. Y. 


& 


THEODORE HAVILAND 
FINE CHINA DINNERWARE 
MADE IN AMERICA 
All Decorations Are Exclusive 


THEODORE HAVILAND CO., INC. 
20W. 23rd ST. 1550 MERCHANDISE MART 
NEW YORK CITY CHICAGO, ILL. 














LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 


LENOX 
LENOX, INC. Trenton, N. J. 

















282 


OBITUARY 
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“. .. that government of the people, 
by the people, and for the people shall 
not perish from the earth.” 


© Pvr. AnrHony J. CHrapPINeELii, 35, 
for nine years superintendent of the 


plant of S. Chiappinelli & Co., Provi- 


dence novelty jewelry manufacturing 
concern owned by his father, Salvatore 
Chiappinelli, was killed in action in 
France, July 27. 

© Joun Haney, formerly with Thomas 
Long Co., Boston, was killed in action in 
France. He was a member of a recon- 
naissance unit in the Army. 


Ricuarp Apert, 50, treasurer of the 
Albert & Seifert Co., Cincinnati, one of 
the oldest wholesale jewelry concerns in 
the section, died Sept. 9. He was re- 
covering from a three-month illness but 
suffered a relapse. 

Wrnpsor W. ALLEN, 58, assistant trea- 
surer of Frank W. Smith, Inc., Gardner, 
Mass., died Aug. 28. Mr. Allen was with 
the company for many years, having 
made his entire business career with the 
firm. He held the office of assistant 
treasurer for the past 10 years. 

E. L. Banerey, 72, who began his jew- 
elry career with Benjamin Allen & Co. 
in 1898, and in later years represented S. 
O. Bigney Co. and Harvey & Otis in 
the Midwest, died at his Chicago home on 
Aug. 27. 

Max Barxan, 54, of B. M. Barkan Co., 
wholesale firm of Milwaukee, Wis., died 
Sept. 18. He founded the firm in 1916. 

Dr. Harry Berman was killed recently 
in an airplane crash in Scotland while 
on a special mission for the Government. 
Dr. Berman was on the Advisory Board 
of the Gemological Institute of America 
and was an authority in the field of min- 
eralogy. 

JosepH GotpmMuNnmTz, president of Gold- 
muntz Bros. & Co., Inc., New York dia- 
mond importers and cutters, was killed 
in an automobile accident on Sept. 1. 





Elgin Is Now Training Veterans 
In Watch and Jewelry Repairs 


A special watchmaker training course 
for returned veterans, which is designed 
to give them thorough, practical instruc- 
tion in watch, clock and jewelry repairg 
as well as in engraving, is now under way 
at the Elgin Watchmakers College of the 
Elgin National Watch Co. The course, 
which takes one year, began Sept. 1. 

The veterans receive their tuition and 
part of their living expenses from the 
government, as provided in the “G. I. 
Bill of Rights.” 

Training of servicemen in instrument 
work occupied the full facilities of the 
Elgin school for a year and a half prior 
to last July, when 350 servicemen were 
graduated. These men are now stationed 
in every fighting zone, keeping vital preci- 
sion instruments in running order. 

The present course takes one year, but 
veterans may enter at any time during 
the year. Advanced training in watch- 
making is available for those wishing to 
continue study beyond one year. Several 
instructors teach the course, which was 
streamlined and intensified at the time 
the college undertook the training of ser- 
vicemen for Army instrument repair 
work. 





A. GoxpsteIn, 45, of the William G 
Glennon Mfg. Co. and Star Gold Stamp, 
ing Co., Chicago, died on Sept. 2 after a 
brief illness. He is succeeded in both 
firms by his brothers, Jack and Louis 
who had been associated with him. . 

Joun J. Kappes, 75, a watchmaker for 
half a century, the last 25 years of which 
were with the Ratterman jewelry store, 
Cincinnati, died Sept. 6. 

Frank L. Miter, 68, of Miller & Tyr. 
ner, jewelers of Wilmington, Ohio, died 
Aug, 20 at Mountain Lake Park, Md. 
He had been in ill health for some time, 
Entering the jewelry business in Wi. 
mington at the age of 20, Mr. Miller 
opened his own store in 1908. His sop. 
in-law and partner, Ronald Turner, wij] 
carry on the business. 

Crartes G. Morrison, 76, for 51 years 
operator of a jewelry store at Olathe, 
Kan., died Sept. 9 at his home. 

James H. O’Nem1, president of the 
James H. O’Neil Co., Providence many- 
facturing jewelry firm, died Sept. 5 in 
Edgewood, R. I. 

Rosert A. Srincer, 55, partner in Sing- 
er’s Jewelry Co., retail firm of Peoria, 
Ill., died Aug. 16. Mr. Singer entered 
the firm, then run by his father, before 
1910. His brother and partner, Charles 
L. Singer, will carry on the business, 









Where to Buy 
IMPORTED 
China and Glass 








Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 








EDWARD BOOTE 


35 & 37 W. 23rd St., New York, N. Y. 
Tel. Gramerey 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE 
GIBSON & SONS TEAPOTS 














ROYAL DOULTON 
English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 


WM. S. PITCAIRN CORPORATION 
212 Fifth Ave. New York, WN. Y. 


JUSTIN THARAUD, Ine. 
129 Fifth Ave., New York City 


ROYAL ALBERT 
English Bone China 


MYOTT’S 
English Staffordshire Ware 











PAUL A. STRAUB & CO., Ine. 
19 East 26 Street, New York 
Importers of 


China, Glass and Earthenware 
Dinnerware, Art Goods, Giftwares 


Murray Hill 3-5460 
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‘GUARANTEED 


| FINE GOLD and KARAT GOLD 


Strictly Refiners 




















uae daaataataat Though Platinum has gone to war with other 
of Jewelry “=o strategic metals, we are happy to offer RUTHO- a 
| PALLADIUM for the duration. Sheet or wire. 


Kastenhuber & Lehrfeld 


21 West 46th Street Tel. BRyant 9-1060 New York 
We solicit your Sweeps—Filings—Serap Gold and Platinum, Metals 
Your Old Gold shipments will receive special attention 

















BACK THE ATTACK—BUY MORE WAR BONDS 


= Pa 

















7710 
P R E C 5 | Oo N MhNd SM mere 
CLEAN \ Mr ta needed 


*AT A LESSER COST 





ZENITH cieaninc sovutions 


GAL. ar. 





Regular Foam Type #1....... $2.00 75¢ 
Foam-Less Type #1.......... 2.50 80c 
Concentrate (Foam Type).... 1.50 bottle 
Rinsing Solution ............ 2.00 75¢ 
KEEP-CLEAN Jewelry Cleaner. 3.00 95¢ 
(8 oz. Jar 30¢—$3.25 per doz.) 
Plasticized Crystal Cement... 25¢ jar Buy the We are asking our invasion 
OILS—Clock, Watch, Bracelet. Wats Gaspar forces to do their utmost. Can 
later we at home be content to do 


with these savings less? a 


*More and more watchmakers are 


switching to ‘Precision Clean’ American Time Products 


ZENITH SOLUTIONS. 
580 Fifth Ave. Ine. New York; N. Y. 


ZENITH CLEANING FLUID CO., 52 Beekman St., N.Y.7,N.Y. Distributors of Western Electric Watch R als 
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Testing Precious Metals" 


How to identify, buy and sell old gold, silver and platinum metals 


Chapter IV—The platinum group of metals and the white golds 


Section B—New metals; new tests 


by C. M. HOKE 


F the student has not already done so, he should at 
once assemble his samples of platinum, platinum 
alloys, palladium alloys, white golds, and so on, and 
apply to them the traditional acid tests—first nitric acid, 
then aqua regia. 

Let us make one change, however, in the old technique. 
Instead of the traditional black stone, let us use a white 
surface, on which these tests are much more accurately 
observed. Some workers use a piece of old china from 
which the surface glaze has been etched. But undoubt- 
edly the handiest device is a porcelain or glass plate 
bearing small cavities or depressions. It is called a spot 





>a” ee 











Porcelain or glass spot plate, readily available at 
any chemical supply house. 


plate, and costs about a dollar at any chemical supply 
house.* (The spot plate needs a bit of preparation; rub 
each cavity with some emery, to remove the glaze and 
leave a smooth dull surface.) 

So, let us now with our samples of metals and alloys 
of known composition, make metallic streaks in the cavi- 
ties of the spot plate, rubbing hard with the hard metals, 
more gently with the soft ones. Next we shall treat the 
streaks with nitric acid, then with aqua regia. Following 
that, whenever such tests do not tell us all we want to 


. know, we shall add some new and additional chemicals, 


thus carrying out the new tests that have been developed 
in step with the development of these new alloys. 


* A list of all chemicals and equipment used in these tests 
will be found at the end of this chapter. 
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NITRIC ACID 

Palladium is the only member of the platinum group 
that dissolves in nitric acid. Make a streak in a cavity 
of the spot plate, add a drop of nitric acid, and observe 
the deep brown color of the solution. 

Pure palladium is too soft for most commercial pur- 
poses. Alloys stiffened with a little ruthenium and rho- 
dium have working qualities suitable for jewelry, and 
attained a mild vogue during the long Armistice. When, 
during World War II, restrictions were placed on rho- 
dium, platinum, and ruthenium, the so-called “jewelry 
palladium” came into quite general use. Several formulas 
were used, in most of which ruthenium had the role of 
hardener (with or without the addition of other ele- 
ments ), and some handsome palladium jewelry was made. 
In most of these alloys the proportion of palladium is so 
high that nitric acid attacks them at once, showing the 
brown color. Later in this chapter confirmatory tests 
for palladium will be described. 

The inclusion of even a little platinum in a palladium 
alloy greatly reduces its solubility in nitric acid. Thus 
the alloy 98% palladium with 2% platinum reacts on 
the stone like 14-k gold; and the alloy 90% palladium 
with 10% platinum resists the cold acid completely. 

Clean the spot plate after each using, dissolving any 
stain with nitric acid or aqua regia, then rinsing well 
with plenty of water. 


AQUA REGIA 

Again make streaks in the cavities of your spot plate, 
using your platinum group metals and alloys, your sam- 
ples of white golds and dental golds, and if possible in- 
cluding several samples of low-grade platinum alloys— 
alloys containing copper or nickel or silver, with or 
without gold or palladium. 

Mix up some fresh aqua regia. For this work a good 
mixture is one part nitric acid to four parts hydrochloric 
acid, and the best container is a dropping bottle. The 
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by the 


Board* 


Post-war electric clock business is going 
to be BIG BUSINESS. 


Plan now to get your share by selling 
Telechron electric clocks. Before the war, 
Telechron clocks were the most popular 
electric clocks sold—and they will be again 
after victory. 


We’re planning now to make Telechron 
clocks as soon as we’ve finished our war 
job and can get materials. That means 
you'll get Telechron clocks quickly. Noise- 


less and self-starting, they will need no 


A recent survey 


War Production 


showed — 


FATHER TELECHRON OPENS THE DOOR 


To a Big Post-war 


Electric Clock Business 


1212 million families—or one- 
third of all American house- 
holds—would buyalarm clocks 
if they were plentiful. 

In 1944 only 10 per cent of the 
demand for alarm clocks was 
met. 

67 per cent who couldn't buy 
alarm clocks reported real in- 
convenience or hardship. 


Of 39 items surveyed, alarm 
clocks ranked first among 
things consumers would buy if 
they could. 


*The WPB has permitted limited manufacture 
of self-starting, synchronous electric war 
alarms. See your distributor. 







winding, no oiling. They'll be the best and 
finest built. 


When you sell one Telechron clock, you 
open the way to repeat sales. There’s a 
need for a Telechron clock in every room 
in the house. 


REG. U. S. PAT. OFF. 
WARREN TELECHRON COMPANY, ASHLAND, MASS. 


Makers of Telechron Electric Clocks and Synchronous Motors 





PATRON 


For trustworthy, accurate 
time in the kitchen, 


Electric alarm that's bound 
to be popular. 





HERE ARE JUST 4 OF THE TELECHRON CLOCKS YOU'LL BE SELLING 








WICKFORD 
With strike, in rich early Smart, modern design in 
American case. gold and ivory. 
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Age a5 So aes cae reales 


sketch shows one type of dropping bottle. Notice the 
grooves on the stopper and in the neck of the bottle; 
when these coincide you can easily pour out one drop, 
or as many as you wish, without fumbling or waste. 


Cer e 


Dropping bottles are 
most practical container 
for mixing and measur- 
ing out your aqua regia. 














(Never close tightly any bottle that contains aqua regia. 
Keep the stopper turned so that the grooves coincide and 
the gases that evolve may escape.) If dropping bottles 
are unobtainable you can manage with ordinary glass- 
stoppered bottles and a handful of medicine droppers or 
small glass rods; but the dropping bottles are much the 
better arrangement. 

Add about four drops of aqua regia to each metallic 
streak, and await results. With some streaks the acid 
goes to work at once. With others the action is so slow 
that the hasty observer will conclude that they are not 
dissolving at all. But sooner or later, depending upon 
the nature of the alloy and the temperature of the room, 
the aqua regia will take on a deeper color and the metal- 
lic streaks will disappear. 

In a notebook write down the order in which the 
streaks are attacked. 

To hasten matters, heat the plate until it is uncom- 
fortably hot to the hand, possibly by placing it on steam 
pipes, or on an asbestos pad resting on an electric hot- 
plate; or grasp it with tongs and slip it into a pan of hot 
water; or rest it across the top of a small vessel in which 
water is boiling. 

We spoke just now of lower-grade platinum alloys— 
those containing base metals. Compared with iridio-plat- 
inum and ruthenio-platinum, these may dissolve readily 
in aqua regia, therefore may be confused with certain 
high-grade alloys in which palladium or gold is present. 
‘On the other hand, low-grade alloys containing much 
silver may be as slow to react as the very valuable 
“hard” platinums. Thus we see that the mere rate of 
solution gives only partial information as to the value of 
an alloy; thus copper or palladium hastens action, while 
silver, iridium, or ruthenium slows it down, and observa- 
tions based on speed alone can be quite misleading. 

This brings us, then, to the modern extensions of this 
method, whereby it is easy to detect palladium or gold 
(or both) in a platinum alloy; also to detect platinum, 
palladium or nickel in a white gold or dental alloy; and 
to distinguish between iridio-platinum and ruthenio-plat- 
inum. First we make a streak with our unknown metal 
and dissolve it in aqua regia. Then we add certain chem- 
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icals to the drop, and by noting the color changes we 
learn the composition of the unknown. That is the whole 
story in one paragraph. 


STANNOUS CHLORIDE TESTING SOLUTION 


This solution, often called “Testing Solution A,” jg 
extremely useful. Rightly handled it reveals the presence 
of gold, silver, platinum, iridium and palladium in soly- 
tion, and suggests the proportions in which they are 
present. It is easy to prepare and the ingredients are 
inexpensive. 

From your supply house purchase an ounce of stap- 
nous chloride crystals, and an ounce or less of pure tin 
metal—mossy, granular, or foil—but it must be pure tin, 
You will also need some hydrochloric acid, and by far 
the best container to use is a dropping bottle, similar to 
that mentioned above. These quantities will provide 
several hundred tests. 

Make up only a little of Testing Solution A at a time, 
as it does not keep well. Take about a pennyweight or 
less of the stannous chloride crystals (also called tin 
salts) in the dropping bottle, add a half pennyweight or 
so of tin metal, and fill the bottle three-fourths full of 
water. Tap water will do. Now add about 20 to 30 
drops of hydrochloric acid, more or less, to a 30 cc. bottle. 


This gives a milky liquid that is ready to use. The tin 


metal will dissolve very slowly, and it serves to keep the 
solution in good condition. Label the bottle “Testing 
Solution A”. 

As we said, Testing Solution A when properly used 
shows the presence of precious metals in solution. In 
order to get acquainted with the'color-changes involved, 
you should first make up some solutions containing these 
precious metals. You should have a solution containing 
gold, one containing platinum, and another containing 
palladium. This method is so useful and fascinating that 
most users wind up with a whole series of standard solu- 
tions, so perhaps you might as well get a half-dozen 
dropping bottles in the first place. 


STANDARD SOLUTIONS OF GOLD, PLATINUM, PALLADIUM 


To make up a standard solution, simply dissolve a 
small piece of metal in a little aqua regia, then add water. 


Procedure used in making 
standard metal solution; 
dissolving metal in aqua 
regia, heating and then 
adding water to make two 
ounces of the solution. 












Wa Ty. 


For instance, take exactly a grain of pure platinum wire; 
dissolve it in a little aqua regia, using a small porcelain 
(Please turn to page 290) 
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When can | det a new one?” 


? The time will come -—soon, we hope—- when you can 
| \ give a positive answer to clock-seeking customers. We 
\ \ cannot set a definite date till Uncle Sam says “go ahead”. 


But you can pass along these facts... 
















New and glorious clocks will be featured in the coming 
Sessions line. They will not be made of substitute mate- 
rials but rather in Pre-war Quality plus exciting new 
features of Post-war Design standards. Their pricing, 
from self-starting electric alarm clocks to the lovely 
Westminster Chime models, will be in the popular range. 

Extensive advertising and merchandising plans are 
ready to launch when production is started. The Sessions 


Clock Company, Forestville, Connecticut. 


essions (locks 


“The House of Westminster Chimes” 
se a 
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WHERE CAN | GET—? 


OTTUM WAX—What is this “bottom wax” that 
some of the old watchmakers talk about, claiming 
it. is the best for cement-brass work in staff turning 
and pivoting? (Question No. 5657.) W. R. 
Answer—The cement in question is Bottum’s wax; 
the name is derived from that of Joseph Bottum, who 
invented (in 1850) and manufactured the lathe that 
preceded the present-day form of American lathe with 
split chucks in alive spindle. In Bottum’s lathe, the 
work was all held in cement brasses, and the cement 
furnished for use with this lathe was so good that long 
after the Bottum lathe went out of use the cement 
was marketed for occasional use on cement brasses in 
the Ameriean lathe. Bottum’s cement is actually shel- 
lac; other ingredients were only to change its color. 
Orange flake shellac may be melted in a water-pan 
(“double boiler”) to prevent burning it; then poured 
into tubular moulds, or simply “pulled” into sticks, 
after partly cooling, like taffy. If you wish, you could 
add lampblack to color the shellac. 


TAFF FAMINE—There are so many standard 

models of watches we can’t get staffs for now from 
our material house here. Can you give address of any 
firm that can give the right kind of service these days? 
(Question No. 5658.) D. S. M. 


Answer—We should say that the shortage of staffs 
for even latest models of watches is general, and mate- 
rial dealers all over the country are affected alike. The 
only things we know of to suggest is to make the staffs 
needed right now. If your watchmaker hasn’t done 
much of this hitherto, it might be well to let him read 
a good book or two, and practice up somewhat to acquire 
or regain proficiency. Descriptions and prices of books 
offered. by our Book Department can be found in issues 
of JC-K or would be mailed on request. 


ATHE CHUCKS—What is the simplest way to test 
lathe chucks suspected of being untrue? I mean 
without any of these expensive precision instruments 
that are sometimes recommended. (Question No. 5659.) 
Cc. D. 
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WORKSHOP 
QUESTIONS 
AND 
ANSWERS 


Answer—Select from material stock some genuine 
balance staffs from leading factories like Hamilton, 
Elgin, etc., of sizes wherein different diameters on the 
staffs would fit the chucks to be tested. Clean the 
chucks and lathe spindle throat so no bit of foreign 
matter is there. Just close, but do not tighten, a chuck 
on a staff. With a pegwood point resting on T-rest, 
true the staff in slowly turning lathe; tighten chuck; 
this should simulate truing a job up in a cement-brass, 
Use care; remember that a perfectly true staff in a 
true chuck can show as if untrue if just “stuck in” and 
the chuck immediately tightened. If properly chucked, 
a true staff will run true if the chuck is true; and if 
the chuck is not true, this staff will run untrue. For 
examining how true the staff runs, place a piece of 
white paper or card below the work; against this back- 
ground, hold any sort of pointer, of a dark color, nearer 
and nearer the rotating staff; if the space between 
pointer and staff doesn’t “flicker” until the two objects 
make contact, that is proof of trueness of the chuck. 


IR-BLOWER—I bought a small rotary air-blower, 
like dentists use, to make blast for my gas torch 

I use for hardening steel, because I can no longer buy 
rubber discs for the foot bellows I had used. But this 
blower makes hardly enough wind-pressure to get a 
good big brush flame from the torch, and besides the 
blast comes in jerks, not in a steady stream. Can you 
advise what is wrong? The next size larger blower in 


the catalog would take a stronger motor than my one- 
fourth horse-power motor. (Question No. 5660.) R. I. 


Answer—What you say indicates that you are run- 
ning the blower at too slow a speed. Your one-fourth 
horse-power motor has sufficient power to use a larger 
diameter pulley for driving this dental blower, assum- 
ing that the pulley now used is about the 2 to 214-inch 
diameter customary on motors of this size as delivered. 
For a satisfactory steady blast from the smaller dental 
blowers, they should be run at between 2000 and 3000 
revolutions per minute. If you would write us what 
the normal r.p.m. and pulley diameter are on your motor 
we could tell you what diameter another pulley should 
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Store Supervisor 


WANTED 


> in San Francisco 




















7 % An unusual opportunity for an unusual 
man, qualified to assist in the manage-— 
ment of well-known retail jewelry chain 
with headquarters in San Francisco. 











Must know the jewelry business from 
the ground up. Permanent position with 


: # 
excellent post-war future. Salary S }] t t + n q t i) ] S t a g ]@ 

















commensurate with ability and perform— 
ance. State full details of experience, | F ° r t h 2@ M e w s h ow 
references, etc. in first letter. All Behind the still tense drama of "Mars 
applications confidential. on the Loose," we are busy setting 
Bon: B23 the stage - our part in "A Perma- 
Jewelers’ Circular-—Keystone nent Peace’! 
New scenery, new technique and new 
"stars" are on the bill. Evecything is 
“THE PATHWAY TO SUCCESS” being readied for a long, successful 
aww run. As usual, our dealers and jobbers 






will have front row seats. 







"Opening Night" may come any 
time. Watch the date! 


PR. woxreerrme ||| NEW HAVEN 
JEWELRY ENGRAVING 
BRADLEY POLYTECHNIC INSTITUTE C L 0 C K C 0 a 


SCHOOL OF HOROLOGY 
Dept C. Peoria, Ill. NEW HAVEN, CONN. 


Fine Timepieces Since 1817 


POCKET WATCHES 
WRIST WATCHES 


Both Jeweled and Non-Jeweled 
With or Without Sweep Second Hands 


ALARM CLOCKS 
KITCHEN CLOCKS 


















































Imp toved 
WATCH & 
crocx~ OILS 
For years, the majority of users of 
watch and clock oils have preferred 
Nye’s. Now, due to world condi- 
tions, others are turning to Nye for 
assured supply, and are discover- 
ing the unvarying high quality 
that built such a loyal following. 








































Nye Oil is an American product WALL CLOCKS 

dak’ your ‘materials’ supplier for _ am 

Nye Ol eee MANTEL CLOCKS 
PEDOMETERS 







WATCH ¢ BRACELET WATCH 
® CLOCK @ ELECTRIC CLOCK & 
OILS 








AUTOMOBILE CLOCKS 
Electric and Spring 


(ALL WITHDRAWN UNTIL FURTHER NOTICE) 
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be to give, say, about 2500 r.p.m. to the blower which, 
we believe, would get proper results. 


Peon BUSHINGS—I am a little stuck by a job, 
a fine old grandfather clock that has the big holes 
for winding arbors, worn badly, botched up by punch- 
ing to close them, so I want to put in good solid bush 
ings. I have a dog-face plate, but can’t figure out using 
it when it comes to boring out the holes for the arbor 
pivots, although turning my brass to fit reamed plate 
holes can be done with it. How about this? (Question 
No; 8661.) -A. L. T. 

Answer—aAs Sherlock Holmes says to Dr. Watson, 
“Elementary! All you need do with the brass stock 
held between centers and driven by the dog-face plate 
is to turn a shoulder on one end of the brass to a snug 
fit in your largest wire-chuck, leaving not more length 
of full-diameter brass than for one bushing. Then with 
the brass held in your wire chuck, turn the outside to 
fit the plate hole, then drill or bore it to fit the arbor 
pivot. A good form to give these big bushings, outside, 
is to turn a shoulder on one end, forming a head to rest 
against the outer side of the plate, and rivet the bush- 


ing in from its other end. 


TNGRAVING STEEL 
H4 engraved? That is, can you tell us any trick to 


How can stainless steel be 


make this metal cut easier than doing it as we work on 
gold, silver, etc.? (Question No. 5662.) J. M. 
Answer—Stainless steel is difficult to engrave; it 
is not only harder than precious metals, but it has a 
peculiar toughness that makes the graver tend to stick 
in the cut. The two suggestions we can make are: 
(1) Design of engraved work should be confined as 
far as possible to what can be produced by “simple” 
cutting strokes of the graver:; avoid effects like the 
shading on curves of script lettering; use block letters, 
cut rather shallow, with a round-point tool; (2) dip 
the graver point from time to time in spirits of turpen- 
tine, although this may not be found necessary if you 
stick to simple types of lettering and graver-cuts. Round- 
bottomed cuts are more easily made in stainless steel 
than flat-bottomed cuts with the square tool. Do not 
let a customer persuade you to do an ornamental job 
m steel; better convince him to limit the work to in 
scriptions—names, addresses, dates and the like. 


pha gio PALLADIUM-—What is the best to 
use for polishing palladium? (Question No. 5663.) 
H. I. 
Answer 
as for gold or silver. For the final polishing, use “‘white 


For preparatory buffing, use tripoli just 


rouge,” as many call the special preparation that has 
long been used for platinum. 


Palladium is polished 


the same way as platinum is polished. 


Wt TIME LATHES—Do you think it wise to 
buy a lathe with unhardened spindle like many 
now in the market? (Question No. 5664.) R. S. 

Answer —Very positively not; a soft steel spindle 
cannot stand the wear it has in use. Besides, its use 
indicates a cheapening of the work on a lathe that would 
probably be followed out in other parts of it. One cannot 
do good work with inferior tools. 
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ENDING MAINSPRING—When I go to bend a 
hook on end of mainspring to catch a short piece 
that goes into the barrel hook, it generally cracks for me. 
What can be done? (Question No. 5665.) J. R. M. 
Answer —Heat the end of the spring to a dull red, 
not hotter. Bend to a curve but not yet a sharp bend. 
Lay inside the curve a short piece of mainspring. Com- 
plete bending by using a pair of flat smooth-jaw pliers, 
heated quite hot, but of course not red-hot. Remove the 
piece of spring. This procedure practically always works 


successfully. 


EIGHT BALANCING 


poising balances, is it better to add washers at light 


-For altering weight in 


points or to undereut screws at heavy points? (Question 
No. 5666.) W. B. 

Answer — Generally we would favor undercutting 
screws because of the better appearance of the work. 
Usually the method to use could be chosen without re- 
gard to affecting total weight of balance, but in a rare 
case, where a considerable change of total weight would 
be required, and should be avoided, it might be better to 
combine the methods. Use washers at light point and 


undercut screws at heavy point. 


ECONDITIONED BUFFS—How can muslin pol- 

ishing buffs that have become caked too much with 
polish be reconditioned to be more like new buffs? (Ques- 
tion No. 5667.) <A. N. 

Answer—Cut sharp-pointed teeth in the edge of a 
piece of sheet-copper, copper about one-half millimeter 
thick and the edge about three inches long, the teeth cut 
forming about 60-degree angles between their sides. It 
is more comfortable to handle if the edge of the copper 
opposite to the teeth is riveted into a piece of broom- 
handle in which a slot is sawed lengthwise about to the 
center of the handle, into which the copper is set. Hold 
this copper comb against the face of the buff as the buff 
runs in the lathe. Hold it so that the comb doesn’t dig 
into the buff; hold it on the lower part of the buff, not 
on or above the center, otherwise the buff might catch 
the comb and tear it out of your hands. This process will 
remove excess polish caked in the fabric of the buff and 
restore the “pile” of the fabric. 





TESTING PRECIOUS METALS 


(From page 286) 


dish and heating gently until all the metal dissolves. Use 
as little aqua regia as will do the work. Wash the solu- 
tion .with water into a glass-stoppered two-ounce bottle, 
and fill the bottle up to the mark with water. Label this 
bottle “oNE GRAIN PLATINUM IN 2 FLUID OUNCES OF 
SOLUTION.” 

(When your only object is to become acquainted with 
the various solutions, it is not necessary to use exact 
measurements. But later on, when trying to approximate 
the amount of precious metal in a solution, it will be 
extremely helpful to have standard solutions made up 
with a definite weight of precious metal in a definite 
volume of liquid. Therefore it saves time to make up 
your solutions in the beginning according to a definite 


plan.) 


(Continued next month) 
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A STANDARD OF ACCURACY 
SINCE 1886 







“Athena” — an eight- 
day, jewelled, thin mo 


Chelsea’s 
vement in 


a solid cast bronze, tilting case 





a” 


BUY 
WAR BONDS 


The a War 


Bond in peacetime will look for 


customer who cashes 


quality in the merchandise he buys. 


Chelsea’s postwar fine - precision 





clocks will have that quality. - 





CHELSEA CLOCK COMPANY 


340 EVERETT AVENUE, CHELSEA 50, MASSACHUSETTS 





COSTUME JEWELRY 


— FOR IMMEDIATE DELIVERY — 





EARRINGS LOCKETS 
BROOCHES ANKLETS 
PENDANTS LUCITE = ROSARIES 
BRACELETS DISPLAYS  gapy jeweLry 
RINGS COMPACTS 


FLANAGAN-KOVAC CO. | | 


WHOLESALE JEWELERS 
24 E. 6th ST. CINCINNATI 2, OHIO 











JUST PUBLISHED — newest book is com- 
prehensive and is arranged 

A PRACTICAL COURSE in three parts: General 
IN HOROLOGY Principles; Practical Re- 


pairing and Adjusting. 


HAROLD C. KELLY ees Pages — 40 Illustrations = 
Southwestern Institute of Technology Price $2.75 Postage Prepaid = 


THE JEWELERS’ CIRCULAR-KEYSTONE 
100 E. 42nd Street New York 17, N. Y. 
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HONOR ROLL PLAQUES 


1 War-Time Active Mone »y-Maker 
These distinctive Ho or Bolls are ast in a non-cr 4 
st tute es Bronze Thee lk ok just like Bronz 
Low tra 
“TESTIMONIALS . 
Send for dlustrated literatur 
Arrange Now for Postwar BRONZE. ‘TABLETS. 
Avoid delay later. 
UNITED STATES BRONZE SIGN CO., INC. 
“BRONZE TABLET HEADQUARTERS 











570 Broadway New York 12, N. Y. 
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for Southern California 
EXPERIENCED 


<4 Store Managers 


4 Credit Managers 
<4 Sales Managers 
< Watchmakers 
Salesmen 

Sales Women 


Office Clerks 


MALE & FEMALE 
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< 
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If you are coming to So. California 


The JEWELERS 24 KARAT CLUB 
of Southern California invites your 


application. 


Providing you are in non-essential work. 


Permanent positions, excellent working con- 
ditions, with members of the JEWELERS 
24 KARAT CLUB which comprises some of 


the leading retail jewelers in So. California. 


Contact and give your past experiences, 
Ss . 

qualifications, and references, in confidence. 

The Secretary of the 


Jewelers 24 Karat Club 


of Southern California 
362 So. Broadway _—Los Angeles (13), Cal. 
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Special Notices 


Payable invariably in advance. 


Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 


SITUATION WANTED 75c. for 
first 25 words. Additional word 5c. a 


word. 


Heavy type, $3.00 for first 25 
words. Additional words, 10c a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 


If answers are to be forwarded, 15c. 
extra to cover postage must be en- 


closed. 


Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 


Special notice forms close 13th of 
month, 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 


To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
100 E. 42nd St., New York 17 


————— 


Situations Wanted 
Under this heading, 75c. for first 25 


words, 5c. for each additional word; 
minimum charge, 75c. 


GRADUATING student of watchmaking 
desires afternoon job in New York. 
Address “B., 5986,” care Jewelers’ Cir- 
cular-Keystone. 


SALESLADY, experienced in retail jewel- 
ry line excellent references; consider 
only City of New York. Address “H., 
71,” care Jewelers’ Circular-Keystone. 


FIRST CLASS jewelry jobber, stone 


setter and engraver; over 30 years’ 
experience; best references. Address 
“E., 5894,’ care Jewelers’ Circular- 


Keystone. 


SALESMAN, experienced, desires. posi- 


tion with well established jewelry con- 
cern or credit stores; finest references; 
New York City only. Address “Y., 


»961,”" care Jewelers’ Circular-Keystone. 





SALESMAN, diamonds, watches, avail- 


able finer jewelry store; thoroughly 
experienced; best of references as to 
haracter and _ ability. Address “F., 


5989," care Jewelers’ Circular-Keystone. 


SHOWROOM selling position wanted by 


young lady with personality and _ in- 
telligence ; experienced jewelry, 
watches Address aS 5995, care 


Jewelers’ Circular-Keystone, 


YOUNG LADY, intelligent, personality, 


capable, will manage New York jewel- 
ry office for out-of-town firm. Address 
“F., 65996," care Jewelers’ Circular- 


Keystone. 





WATCHMAKER, 


expert on Swiss and 


American; Bowman graduate; draft 
exempt; 20 years’ experience; best of 
references, Address “B., 44,” care 


Jewelers’ Circular-Keystone. 


SALESMAN experienced in retail jewel- 


ry cash or credit store; can furnish 
best of references; greater New York 
preferred. Address “K., 72,” care 


Jewelers’ Circular-Keystone. 


WATCHMAKER; Jacksonville - Miami 
vicinity; 20 years’ experience small 
watches; age 38; best of references. 
Address “F., 5940,” care Jewelers’ 
Circular-Keystone. 








INSPECTOR, formerly with the U. S. 
Customs, age 41, pleasing personality ; 
appraiser, estimator, sales manager, all 


around man; 20 years’ jewelry experi- 
ence seeks _ position. Address “G., 


5905,”’ care Jewelers’ Circular-Keystone. 





DIAMOND SETTER and engraver, ex- 
pert in either branch, wishes to locate 
within 250 miles of New York City; 
references as to character and ability. 
Address “F., 5895,” care Jewelers’ Cir- 
cular-Keystone. 





PAWNBROKER, appraiser, manager, 
counterman, salesman, 16 years’ pres- 
ent position ; expert diamonds, cameras ; 
fine record; desires opportunity offer- 
ing future; age 33. Address “H., 5906,” 
care Jewelers’ Circular-Keystone. 





WATCH SALESMAN, experienced; de- 
sires position with known watch house, 
formerly with outstanding watch ccn- 
cern; preferably New York § state; 
finest reference. Address “Z., 5962,” 
care Jewelers’ Circular-Keystone. 





BOOKKEEPER, executive ability, com- 
plete knowledge of jewelry manufac- 
turing; capable of assuming full charge 
of office; metropolitan area. Address 
“D., 5966," care Jewelers’ Circular- 
Keystone. 


VALUABLE MAN; store manager; 
seeks connection prominent installment 
jewelry chain; minimum salary to 
start $15,000; highest reference; avail- 
able 1945. Address “H., 7,” care Jewel- 
ers’ Circular-Keystone. 

SALESMAN desires position in high 
grade store, diamond or watch depart- 
ment; Gentile; thoroughly experienced ; 
excellent references; prefer Chicago or 
suburb. Address “D., 5988,” cure 
Jewelers’ Circular-Keystone. 








JEWELER and experienced model 
maker; owner has casting equipment; 
interested in contacting manufacturer 
for this type work; salary or contract 
basis. Address “B., 32,” care Jewelers’ 
Circular-Keystone. 


JEWELER; experienced finest type hand 
made pieces, wishes connection with 
reliable, New York manufacturer for 
this type jewelry; salary or contract 
basis. Address “P., 33,’ care Jewelers’ 
Circular-Keystone. 

BOOKKEEPER-Sstenographer, 12 years’ 
experience, full charge, trial balance, 
taxes, three years diamond _ whole- 
salers, two years jewelry; presentable, 
efficient; $45. Address “V., 37,” care 
Jewelers’ Circular-Keystone. 





SALESMAN, 20 years’ retail experience 
diamonds, fine jewelry, watches, wishes 
to represent well established manufac- 
turer or diamond importer. Address 
“F., 56,” care Jewelers’ Circular-Key- 
stone. 

retail man, producer, not 

clerk; experienced all types of opera- 

tion; full charge or assistant to owner; 
available soon for right proposition. 

Address “C., 46,’’ care Jewelers’ Cir- 

cular-Keystone. 





CAPABLE 





YOUNG LADY, 
experienced in 


bookkeeper thoroughly 
the jewelry manrufactur- 
ing line, capable of taking full charge 
of office, wishes responsible position. 
Address “A., 58,” care Jewelers’ Circu- 
lar-Keystone. 


YOUNG LADY, trustworthy, compete: 
order clerk; capable of handling deta 
work intelligently ; experience riz 


manufacturer and watch importer; ex 
cellent references. Address “D., 5893 
care Jewelers’ Circular-Keystone. 





SALESMAN with full knowledge of th 
Wholesale watch and jewelry busines 
desires connection as inside man; Ne 


York City preferred; can furnish bes 
reference as to character and ability 
Address “X., 5960,” care Jewelers’ Cir 
cular-Keystone. 

BOOKKEEPER, typist, full charge; 1 
years’ experience; seven years with 
precious stone house; capable of tak 


ing complete charge of office; excellen 
background; executive ability; desire 
position in same line. Address “J 
5907,” care Jewelers’ Circular-Keyston: 





SALESMAN; outstanding performance ; 
diamonds, watches; immediate availa- 
bility reputable store Seattle, Tacoma 
or Portland; consider temporary posi- 
tion offering possible permanence. Ad- 
dress “G., 6,” care Jewelers’ Circular 
Keystone, 

SALESMAN, 12 
complete knowledge of diamonds, 
Watches and jewelry, window  trim- 
ming, estimate repairs, do minor jobs; 


years’ retail experience, 


New York or vicinity; excellent refer- 
ences. Address “G., 22,” care Jewel- 
ers’ Circular-Keystone. 


—_ 


INGRAVER; expert engraver desires 
position in high class store or shop; 
25 years’ experience doing finest work, 
monograms and small inscriptions on 
gold and silver; top salary. Address 
“P.P.O., 48,” care Jewelers’ Circular- 
Keystone. 








IIAMOND and jewelry retail salesman 
of high ability; 20 years’ experience 
diamonds, fine jewelry, watches, buye! 
qualifications; desires permanent re- 
sponsible position with better class 
concern. Address “D., 55,” care Jewel- 
ers’ Circular-Keystone. 


—_ 


JEWELRY BUYER or assistant buyer, 
young man, 39, 10 years’ retail ex 
perience as salesman-manager, desire: 
position with reliable organization i) 
buying capacity with view to becoming 
full buyer. Address “S., 52,” care 
Jewelers’ Circular-Keystone. 








WATCHMAKER, 438, 29 years’ experi- 
ence, unusually accurate workman; 
good appearance, born U. S. A., de- 
sires position with high grade concern ; 
state salary offered and hours. Address 





“G., 64,” care Jewelers’ Circular-Key- 
stone. 

LADY, 17 years’ experience in retail 
jewelry, desires permanent position; 


experience in selling, assisting in buy- 


ing; also some knowledge of book- 
keeping; capable and _ conscientious; 
A-1 reference. Address “C., 60,” care 


Jewelers’ Circular-Keystone. 





MANAGER-salesman, thoroughly experi- 
enced, cash-credit merchandising, ad- 
vertising displays, collections, repair 
estimating and complete store opera- 


tion; immediate satisfactory results 
assured. Address “J., 5840,” care 
Jewelers’ Circular-Keystone. 





MAN, 40, wishes position in office of 


manufacturer of stone rings or other 
jewlry; 20 years’ experience buying 
and selling in jewelry line; wishes to 
connect with wholesaler, manufacturer 
or jobber; general office work; now 
with government. Address “K., 25,” 
care Jewelers’ Circular-Keystone. 


MANAGER-salesman, thoroughly ex- 


perienced cash-credit merchandising 
window trimming, collections, repair 
estimating, do minor jobs, complete 


store operation, seeks permanent posi- 


tion New York or vicinity. Address 
“H., 23,” care Jewelers’ Circular-Key- 
stone. 
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SITUATIONS WANTED—Continued 








[AMOND EXPERT, appraiser, also 
wide knowledge of jewelry; over 20 
years’ experience where precise ap- 


praisals were made on the basis of 
mature judgment; refined; executive 
ability; buyer qualification ; now em- 
ployed. Address “E., 4,” care Jewelers’ 
Circular-Keystone. 

ALESMAN, established retail store in 
Milwaukee or suburbs; married; draft 
exempt; age 30; personable, neat and 
ambitious; permanency and advance- 


ment; postwar security; good business 
and educational bac kground. Address 
“E., 5,” care Jewelers’ Circular-Key- 
stone. 

YOUNG MAN, married, draft exempt, 


salesman with 
metropolitan 


desires position inside 
retail or wholesale firm, 
New York area; thorough sales experi- 
ence, complete knowledge watches, 
watch materials, jewelry, light watch 
repairing and estimating. Address “D., 
53,” care Jewelers’ Circular-Keystone 





HOROUGHLY experienced diamond 
man, now employed as buyer of dia- 
monds and jewelry wishes to make a 
change; capable assuming full _ re- 
sponsibility, buying, selling and man- 
agement; enviable background Ad- 
dress “A., 41,” care Jewelers’ Circular 
Keystone. 


SALESMAN - MANAGER retail; 39; 
single 10 years’ thorough experience 
every phase retail jewelry business, 
desires connection with better class 
store in Miami area; able take com- 
plete charge, salary plus commission; 
excellent references Address res pe 
5924,” care Jewelers’ Circular-Keystone 


EXPERIENCED jewelry saleslady, as- 
sociate member of American Gem 
Society, will soon take examination 
for registered jeweler A. G. S., de- 
sires a position with a firm in- 
terested in gemology. Address “N., 
5737,” care Jewelers’ Circular-Key- 
stone, 

YOUNG MAN, 39, single, 10 years’ re- 
tail jewelry experience as salesman- 
manager desires position with manu- 
facturer or wholesaler, New York City 
only, as inside and outside man or de- 
partment head, or with smart Fifth or 
Madison Ave. store; excellent refer- 
ences. Address “V., 5923,” care Jewel- 
ers’ scintiinaeeliaaiedaniane 





ATS HMAKE R, experienced in all 
pg tan of the jewelry business, both 
legitimate and credit, desires connec- 
tion with opportunity to buy store; 


eastern Pennsylvania and northern 
states preferred: married, Gentile, 
draft exempt; references; now em- 


Ployed. Address “E., 5938,” 
ers’ Circular-Keystone 


care Jewel- 





CAPABLE business man of widely di- 
versified experience; many years 
wholesale diamonds and jewelry, seeks 
responsible position; also experienced 
buying from public; presently con- 
nected large jewelry house as buyer; 
executive with outstanding qualifica- 
tions. Address “Y., 40,’’ care Jewelers’ 
Circular-Keystone. 





DIAMOND EXPERT, 29 | years’ diversi- 
fied experience, now buyer large jewel- 
ry firm, would consider change; thor- 
ough knowledge of loose diamonds, 
mounted jewelry, old mine diamonds, 
extensive buying experience here and 
abroad; executive of character and 





ability. Address “Z., 42,” care Jewel- 
__ ers’ Circular- Keystone. 
CAPABLE sale -sman with initiative, 


good appearance and education, desires 
affiliation with progressive manufac- 
turer of fine jewelry line or mount- 
ings, who can make deliveries; to 
cover New York City better class of 
wholesale trade; available immediately. 
Address “D., 51,” care Jewelers’ Cir- 
cular-Keystone. 


PEARL department manager (woman) 
18 years’ experience; complete 
charge employees, counter trade, 
billing, repair department; sales- 
men’s lines, orders, inventory, super- 
vising of homework, etc.; typist; 
New York City only; $40 to start. 
Address “*A., 49,” care Jewelers’ Cir- 
cular-Keystone. 


EXECUTIVE, supervisor, organizer, ina! 
ager, buyer, merchandiser, 10 years 
experience including all phases of the 
credit jewelry business; honorably dis- 
charged from the army, single, 43 
years old; only interested in associat 
ing with high grade organization whos 
reputation must be as unquestionable 
as my own and with a guaranteed 
future to assure permanency for all 
concerned ; salary $125 weekly. Address 
“W., 5959,” care Jewelers’ Circular- 
Keystone. 


YOUNG MAN, 239, single, neat 
ance, desires position in retail 
etc., as salesman (counter) and estima 
tor; honorably discharged from Army ; 
graduate of Bowman Technical School 
in watchmaking and engraving; four 
years’ experience; A-1 references; sa 
ary secondary if position offers op 
portunity for advancement all details 
first letter; no watchmaking as I de 
sire to get away from the bench. Ad- 
dress “L., 11,” care Jewelers’ Circular- 
Keystone. 


appear- 
store, 


THOROUGHLY competent § store man- 
ager-salesman with expert knowledge 
of watch repairing and engraving and 
the retail jewelry business in general; 
sold my store recently and now open 
for good connection especially inter- 
ested in leasing jewelry department of 
reputable department store, or posi 
tion with firm in above capacities re- 
quired, with future of acquiring an in- 
terest in the business; Gentile; age 48 
and married. Address “H. W. S., 34,” 
care Jewelers’ Circular-Keystone 











Lines Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





PACIFIC COAST representative desires 
manufacturer's line of gold filled 
goods; finest references. Address “H., 
5900,” care Jewelers’ Circular-Keystone 


TO A VOLUME minded manufacturer; 
if you require real representation west 
of Denver, Pacific Coast, please write 
“N., 5903," care Jewelers’ Circular- 
Keystone. 


EXPERIENCED salesman, Chicago 
headquarters, desires attractive qual- 
ity line for Chicago territory. Address 


“Circular 1358," Room 1415, Heyworth 


Bldg., Chicago, Il. 
OUTSTANDING representative, Pacific 
Coast, with exceptional jobbing con- 


nections wants a manufacturer’s line; 
particulars and references on request 
Address “L., 5902,” care Jewelers’ Cir- 
cular-Keystone. 


SALESMAN with Chicago office, years 
of successful experience, 100% ac- 
ceptance among wholesalers of this 
territory, open for manufacturer’s line 
Address “Circular 1357,” Room 1415, 
Heyworth Bldg., Chicago, Ill. 


WATCHES; witenneas traveling in 
Michigan and Ohio desires good line 
of Swiss watches, established trade; 
best references; commission basis. 
Address “J., 24,” care Jewelers’ Cir- 





cular-Keystone. 


SALESMAN calling on wholesalers only, 
Pacific Coast, requires manufacturer's 


line of ladies’ and gents’ stone rings; 
possesses fine followin conducive to 
volume business; references Address 


“J., 5901,” care Jewelers’ Circular-Key- 


stone, 


JOBBER exhibiting at jewelers and gift 
shows, wants direct from manufac- 
turers, gold filled, sterling silver, 
rhinestone costume and jewelry items, 
also novelties, gifts, pearls and watch 
attachments. Address “F., 5595,” care 
Jewelers’ Circular-Keystone. 








Side Lines 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 








SALESMAN to carry side line of gold 


} + 


cocktail watch cases and attachmen 
basis; write territory 
overed and reference Address “M., 
19," care Jewelers’ Circular-Keystone 


on commission 


SALESMAN, traveling south or s I 
west, to carry fast selling shell and 
seed tume jewelry ; commission 
basis tate references. Puerto Rican 
Handeratts, 225 Fifth Ave., New York 
10, N. Y¥ 


SALESMAN, all territories, cocktail 
watch cases and attachments; with 
followi ng for same; commission 10% 
to 1744%; write references and details 
in first letter. : 


p 


Address “O., 20,” care 
Jewelers’ Circular-Keystone. 


SALESMEN selling retail jewelers, de- 
partment stores, to carry sterling 
silver and gold religious medals, jewel- 
ry and high class leather goods. Ad 
dress “V., 29,” care Jewelers’ Circular- 
Keystone. 


SALESMAN wanted for New York call- 
ing on department stores, jewelry 
stores and resident buyers; side line 
fine gold jewelry; state experience and 
references when replying. Address “F., 

, Jewelers’ Circular-Keystone 


63,” care 


SALESMAN for the middle west and 
part of south to represent a well known 
manufacturer of a geod line of gold 


mountings that sell; must have a 
following among jobbers and whole- 


salers; good opportunity for proper 
man. Address “P., 6951,” care Jewel- 
ers’ Circular-Keystone. 





GOLD JEWELRY salesmen; here’s an 
opportunity to carry a line of sterl- 
ing silver jewelry for the better 
class jewelry and department stores; 
applicants can have non-conflicting 
lines, but must have substantial fol- 
lowing in these trades and be able 
to show earnings averaging about 
$10,000 yearly; we will pay liberal 
drawing account and commission 
with strong possibility of your earn- 
ing big money; we want one man 
for each of these three territories, 
Middle West, South and Pacific 
Coast; write stating experience, 
lines now being carried and a few 
names of some of the buyers in 
your territory with whom you are 
favorably known; confidential. Ad- 
dress “G., 5942,” care Jewelers’ Cir- 
cular-Keystone. 





(Continued on page 294) 
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Help Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


Essential Workers need Rel. St £ 











WANTED, two watchmakers, where it is 
summer all winter; permanent or for 
the winter S. I. Echelbarger, Fort 
Meyers, Fla. 





WATCHMAKER, experienced, good sal- 
ary; permanent job. Medlock, Jeweler, 
213 's. Main, Pshinetintche Ohio. 


WATCHMAKER for 
working conditions 
Main, Akron, Ohio. 


small store best 
Lentsch, 4 S. 


ENGRAVER, letter and scrip; busy 
trade shop; yearly work Farmer 
Bros., 107 N. E. Ist Ave., Miami, Fila 


WANTED 
Harrington Co., 
bus, Ohio 


engrave! good pay. The 
84 N. High St., Colum- 


SALESMAN wanted for retail jewelry 
gift store near New York City; good 
opportunity Address “A., 57,’’ care 

Jewelers’ Circular- Keystone 


WANTED jewelry repair and_= special 
order man; permanent. Address Chas. 
FE Damm, Inc., 703-711 Main St., Buf- 
falo ¢ z 


SOLDERERS precision silver on brass 
highest priority work Lewis Precision 
Company, 6 Church St., New York 6, 
N. Y 


SALESMAN, experienced, one who wants 
to earn Pood salary; steady position. 
Address “N., 27,” care Jewelers ir 
cular-Keystone 

WANTED at once, repairman to do light 
jewelry eer and wait on trade. Ad- 
dress “FE 968," care Jewelers’ Circu 
lar-Ke yst 


WANTED, watchmaker, jeweler and 
engraver; good _all- ‘around man; 
permanent position; $125 per week. 


Joe Lucas, Orange, Texas. 
Ww ANTE "material man for Pacific 
( rade yy state experience first letter. 


Address “J., 5944,” care 
cular-Keystone. 
WANTED; reliable person or persons to 
do watch repairing; when answering 
give full particul: urs. Address ‘“M., 
59 48,” care Jewe “le rs’ Circular -Keystone. 


WATCHM.: AKE R: permanent position, 


very good salary; excellent working 


Jewelers’ Cir- 





conditions. Gold-Stone’s, 148 East 
Front St., Plainfield, N. J. 

WANTED, watchmaker, depend: ible and 
capable; excellent opportunity With 


good working 
position. 
Jewelers’ 


conditions ;_ permanent 
Address as a 5974,” care 


Cire ular-Ke on 





WANTED, watc hmaker to work on 50% 
commission; store furnishes material: 
pleasant working conditions. Address 
“V., 5954,” care Jewelers’ Circular- 
Keystone. 


WATCH repairman, strictly commission 
basis ; work plentiful; excellent work- 
ing conditions; job permanent to first 
class mechanic. Wire our expense Gem 
Jewelry Company, Columbus, Ga. 








Essential Werkers need Rel St ents 








JEWELER, repair man and engraver, 
$1.90 an hour, time and half over- 
time, double time for Sundays. John 
A. Marshall, 508 Close Bldg., To- 
ledo, Ohio. 





WANTED, clockmaker’ experienced in 
repairing all types of chime clocks; 
steady position for postwar security. 
H. D. Maxwell, 807 Ridge Ave., N. S., 
Pittsburgh, Pa. 





WANTED, watchmakers and combina- 
tion men in well equipped air condi- 
tioned jewelry store; can make as 
much as you want to. Carter Jewelry 
Co., Leesville, La. 





WATCHMAKER for West Coast posi- 
tion; permanent; good working condi- 
tions; state age and experience. Ad- 
dress “E., 2040,’ care Jewelers’ Cir- 
cular-Keystone. 





WANTED, first class watch repair man 
for benchwork; only good man need 
apply; permanent; name own wages; 
transportation will be paid. Dunbar 
Jewelers, Yakima, Wash. 





JEWELER, special order and mode! 
maker to take charge of casting de- 
partment; no limit to salary  pos- 
sibilities for right man. Address “D., 
5387,” care Jewelers’ Circular-Keystone. 


Essential Workers need Rel Statemens 








WANTED, first class watchmaker; per- 
manent position for good man; give 
references and experience in first 
letter. Perkinson Jewelry Co., High 
Point, N. C. 





WATCHMAKER, dependable and capa- 
ble; excellent opportunity; pleasant 
working conditions; permanent; state 
age, qualifications and salary expecte: 
Address “J., 4321,’ care Jewelers’ Cir 
cular-Keystone. 





WANTED two watchmakers, also one 
clockmaker; plenty of high grade 
work; salary or commission; excellent 
working conditions. Frank Lain¢ 
Jeweler, 667 Hancock St., Quincy 
Mass. Tel. Pre. 7800. 





WANTED, watchmaker and engraver 
$75 week guaranteed and all overtime 
you want to make; plenty of good 
clean work in nice air conditioned store 
J. L. Albriton, 418 East Capitol, Jack- 
son, Miss. 





WATCHMAKER, permanent position for 
A-l, ———— in high grade Ameri- 
can and Swiss watches, with old estab- 
lished firm in the South at once. Apply 
to Box “M., 4889,’ care Jewelers’ Cir- 
cular-Keystone. 








WATCHMAKER, aca perma- 
nent position with old established firm ; 
$100 per week; state full particulars 
in first letter. Winters Jewelry Com- 
pany, 120 North Broadway, Wichita, 
Kan. 


WATCHMAKER with first class refer- 
ences for,permanent employment in 
well established store; pleasant sur- 
roundings; good pay; western Massa- 
chusetts. Address “F., 6791,’ care 
Jewelers’ Circular-Keystone. 








JEWELER who is able to do light manu- 
facturing; a wonderful opportunity for 
a steady man, age up to 60. Address 


“C., 14,” care Jewelers’ Circular-Key- 
stone. 
JE WELRY setter who is able to do 


some repair work; a wonderful op- 
portunity for a man with ability; 
pleasant place to work. Address “N., 
18," care Jewe lers’ Cire ular-Keystone. 
ASSIST. ANT credit manager with man- 
agerial possibilities in the near future: 
only those with retail credit jewelry 
experience apply. Address “P., 28,” 
care Jewelers’ Circular-Keystone 

Ww ATC HMAKE R, good mechanic ; qual- 
ity, not quantity desired; good work- 
ing conditions and hours: permanent 
watch repair dept. Fred J. Cooper, 109 
S. 13th St., Philadelphia 7, Pa. 


WAT CHM. AKE R; experienced, sober; 
permanent job $100 per week; sal- 
ary or commission basis; best city in 
south. Ben E. Wilson, 131 Shore- 
land Areade, Miami, Fla. 


WA NTED: first class watchmaker per- 
manent position, good working condi- 
tions; no jewelry or clock work: $75 
per week. J. W. Anderson, Jeweler, 
Beloit, Wis. 


WAT ‘HM AKE R te to do high er: rade trade 
work at home; good chance to start 
in business for yourself; Ohio jeweler. 
Address “B., 5928,” care Jewelers’ Cir- 
cular- ‘Keystone. 


FIRST CLASS watchmaker: perma- 
nent position; pleasant working and 
living conditions; air conditioned 
store; not a wartime job. V. V. Vick, 
( ‘olumbus, Ge orgia. 





‘LOC K repairman, experienced, over 35 
years old, to repair and service antique 
and modern clocks; references. Shrews- 
bury Clock & Instrument Co., 696 
Madison Ave., New York City. 

SALESMAN ons fine gents’ diamond 
mountings and stone rings, in New 
York City and middle west, to retail 
stores. Address “E., 62,” care Jewel- 
ers’ Circular-Keystone. 





WATCHMAKER, first class, one capable 
of taking complete charge of repair 
department with small established 
firm; excellent salary to qualified per 
son. Tobey’s, 2115 Penna. Ave., N.W., 
Washington 7, D. C. 


ALL AROUND engraver for active trade 
shop in Atlanta; good man can make 
up to $150 per week; give references, 
draft status and when available in 
first letter. Address “D., 5978,” care 
Jewelers’ Circular-Keystone 





JEWELER for general repairing and 
special order work; must do good 
work; $80 per week; permanent job 
and excellent working conditions. C. F 
Fosnaugh, 8 W. Main St., Springfield, 
Ohio 


JEWELRY polisher who is able to do 
some jewelry work; a fine shop and a 
fine city; state experience, where in 
the past employed and salary expected 
Address “R., 17,” care Jewelers’ Cir- 
cular-Keystone 


WATCHMAKER; to take charge of re- 
pair department for old _ established 


jewelry concern in New York City; 
permanent position with top. salary; 
reference desired Address “G., 5897,’ 


care Jewelers’ Circular-Keystone. 
WATCHMAKERS; trade shop in New 
York will give work out to first class 
watchmakers, no others; write for 
interview. Address “T., 35,°? care 
Jewelers’ Circular-Keystone. 
WATCH repairman, 
bench furnished; 


commission basis; 
work plentiful; ex- 


cellent working conditions; air condi- 
tioned store; wire my expense Roy 
Bartlett Jewelry Store, 303 Navarro 
St., San a. Texas. 





WATCH salesman and buyer; excel- 
lent opening for a qualified man in 
watch department of old established 
concern in Washington, D. C. Ad- 
dress “D., 2,” care Jewelers’ Circu- 
lar-Keystone. 





294 


THE JEWELERS’ CIRCULAR-KEYSTCNE 








wait 


ents 


, Per- 
Zive 
first 

High 


~apa- 
sant 
state 
cted 
Cir 


one 
rade 
llent 
rine 
ncy 


yer 
ime 
‘ood 
ore 
Ck - 


er- 

In 
1r- 
3a- 
Le 


le 
ir 
ed 








HELP WANTED—Continued 


Essential Workers need Release Statements 











VATCHMAKERS; permanent peace time 
place for four in old established 
privately owned store that only takes 
in good grade work; reference and 
salary in first letter. Stiles Jewelry 
Store, Hazard, Ky. 


HIGH CLASS engraver; steady em- 
ployment; ideal working conditions; 
write giving experience and refer- 
ences; permanent position. Geo. T. 
Brodnax, Inc., Memphis 1, Tenn. 








HIGH CLASS watchmaker on 50-50 
basis; all materials supplied; per- 
manent position; well equipped 
shop; write giving experience and 
references. Geo. T. Brodnax, Inc., 
Memphis 1, Tenn. 





WATCHMAKER wanted for permanent 
position, must be capable and steady 
salary $90 weekly to start; good work- 
ing conditions; located 10 miles from 
Detroit. Write or wire Elson Jewel- 
ers, Ferndale, Mich 


JEWELERS; established Detroit firm 
manufacturing emblem rings and 
mountings; New work; permanent; 
time-and-half for overtime. Address 
“C., 5890,” care Jewelers’ Circular- 
Keystone. 


WANTED a first class watchmaker in 
Virginia town delightful climate 
permanent job to right man; also first 
class optical shopman, one who can 
grind lenses and manage shop. Hodges 
Jewelry Store, Covington, Va 


SALESMAN wanted for retail credit 
jewelry store, 40 miles from New York 
City; marvelous opportunity; perma- 
nent job for right man; salary $65 
weekly to start. Address “N., 5950,” 

care Jewelers’ Circular-Keystone 





MATERIAL man or junior, capable of 
taking charge of department; must 
have had five to ten years’ experi- 
ence; give particulars of work now 
doing. Stanley O. Jacobs Company. 
315 W. Fifth St., Los Angeles, Calif. 


WATCHMAKER and engraver wanted 





$75 per week plus commission; this 

not a wartime job, but permanent for 
right party; state experience, quali- 
fications and references. teick (The 


Square Deal Jeweler), Main St., 
Poughkeepsie, N. Y 


WANTED, head watchmaker, for old 
established concern; permanent po- 
sition; must be first class man; 
guarantee of $150 per week; write 
or wire our expense. Feffer Jewelry 
Co., 1144 Broadway, Columbus, Ga. 


SALESMAN wanted must be reliable 
and capable of handling cash and in- 
stallment business; able to trim win- 
dows: state salary, references and full 
capabilities in first letter Winters 
Jewelry Company, 120 North Broad- 

way, Wichita 2, Kan 

JEWELER and setter combined for a 
well established concern; most pleasant 
place to work and with a very fine 
opportunity ; give information in detail 
as to experience, salary expected, etc. 
Address “J., 15,” care Jewelers’ Circu- 
lar-Keystone. 

WANTED first class watchmaker and 

second watchmaker; good salary to 

right man; permanent; pleasant work- 
ing conditions; give qualifications, ex- 
periences, age, references. Write or 
wire John VT. Easterling, Jeweler, 
Sylacauga, Ala. 














Essential Workers need Release Statemen:s 





JEWELER who has the initiative to be 
assistant foreman or foreman; good 
mechanic with ability and understands 
how to operate a_ shop. successfully 
with men; give full particulars in first 
letter. Address “X., 16,” care Jeweler 
Circular-Keystone. 





WANTED, watchmaker to take charge 
of department; store established 
1868; permanent job; good salary 
and good future for the right man; 
it is an opening that will pay you 
to investigate. Taylor’s Jewelry 
Store, Plainfield, N. J. 

FIRST CLASS watchmaker-jeweler or 
watchmaker, to take charge of depart- 
ment on 50% commission; store fur- 
nishes material; permanent; firm 51 
years’ old; college town; population 
7000. Robert Ernst Jewelry Store, 
Huntsville, Texas. 





WATCHMAKER; immediate and per- 
manent for A-] mechanic; excellent 
opportunity; pleasant working con- 
ditions; salary $400 per month, plus 
commission; write particulars. Rog- 
ers Jewelry Company, Cor. E. 4th 

and Prospect, Cleveland, Ohio. 





SALESMAN, with following jobbers d 
wholesalers, Pacific Coast, mountain 





states, southwest, south and New 
England; 10K gold baby signet rings, 
earrings, etc., commission basis. Ad 
dress ‘“H., 5943,” care Jewelers’ Cir- 


cular-Keystone 


WANTED;; first class watchmaker, one 
capable of taking charge of repair 
department with old established 
firm; will pay $75 to $85 per week; 
position is permanent; write full de- 
tails in first letter. Neiman’s, Jewel- 
ers, Charlotte, N. C. 


SALESMEN wanted, sample and de- 
livery line extensive line of ladies’ 
and gents’ gold jewelry: men capable 
of earning $12,000 to $15,000 a year; 
good opportunity for the right n 
Address “R., 5952,” care Jewelers’ C€ 

cular-Keystone 





JEWELER; permanent position fer 
experienced man who can handle 
special order, general repairs, and 
stone setting; excellent opportunity 
with oldest and finest store in state; 
dry, healthful climate. I. Rosen- 
zweig & Sons, Phoenix, Ariz. 

IMMEDIATE opening experienced mat 
to assist management of modern store 
in central Illinois; opportunity to 


manage stor near future; reply 
stating salary desired, experience, ete 
Address “K., 5947,” care Jewelers’ 


Circular-Keystone 


WATCH CASE engineer; experienced 
in the tooling and production cf 
watch cases or similar items: M. E. 
preferred; permanent attractive po- 
sition. Write to John W. Bowman. 
care Illinois Watch Case Co., Elgin, 
Ill. 

WANTED at once, a second watchmaker 
who wishes to scomplete his training 
under a first class watchmaker; a 
young man preferred who is out of the 
draft; real good pay to the right per- 
son. Sclove Co., Inc., 125 Summers St, 
Charleston, W. Va. 





SALESMEN wanted, west coast and 
southwest, by progressive costume 
jewelry jobber; good commission: good 
selling line consisting of items rang- 
ing at $6.75 dozen to $360 dozen. Ad- 
dress “A., 5710,” care Jewelers’ Circu- 
lar-Keystone 





Essential Workers need Release Statements 


JEWELER, stone setter, general repair 
and alterations, engraver would help 
but not absolutely essential; steady 
position; Rocky Mountain area; this 
could be your postwar security; write 
with full detail > 5 


Address “C., ot 
are Jewelers’ Cir ar-Keystone 


SALESMAN wanted for Pennsylvania, 
West Virginia and eastern Ohio hy 
large wholesale jeweler having all 
franchises; good opportunity for a 
hustler; essential workers need re- 
lease statement. Address “G., 5993,” 
care Jewelers’ Circular-Keystone. 


HEAD WATCHMAKER and second 

watchmaker desired; steady positions 

good salary pleasant working ondi- 

tions; also, will have the privilege cf 

overtime on a fifty-fifty basis if de- 

sired send references to W. T. Hix- 
h 


1e Southwest’s oldest jewé 
l 





Is St., El Paso, Texas 


oe 
ers, 118 M 


EXCELLENT opportunity for manager 
with thorough credit jewelry experi- 
ence; position available immediately 
with growing chain in a completely 
new store with top location in Knox- 
ville, Tenn.; salary and part owner- 
ship to right person. M. C. Morris, 
Jacobs Jewelry Co., Nashville, Tenn. 


WATCHMAKER wanted by old estab 
lished, reliable, progressive Texas firm; 
fine permanent positior excellent 
working conditions; can make as good 
or better proposition than any §s 
anywhere; write full particulars first 
letter. Address “K., 5908 are Jewel- 
ers’ Circular-Keystone 


tore 


WANTED, first class watchmaker for 
permanent position in midwestern 
city of 15.000; this is not a war- 
time job but steady position with 
good pay to right man; state qualifi- 
sation and experience; also salary 
expected; write or wire L. B. Hardy, 
Fort Madison, lowa. 





WANTED, first class hmaker per- 
manent position int vorking 
conditions old estat shed retail 
jewelry store two watchmakers em- 
ployed; good salary none but an ex- 
perienced mat need apply. H F 


Mentley, 41 West Main St., Middle 
town, N. Y 


SALESMAN young, experienced with 
following to call on retail trade in 
New York and New Jersey with line 
of 10K and 14K gold jewelry and 
fashion jewelry; state age, experience 
and references real chance for ad- 


vancement Address “A 5963,” care 
Jewelers’ Circular-Keystone 


WATCHMAKER or combination man; 
no waiting on trade; old established 
store in city of 20,000; salary to be- 
gin at $75; future depending on 
ability; overtime if desired; per- 
manent; send all details in first let- 
ter or wire Hart’s Jewelry Store, 
Waycross, Georgia. 





FOR OCTOBER, 1944 











Special Notices 
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HELP WANTED—Continued 


&ssential Workers need Release Statements 





EXPERIENCED watchmaker wanted 
by clean, modern, reliable firm; 
good permanent position; very good 
working conditions; salary $75 to 
$125 week; write particulars; start 
Sept. lst; essential workers need re- 
lease statements. Way’s Jewelry 
Store, 108 Main St., Batavia, N. Y. 


JEWELRY salesmen for Baltimore out- 
standing credit jewelers; postwar 
future assured; earnings and opportu- 
nity unlimited for men with ability; 
this is the chance a good man waits 
for; opportunity’s knocking; write giv 
ing full particulars and references. Ad- 
dress “N., 5912,” care Jewelers’ Circu- 
lar-Keystone. 


BUYER; personable young lady to 
merchandise fine novelty depart- 
ment in a high grade cash retail 
jewelry store at Hartford, Connecti- 
cut; permanent position with excel- 
lent possibilities; give complete in- 
formation and salary desired; con- 
fidential. Address “P., 5910,” care 

Jewelers’ Circular-Keystone. 





ASSISTANT manager diamond depart- 
ment; splendid opportunity for 
young man as assistant department 
manager, having knowledge of di- 
amonds and gems; state experience 
and qualifications; essential work- 
ers need release statement. The Ball 
Company, 58 E. Washington St., 
Chicago 2, II. 


WATCHMAKERS attention; are you 
looking for a high type store to work 
in; steady job when this emergency 
is over; farming community that has 
never had a crop failure; town you 
will like to live in; if interested in 
Salary of $100 weekly, plus overtime 
contact Donnally’s, Pendleton, Ore., at 
once, 


SALESMAN with initiative, experi- 
enced, and with following in New 
England retail stores, wanted by 
wholesale jeweler - importer of 
watches and diamonds; good salary; 
opportunity for right man. Address 
“L., 26,” care Jewelers’ Circular- 
Keystone. 


WANTED, jeweler to make special order 
work, palladium and gold; some re- 
pairs; good opportunity for a man 
who wants to better himself; good 
pay and steady work now and after 
the war.; this is the finest shop in De- 
troit; established 28 years; give ref- 
erences and all particulars. Jose Win- 
sen, 920 Mich. Bldg., Detroit 26, Mich 








Essential Workers need Rel Stat es 








Essential Workers need Release Statements 








WATCHMAKER, capable of repairing 
railroad work; also second watch- 
maker or combination man; per- 
manent positions, 48 hour week, 
plenty of high grade work; pleasant 
working conditions; good salary and 
future opportunity; newly remodel- 
ed old established store. Cassidy's, 
Canton, Ohio. 





EXPERIENCED salesman wanted for a 
jewelry manufacturing concern to 
cover west coast from Denver to 
Seattle, to represent a complete jewel- 
ry line consisting of diamond watches, 
diamond attachments, ring mountings, 
and completed diamond colored stone 
rings; house established 30 years. Ad- 
dress “G., 5984,’ care Jewelers’ Cuir- 
cular-Keystone. 


WATCHMAKER; a very attractive 
permanent proposition to a_ fine 
mechanic in high grade watchwork 
with the leading jeweler in the 
South (Miami, Fla.). Must have 
good references; only one with the 
best experience need apply.  Ad- 
dress “W., 5877,” care Jewelers’ 
Circular-Keystone. 





WATCHMAKER wanted, store situated 
10 minutes from Los Angeles; 3100 
per six day week; eight hour day to 
draft exempt man experienced in aver- 
age run otf watch repairing; steady 
position; pleasant all year round cli- 
mate and working conditions; plenty 
material in_ stock. Julian’s Credit 
Jewelers, 6330 Pacific Blvd., Hunting- 
ton Park, Calif. 


WATCHMAKER wanted; partnership 
proposition; will lease half of watch 
repair department; watchmaker gets 
half of all income from all work he 
can put out including watch crystals; 
we pay all material bills; very attrac- 
tive offer; worth investigating; if in- 
terested, give age and references; this 
ad answerable to “W., 5913,” care 
Jewelers’ Circular-Keystone. 





SALESMEN wanted for outstanding 
line sterling silver costume jewelry, 
pins, earrings, bracelets, etc., for 
the retail jewelry trade, high grade 
specialty shops, department stores; 
several established territories open; 
write fully, stating territory covered; 
immediate reply assured; commis- 
sion basis; essential workers need 
release statements. Address, ‘“‘G., 
5463,” care Jewelers’ Circular-Key- 
stone. 


SALESMAN WANTED; who has an es- 
tablished trade among the retail jewel- 
ers in Illinois, Iowa, Michigan, In- 
diana and Wiscomsin; excellent cp- 
portunity for man who wants to rep- 
resent established wholesale jewelry 
firm that carries all the representative 
lines from the east; state age, experi- 
ence and references; all replies held 
strictly confidential. Address “Circu- 
lar 1355,” Room 1415, Heyworth Bldg., 
Chicago, IIl. 





SALESMAN for one of the finest retail 
concerns in Hartford, Conneeticut; 
permanent position with excellent 
postwar opportunity; give complete 
information, experience and salary 
expected; all replies held in strict- 
est confidence; our employees have 
been notified of this advertisement. 
Address “M., 5909,” care Jewelers’ 


Circular-Keystone. 


WATCHMAKER- wanted in northe 
Louisiana city; this is not a _ boo 
time proposition but a permane 
place for the right man; do not aj 


ply unless you are especially capat 
able of accurately repairing and tin 
ing railroad watches; our main bus 
ness is railroad watch inspection; w 
are an American firm and have be: 
doing business for over 50 years. A¢ 
dress “D., 36,” care Jewelers’ Circular 
Keystone, 


SALESMAN to represent manufactur 
er of an outstanding delivery line of 
diamond ring ensembles, up-to-the 
minute diamond watches, and an ex- 
ceptional line of watch attachments 
and other easy salable items; must 
have following among retailers in 
the Middle West; all information 
kept in strict confidence; essential 
workers need release statement. Ad- 
dress “K., 10,’ care Jewelers’ Cir. 
cular-Keystone. 


WATCHMAKER WANTED; unusual 
postwar opportunity; immediate open- 
ing for a man capable of fine preci 
sion workmanship, a truly fine watch- 
maker; he must be a man of good 
appearance, capable of meeting the 
public and making estimates on work 
in one of the Pacific northwest’s finest 
jewelry stores; this is a permanent 
position; excellent salary arrangement 
well worth investigating; please state 
age, experience and salary expected in 
first letter. Address “R., 5920,’ care 
Jewelers’ Circular-Keystone. 


SALESMAN to represent manufactur- 
er of an outstanding delivery line of 
diamond ring ensembles, up-to-the- 
minute diamond watches and an ex- 
ceptional line of watch attachments, 
and other easy salable items; must 
have following among retailers on 
the west coast to Denver; all infor- 
mation kept in strict confidence; 
essential workers need release state- 
ment. Address “J., 9,” care Jewel- 
ers’ Circular-Keystone. 








WANTED, watchmaker-jeweler; if you 
are interested in conducting a prof- 
itable business of your own with a 
guarantee of enough work to keep 
a shop busy the year round, Busch 
& Sons offer an outstanding oppor- 
tunity; we have the space available 
and sufficient work to keep as many 
men busy as you find it necessary to 
employ; essential workers need re- 
lease statement. Phone or write Mr. 
Busch or Mr. Sargent. Busch & 
Sons, 875 Broad St., Newark 2, N. J. 
Market 3-2987. 


WANTED, merchandising manager; a 
successful merchandising manager for 
a well regarded Swiss watch importer; 
the man we want must have a good 
personality and be thoroughly familiar 
with all phases of the watch business; 
he must have close contacts in the 
trade, good styling ability, and be 
capable of organizing post-war busi- 
ness; good salary to begin, with event- 
ual possibility of partnership; please 
give references and detailed qualifica- 
tions; write fully with definite assur- 
ance that your letter will be held in 
strict confidence. Address “W., 50,” 
care Jewelers’ Circular-Keystone. 
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HELP WANTED—Continued 














assential Workers need Release Statemen.,. 


OPPORTUNITY for capable  sales- 
man: Busch & Sons, established in 
1880 with five stores located viz: 
Newark, N. J.; Summit, N. J.; 
Montgomery, Ala., and Abilene, 
Texas, desires to contact a man of 
executive and sales ability who is 
looking for the opportunity to be- 
come associated with a progressive 
firm where advancement commen- 
surate with ability is assured; for 
interview write stating experience, 
giving character references; essen- 
tial workers need release statement, 
Address Mr. Busch, or Mr. Sargent. 
Busch & Sons, 875 Broad St., New- 
ark 2, N. J. Market 3- 2987. 

ATTENTION SALE SMEN : not just the 
ordinary kind that is willing to take 
it easy and drift along; what we want 
are a few men with that extra some- 
thing, men with guts, brains and am- 
bition, not just salesmen, but men who 
can earn jobs as sales managers and 
be responsible for training and super- 
vising a sales force of their own, who 
not only want good earnings, but above 
all, want a sound future, permanence 
and security; we are an old, well-es- 
tablished watch house with a product 
that is widely known and regarded as 
tops in its price range and a reputa- 
tion for fair treatment of our dealers; 
write us giving full details as follows; 
age; education; family status; past 
experience including product handled 
and past employers, giving specific de- 
tails of names, addresses and period of 
employment; territories handled; ex- 
perience in handling men; most im- 
portant, why do you think you are 
the man for the job? Parker Watch 
Company, 580 Fifth Ave., New York 19, 
 @ 














———— 


For Sale 


Stores, Stocks and Businesses 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


es _ 








FOR SALE, 
town New York City; 


complete lapidary shop mid- 
reasonable. Ad- 





dress “P., 66," care Jewelers’ Circu- 
lar-Keystone. 

SMALL jewelry store with fine stock 
plenty materials long established in 
good Florida city: fine location: $5,000 
required Address “B., 5972,” care 


Jewelers’ Circular-Keystone 

SMALL modernistic and distinctive store 
in Spokane, Wash.; population 150,000; 
doing a good business; owner in ill 
health, must retire: requires $50,000 
cash to handle; only original cost ex- 
pected. 933 Broadway, Oakland, Calif. 


FOR SALE, well established Sewelley 
store, rent reasonable; southern 
California; inventory approximately 
$20,000; gross 1943 over $40,000: 
ill health only reason for sale. Ad- 
dress 223 W. Center St., Anaheim, 
__ California. 


SAC RIFIC ING to  aettlle estate, jewelry 
stock and fixtures in midwestern 
city, quarter million population; ¢€s- 
tablished and operated by original 
owner for 55 years; will sell as a 
unit and going business or stock 
and fixtures. Address “W., 38,” 
care Jewelers’ Circular-Keystone. 





RETAIL JEWELRY and manufactur- 
ing business for sale, established 54 
years in one of the largest cities in 
Indiana; modern, completely equip- 
ped shop employs 14 mechanies; re- 
tail store employs five people: pres- 
ent stock, equipment, etc., inven- 
tories approximately $85,000; the 
prosperity of this business does not 
depend upon war-time business con- 
ditions; we have always been more 
than busy serving 50 clubs and or- 
ganizations in one university alone 
and also serve a large number of 
commercial contracts of nationally 
known concerns; annual sales vol- 
ume of more than $100,000; sales 
volume this year shows 10% in- 
crease over last year; investigation 
will reveal this business should earn 
ample profit in the next two or 
three years to bring back the entire 
investment including the price of 
this modern business building; rea- 
son for not giving our name or 
city, we are too busy to interview 
others than those who are sincerely 
interested in securing a_ business 
with a national reputation and with 
satisfied customers in every state; 
this is not a corporation, it is in- 
dividually owned; old age and 
financial independence are the only 
reasons for retiring; we have priced 


the entire plant so modestly it 
should command instant action; 
sharp-shooting stock buyers and 


sales promoters save your time and 
stamps. Address “H., 8,” care 
Jewelers’ Circular-Keystone. 








For Sale 


Tools, Equipments, Merchandise 


Minimum charge (25 words) $1.50 
Additional words. 5 cents a word 





D. C. MOTORS G.E. 1/16 H. P. $12.50 
each new, sent subject b inspection 
no priority Lewis Precision Co., 6 
Church St., New York 6, N Y 


ONE Mosley lathe No. 1, five chucks, 
two wheel chucks, good condition. Write 
Radcliff’ Jewelers, 121 Mair St., 
Weston, W. Va 


ENGRAVING Broach machine, Swiss 
make; jeweler’s fine lapping, grind- 
ers for sale or exchange. 44 Lawr- 
ence St., Newark, N. J. 

LATHE with tail stock including 17 
chucks, new AC and DC motor, new 
foot pedal rheostat, also speed counter- 
shaft. Address “P., 30,’ care Jewelers’ 
Circular-Keystone. 





ONE Todd check protector; one Line-O 
scribe show card printing outfit; one 
electric gold stamping outfit for leather 
goods, pins, etc. Address “F., 5843,’ 

care Jewelers’ Circular-Keystone 





SPLIT, straight, hardwood chucks for 
hollowware spinning; some full tea 
services; reasonable to quick buyer; 
fancy wire rolls. Address “R., 5916,” 
care Jewelers’ prevhanilinatmabeanian 





SET OF FIVE Westminster tubular one 
inch chimes, fits any hall chime floor 
clock, new never used; $20, cost $30. 
Address C.E.C., 812 Chestnut St., 
Roselle, N. J 











DIAMONDS, four points to four karats 


Hold-on clutches econd hand wrist 
and pocket watches ring and watch 
boxes. Pollack, 95 Bowery, New York 
City. 


LARGE SAFE, with strong box; show 
cases; work benche highboy Victor 
radio; etc.; must sell by October 10tt 
going west. Partridge, 1025 F ith 


Ave., Brooklyn, N. Y 


MANUFACTURERS of 10K and 14K as- 
sembled French screw back ear wire 
findings for unpierced ears and 14K 
hand made baby signet rings. Joseph 
Ring Co., Ine., 93 Nassau St., New 
York City. 


WATCH repair tags, standard styles in 
white, plain or numbered tags, from 1 
to 10,000, tags with small stub, 290 
with large stub $4.00 per 1000. E. 8. 
Pergament, 3224 Grand Concourse, 
Bronx 58, N. Y. 





RING GUARDS, Stronghold and all other 
styles in gold or gold filled; ladies’ 
14K gold filled $1.50 doz., men’s gold 
filled $1.75 doz., giant size $2.50 doz 
E. S. Pergament, 3224 Grand Con- 
course, Bronx 68, N. Y. 





NEW AND USED wheel cutters; slide 
rests; lathes and attachments; cash 
paid for used watchmakers’ lathes 
and attachments. R. P. “Dick” 
Gallien, 220 W. 5th St., Los An- 





geles, Cal. 

1500 CLOCKMOTORS' (Westinghouse) 
110 Volt A-C 1 R.P.M.; one jewel ir 
excellent condition @ $1.00; invite 
offer for entire lot. Address W. Hoff- 
sommer, 217-12 50th Ave Bayside 
I a. a 





PARCHMENT paper ring tags for the 
retailer or ring manufacturer, dumb- 
bell shape and gummed, plain white 
or printed with 10K, 14K _ sizes for 
ladies’, men’s or wide wedding rings 
pre war prices. E. S. Pergament, 3224 
Grand Concourse, Bronx 58, N. 


MAKE those rusty hands look like new 


igain by using Tammen’s original 
Nu-Blu: dries instantly; permanent; 
at all jobbers, or send 50 cents. A. B 


Tammen Co., 93 Nassau St., New 
York 7, N. Y. Satisfaction guaranteed 
or money refunded. 


CELLULOID ring tags; blue, green ~ 
white: ladies $5.50; men’s $5.75 5 for 
large wedding or cocktail rings ee: 
children’s $4.75: white tags $1.00 less 
per 1000; scratch pen or pen ana ink 
included; packed 1000 to box. E. S 


Pergament, 3224 Grand Concours¢ 
Bronx 58, New York City 
NEON SIGNS, new condition, five wu 


dividual skeleton type for windows or 
interior, each with own transformer 
read as follows “Jewelers,” ‘“Op- 
tometrists ‘Diamonds,” ‘‘Watehes 
one octagon shape pair of glasses 


feet long word signs three inches 
high: $75 takes all five signs, plus 
postage and packing Stevenson's 


Gladmer Theatre Bldg., Lansing, Mich 





JEWELRY CARDS for rings, pins, 
brooches, lockets, pendants, lavaliers, 
bar pins, earrings, watches, bracelets, 
wrist bands, etc., and displays for 
counter sales. Dauer Printing Co., 


America’s foremost card manufactur- 
ers, jewelers’ printed display supplies, 
31 E. 22nd St., New York 10, N. Y 
Algonquin 4-2174-5. U. S. parcel post 
makes us your next door neighbor 
let’s get acquainted: write for sam- 





(Continued on page 298) 
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FOR SALE—Continued 


STERLING findings; safety catches doz 
$2; sisterhooks doz. $1; sisterhooks 
(large) doz. $3; earwires (screwback) 
doz. prs. $2; earwires (pierced ear) 
doz. prs. $2; military emblems (any 
branch) per doz. from $1.50; ass’t pin 
stems (metal) gr. $3; engraving per 
letter from 5c; refinishing flatware per 
doz. $3; lettering removed from above 
per doz. $1.75. Prompt deliveries and 
service. H. L. Hirsh & Co., 183 Eddy 
St., Providence 3, R. I. 





JEWELERS! read carefully; this is im- 
portant; in stock for immediate de- 
livery watch and jeweiry repair books 
and checks; jobbing envelopes with 
attached oall checks, all sizes; complete 
stock books for diamonds, watches, 
jewelry ; diamond guarantees; daily re- 
port sheets; complete credit forms; 
business stationery; window priced 
eards; if not in stock we will make it. 
Dauer Printing Co., manufacturers, 
headquarters for jewelers; printed sup- 
plies of every description; 31 E. 22nd 
St.. New York 10, N. Y.; estimates 
given; write for samples; a good house 
to get acquainted with; U. S. parcel 
post delivery service, makes us your 
— neighbor. Phones Algonquin 
- -o. 








Business Opportunities 


Minimum charge (25 words) $1.50 


Additional words. 5 cents a word 





~~ 


TVERY EFFORT 4s made by The Jewel- 
ers’ Circular-Keystone to keep ita ad- 
vertising columns clean. Advertisers 
under Business Opportunities, ete., 
must furnish trade references. An- 
nouncements must pass the strict cen- 
sorshtp requirements of The Jewelers’ 
Circular-Keystone. 





INTERESTED in purchasing established 
jewelry store; will pay cash; Florida 
preferred Address “E., 5981,” care 
Jewelers’ Circular-Keystone 


WILL PAY cash for good jewelry tore 
located in the central states. Address 
cs 9933," care Jewelers’ Circular 


Keystone 


GORDON BROTHERS. cash buyers of 
complete jewelry stores and surplus 
stock; for details see our advertise- 
ment page 33, 


WANTED to buy well established jewel- 
ry store in industrial town between 
25,000 to 100,000 population; write de- 
tails to Box “A., 5969,” care Jewelers’ 
Circular-Keystone 


SUBSTANTIAL jewelry store, doing a 
volume over $50,000 yearly, wanted by 
individual who will pay cash; all re- 
plies confidential Address “D., 5935,” 
care Jewelers’ Circular-Keystone 


WANTED to purchase stablished op 
tical practiee, or small jewelry and 
optical store; Chicago or vicinity H 
Nolting, 1222 N. Mason Ave., Chicago 
51, Il 





CASH for diamonds, watches and jewel- 
ry; established 37 years; send surplus 
stock for cash estimate; bank refer- 
ences. Emil Noel, 29 E. Madison St. 
Chicago, III. 





HIGHEST cash prices paid for surplus 
or entire stocks and estates of dia- 
monds, watches and jewelry. M. 
Iralson, Suite 402, 209 S. State St., 
Chicago. 





WOULD CONTACT chain or individual 
seeking manager or. assistant who 


has opportunity immediately or after 


suitable trial period to make nominal 
investment in unit. Address “D., 47, 
care Jewelers’ Circular-Keystom 





COLMES BROS.; eash buyers of 
jewelry stores with or without fix- 
tures; we interview vou at our ex- 
pense in any part of the country; 
bank and trade references. 8 
Tremont St., Boston, Mass. 








SAMUEL GANSBERG will buy your 
surplus or entire stock and fixtures or 
estates for cash; my direct outlet en- 
ables me to pay you higher prices; 
bank and trade references of the high- 
est character. Write 15-17 Malden 

ne, New York. Telephone, Rector 


L 
9.5998 





JACK M. WERST will pay you spot 
cash for your surplus or entire 
stock of jewelry, diamonds, estates, 
with or without fixtures; operating 
from Coast to Coast; best refer- 
ences; no deal too large or small; 
act now. Miami Savings Bldg., Day- 
ton, Ohio. 





Z 


AT LEHRER will buy for cash, your 
jewelry store complete or any part 
thereof; my direct connections for 
outlet enables me to pay the best 
prices; all communications held con- 
fidential; bank trade references; write 
or phone, 132 Hester St., New York 
City; phone Canal 6-4742, night phone 
Tivoli 2-3715. 


JEWELRY stores and stocks bought for 
cash, any size, any amount, anywhere; 
my tremendous outlet and direct con- 
nections enable me to pay you highest 
prices; communicate with me at once 
and my representative or myself, will 
call on you; our offer will amaze you. 
Louis Rifkin, 81 Bowery, New York 
City. Phone Walker 5-3936. 








ARE YOU GOING out of business? I 
can guarantee you the cost of your 
merchandise plus the expense of 
running a sale, with my personally 
conducted auction or flat sale; no 
sale too large or too small; I will 
also pay cash for your entire store 
with or without fixtures; write for 
my proposition, all correspondence 
confidential; best of references 
throughout past 30 years. Herman 
Nathan, 5 S. Wabash Ave., Chicago, 
ill. 





WOULD YOU like to retire from busi- 
ness, if you were given a respon- 
sible guarantee, that your entire 
stock, fixtures, material, lease and 
accounts would be sold for much 
more than the actual wholesale 
cost; our service will find you a 
cash buyer for your store as it 
stands today in bulk, or as a going 
concern; do you realize your good 
will is an asset that will bring you 
cash the same as your stock: Write 
us for complete details, you will 
not be obligated, references from 
many jewelers who have had us 
liquidate their business recently will 
be sent you along with unques- 
tioned bank references; no store 
too large or too small. Write at 
once to McRae & Shaw, Sixth Floor, 
168 N. Michigan Ave.. Chicago, III. 


Wanted to Purchase 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








WANTED all kinds of watchmaker's 
tools. Address “A., 5887," care Jewel- 
ers’ Circular-Keystone. 


WANTED large jewelers safe for Ten 
nessee about January 1, 1945. Address 
V. E. Semones, Box 157, Venice, Fla 


WANTED to purchase well located jewel- 
ry store in town of 10,000 or larger 
in East Texas, Louisiana or Mississippi. 
Box 1311, Alexandria, La. 


WANT TO BUY jewelry store for cash, 
in small town up to 50,000 population. 
Address “L., 2513,” care Jewelers’ Cir- 
cular-Keystone. 


WANTED, watchmakers’ lathes, attach- 
ments and tools, engraving blocks, roll- 
ing mills, scales, drills, etc.; give full 
details. Ernest Linick, 29 E. Madison 
St., Chicago, Il. 


WANTED jewelry store or loan office 
for cash, in business district Broadway 
or Hill St. preferred, Los Angeles 
Calif. Address “A., 5926," care Jewel- 
ers’ Circular-Keystone. 


BOOK, “‘Antique Watches and How to 
Establish Their Age,” H. G. Abbott, 
published G. K. Hazlitt, Chicago, 1897; 
advise condition and price. Address 
Joseph Sternfeld, 20 W. 37th St., New 
7ork 18, N. ¥ 


WANTED for retail store; Waltham, 
Elgin, Hamilton and Swiss material 
cabinets, with or without materials 
give description and prices. Address 
“A., 6889,’ care Jewelers’ Circular 
Keystone. 


ESTABLISHED silversmith wishes to 
purchase good flatware dies and 
presses, or will enter into mutually 
beneficial arrangements with firm con 
trolling same; what have you to offer 
now. Address “P., 5915,” care Jewel 
ers’ Circular-Keystone. 


WANTED; established jewelry _ store, 
southern California; give all particu- 
lars such as rental, lease, stock in- 
ventory, franchises, gross business in 
1938, 1942, 1943; want to buy store 
to operate personally; will pay cash 
Address “A., 5883,” care Jewelers’ Cir- 
cular-Keystone 








Watch Work, etc., for 
the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








ELECTRIC clock repairing. ww. dd 
Shatas & Co., Waterbury 85, Conn. 








SPECIALIZING in repairing of chrono- 
graphs and all kinds of fine watches 
for the trade. I. Altay, 22 W 48th St, 
New York 19, N. Y. 
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atch Work, ete. for the Trade, 
Continued 


a 


reicr 


OCKS repaired, all makes, - foreign 
and domestic, spring weight and elec- 
tric; prompt service; work guaranteed. 
Gem Clock Service, 1344 W. Division 
St., Chicago 22, Ill 


ATCH REPAIRS for the trade 


reliable service by an expert watch 
maker; A-1l references ;° prompt t 
tion to mail order H L) \ 

Box #4, Laird Hill, Texa 


‘PERT watch repairing for the 


pecializing in fine watche p l 
attention given to out-ot-towr a 
rrders all work done on premise D 
Brown, 10 W +7 th St New ¥ 

N. Y. Phone Bryant 9-104 


AREFUL, honest wateh repairing for 
the trade, moderate prices; out of tow! 
orders attended to promptly I. Kun- 
nel, 2 W. 47th St., New York City 
Phone Bryant 99-5065 


= 


ATCHMAKER, 25 years’ experience, 
qualified repairing 50 additional 
watches weekly; guarantees’ ell 
work; send trial package to R. Curt 











To Let 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 


DIAMOND DEALER  wishe har 
his suite of ffice located th A 
cor {7th St New York, and ecre 
tary service with dealer ft 
watche et ¢ e addre T 
‘al Jewe Cir llar-Keystone 








Wanted to Rent 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 











DIAMOND met! int recently discharged 
from | S. Army looking for privat 
yf] W v eT 
Add HH ! ( 

‘ Keyst 





Legal Notices 


Minimum ceharge (25 words) $1.50 


Additional words, 5 cents a word 

















NOTICE 4 n pul t 
Schramm, Watchmaker, P.O. Box Chap. 408 Law f 1919, S 
300, Fort Lincoln, Bismarck, N. D. Sh ee ae ee ‘E a ci 
with the im] d 4 SW 
= watche 170 Broadwa 
New Yor ( ind operated I 
WATCH repairing for the trade expert rm nat Sel & Engel ¢ 
on all makes of Swi and Americal pany, ha I d ved Mr. 5 
watche dependable for out of town \ I th ime line « 
trade; deliveries within 10 day le ! ndividually under the name « 
cated in New York City best refer Louis Schein at 15 Maiden Lane, New 
ences for further information addre York City, and Mr. Engel will continue 
“MM 31,” care Jewelers’ Circular-Key in the same e of business individua 
stone ally under tl name of N Engel & 
Company t 170 Broadway, New Yor 
City Signed ou Schein and Nathar 
Engel 
Ik’ YOU ARE looking for a reliable place 
to send your repair work, we offer r- 
vice of the highest quality all work a Lnecrmememinetete: 
manship guaranteed have satisfied ——— ™ 
customers throughout the country for 
the past 24 year ervice within two p 
weeks; postage prepaid one way atents 
prices sent upon request. Josiah 
Odence, 215 Fourth Ave., New York, | Minimum charge (25 words) $1.50 
mB. Additional words, 5 cents a word 
—- al s 





Special Order Work and 
Repairs for the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








BEAD restringing; prompt service; rea- 
sonable prices. Paul Rudolph, Room 
610, Terminal Bldg., 2 N. Broadway 
Aurora, IIl 





POLISHERS and lappers, experts on 
gold and platinum jewelry; can handle 
any amount of work; prompt service 
guaranteed. Edward Horowitz, 62 W. 
47th St., New York. Lo 5-8455. 





JEWELRY AND WATCH repairing: 
since 1914 we have repaired watches 
and jewelry for the trade; all repairs 
finished like new. Hasenjaeger Bros. 
Jewelry Co., 505 Arcade Bldg., St 
Louis, Mo. 








FOR OCTOBER, 1944 


PATENT your good ideas; send me your 
simple sketch or model; free con- 
fidential advice-literature; register your 
trademarks. Z. H. Polachek, registered 
Patent-Attorney-Engineer, 1234 Broad- 
way, New York City. 








Miscellaneous 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








ACCOUNTING and bookkeeping serv 
part time statements, payroll, taxes 
ete Call Cap. 2076, 3512 W. Shakes 
peare, Chicago, Ill 


LEARN WATCH repairing by doing it 


thorough training under expert in- 
structors. For information write Stand 
ard Watchmakers Institute, 1841 
Broadway, New York City. 


WATCHMAKERS: increase your ability 


through the highly recommended books; 
“Rules and Practice for Adjusting 
Watches” and “Practical Balance and 
Hairspring Work” by Walter Kleinlein. 
Your jobber or trade journal. 


Business Men of Other 
Nations to Meet in U. S. 
For Postwar Planning 


Eric A. Johnston, president 
Chamber ot Commerce ot the United 
States and member or thie Sponsorin 
Committee of the International Business 
Conterence, has announced that repre 
sentative groups of outstanding busine ss 
personalities from United States and 
neutral nations will attend an interna 
tional business conference vathering at 
the Westchester Country Club, Rye, N 
Y.. Nov. 10-LS, to discuss postw ir world 
trade and commerce. 

“Governments are holding conferences 
on postwar plans,” Mr. Johnston said 
“Business, too, must get ready for the 
return to peace. It should go ahead wit 
ts own program. 

“With this in mind, business organiza 
tions of some 40 nations, comprising all 
the United Nations, have been invited to 
send representatives to an International 
Business Conference this fall Iwenty 
eight of them already have iccepted 


tach is sending a maximurm of six dele 


vates and six technical advisers to the 
meetings. ‘They, and we, are most vitally 
nterested in a prompt rebirth of inte 


national trade. 

“There will be big changes in the post 
war world of trade. Germany and Japan 
will not be major factors in world mar 
kets in the immediate years following the 
cessation of hostilities. Other nations will 
loom larger than they did before the 
War. , 

“International — trade is conducted 
mostly by business men. ‘They know far 
better than any other group how it 
should be operated Governments can 
do only so much. Business must carry 
on from that point.” 


Mr. Johnston spoke in behalf of a 
sponsoring committee, composed ot the 
presiding officers of four leading United 
States business organizations which 
called the Conference. Other members of 
the committee are Eliot Wadsworth, 
chairman, American Section, Interna 
tional Chamber of Commerce; Robert 
Gaylord, president, National Associa 
tion of Manufacturers; and Eugene P. 
Thomas, president, National Foreign 
[rade Council. These men will select 
and will make public in the near future 
the names of the six United States dele 
gates to the Conference. 

Views of the sponsoring organizations 

all of which represent both small and 
large business men and concerns—al 
ready have been defined clearly. They 
ire ‘opposed to monopolistic practices ; 
they advocate a gradual abatement of 
wartime government controls in_ the 
United States, the expansion of tr ide be 
tween nations and preservation ind de 
velopment of competitive capit ilistic svs 
tems. 

The following countries have been in 
vited to the Conference: 

Argentina, Australia, Bolivia, Brazil, 
Canada, Chile, China, Colombia, Costa 
Rica, Cuba, Dominican Republic, Ecua 
dor, Egypt, Eire, El Salvador, Great 
Britain, Guatemala, Haiti, Honduras, 
Iceland, India, Iran, Iraq, Mexico, New 
Zealand, Nicaragua, Panama, Paraguay, 
Peru, Portugal, Russia, Spain, Sweden, 
Switzerland, Turkey, Union of South 
Africa, Uruguay and Venezuela. 
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New Chicago Sales Offices 
For Elgin American 


NN | 


HAMM - 





A corner of Elgin American's new Chicago 
sales offices in the Pittsfield Bldg. 


Coincident with the establishment of 
new sales rooms in the Empire State 
building in New York City, Elgin 
American, Elgin, Ill, has just an- 
nounced the opening of another new 
sales office in the Pittsfield building, 
Chicago. Both offices reflect the latest 
ideas in interior decoration and incor- 
porate many modern innovations in the 
display of merchandise. 

The main building of the big Elgin 
American plant is also being enlarged 
to provide additional floor space which 
for the present will be used for war 
production, but will also give additional 
facilities for the large scale manufac- 
turing of compacts, cigarette and watch 
cases, and other accessory items which 
the company will produce in the postwar 
period. 

Elgin American’s aggressive bid for 
leadership in its field which is indicated 
by these substantial expansions is cor- 
roborated by the company’s new adver- 
tising schedule of full pages in full colors 
in a long list of important national 
magazines. 

At the present time the Elgin Ameri- 
can plant is engaged in the manufac- 
ture of 4.2 in. mortar shells, and has re- 
ceived the Army-Navy “E” for its excel- 
lent production record. It is to be 
assumed that the experience which Elgin 
American craftsmen have gained in 
meeting the exacting requirements of war 
will be of inestimable value when they 
renew full-scale production of peacetime 
goods. 


Cohen Exhibit Goes on Road 


Harold Cohen, 620 Fifth Ave., advises 
that a part of his colored stone exhibit 
from the ANRJA convention will be on 
the road this fall. 

Earl Woodnorth of the Cohen organi- 
zation, will visit the South, the Southwest. 
and the Pacific Coast; Louis Klastorin 
will cover the Middlewest and New 
England. 
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Manufacturers’ News 








Three New Salesmen Join Swank 


Two new men have been added to the 
western sales force of Swank, Inc., it 
is announced by Maurice L. Heller, vice 
president and western sales director. 
They are John Shiverdecker who will live 
in Pittsburgh and service that territory 
and Don Krause, who will cover lower 
Illinois and eastern Missouri, including 
St. Louis. 


Mr. Shiverdecker has been active as 
a merchandiser of men’s furnishings and 
clothing in the retail field for the last 27 
years. He has been with Marshall Field 
& Co. Carson Pirie Scott & Co, 
Madigan Bros., E. C. Minas, and recently 
with Hart, Shaffner & Marx, as man- 
ager of their store in Gary, Ind. 


Mr. Krause has been manager of the 


San Francisco office of Cluett, Peabody 
& Co., and before that served for 12 


years as salesman for that company 
in the middle west. 
The eastern selling staff has also 


been enlarged by the addition of Joseph 
Sherman, .formerly connected with 
Phillips-Jones Corp. Mr. Sherman is at- 
tached to the Boston office and will cover 
the New England states where he is well 
known in the trade. He recently re- 
ceived an honorable discharge from the 
armed forces. 


Liberty Jewelry Co. Appointed 
To Distribute Deleith Perfumes 


The Liberty Jewelry Co., 1024 Mai- 
son Blanche Bldg., New Orleans, La., 
has been appointed the Southern agency 
for Ellyn Deleith fine perfumes. The line 
was on display at the ANRJA conven- 
tion at the Waldorf-Astoria, August 
20-24. 


New Gruen Holiday Poster 
Pays Tribute to Women at War 





Based as it is on the appeal of senti- 
ment, which time has shown is one of the 
most effective approaches to the sale 
of jewelry, the Gruen holiday billboard 
poster, shown in the photograph above, 
is expected to prove a valuable aid to 
the retail jeweler. 

All Gruen jewelers may receive, with- 
out charge, as many billboard posters 
as they wish for their Yuletide adver- 


tising program, imprinted with store 
name, says Bernard M. Kliman, new 


Gruen advertising manager, and advance 
orders indicate that it will be the most 
popular Gruen has ever issued. 

Jewelers who wish to display it are ad- 
vised to contact their local bill poster 
companies early, since space is at a 
premium today, and closing dates are 
weeks ahead of last year. 


| 














Donates Pearls for Charity Drive 





Mrs. Peter Yuile accepts the donation of a 
string of Imperial Cultured pearls from 
David Goldstone, of the Imperial Pear! 
Syndicate, at a recent meeting at the Stork 
Club. The pearls will be awarded at the 
sixth annual White Elephant Cocktail Party 
and Tea Dance to be held, for the benefit 
of the Child Placing and Adoption Com- 
mittee, on the afternoon of October 26 at 
the Plaza. 





Leja Company Adds Two Salesmen 
The Leja Co., 620 Fifth Ave., has just 


announced two additions to its sales 
force. 
The new representative for New 


York City and vicinity is Albert E. 
Lane. Mr. Lane, in his 25 years in the 
industry, has earned an enviable reputa- 
tion and is well known and liked through- 
out the trade. Before joining the Leja 
Co., Mr. Lane was with Erie Watch Co., 
G. C. G. Manufacturing Jewelers, Ben 
Fabrikant and Abel Bros. 

Ben L. Rudman will represent the Leja 
Co., in Illinois, Iowa, Nebraska, Mis- 
souri, Louisiana, Mississippi, Alabama, 
Tennessee and Kentucky. Mr. Rudman 
has just received his honorable discharge 
from the Army, after two and a half 
years in the Air Corps. Before his in- 
duction, Mr. Rudman was manager and 
part owner of a retail jewelry store in 
Iowa and is popular throughout the 
territory he is now covering for Leja. 


Heising Elected to Sheaffer Board 


The position on the Board of Directors 
of the W. A. Sheaffer Pen Co., Fort 
Madison, Iowa, which was left vacant 
by the death of W. A. Scherfe, on 
August 11, has been filled by the elec- 
tion to the Board of W. F. Heising, 
General Superintendent of Manufactur- 
ing at a meeting of the directors on 
August 18. 

Mr. Heising joined the company in 
February, 1917, his first job being as an 
inspector of gold pens and repairs. In 
September, 1917, he became manager of 
the assembly department and in August, 
1921, his duties were increased to include 
the inspection department, and later the 
hiring of factory employees. In 1926, he 
was appointed General Superintendent of 
all manufacturing departments. 

Mr, Heising’s long and_ successful 
record with the company well qualifies 
him for the post of director, say com- 
pany executives. 
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E.gin Announces Ad Campaign 


\t this time, when war orders make 

impossible to meet the demand for 

gin watches, the Elgin National Watch 

, is relying heavily on radio and na 

nal magazine advertising to hold dealer 

d consumer good-will against the day 

ien production for domestic require 

nts can be resumed. 

Beginning in October, full-page black 

d white insertions in eight national 
agazines will explain why Elgins are 
» scarce now, 

“Naturally, Elgin . with its crafts 
nen long experienced in the making of 
precision timepieces . .. and with its 

rge fine watch factory was early 
called upon for service in America’s 
war effort,” one ad reads, in part. “Elgin 
skills and equipment could produce many 
types of timing devices and precision 
instruments needed by our fighting 
forces, and wholeheartedly doing that es- 
sential work, Elgin has been unable to 
replenish jewelers’ stocks of these fine 

\merican-made watches.” 

“Some Elgins are available,” the copy 
continues, “and you may be able to find 
one. If you can’t, ‘remember this: When 
Victory is won, Elgin craftsmen will 
again devote their skills to the creation 
of watches distinctively styled and cer- 
tain to advance the Elgin tradition for 
precision accuracy. 

“You'll be glad you waited for an EI 
gin.” 

Essentially the same points are being 
made in the commercials and “Keep up 
with the World,”—the Elgin radio pro- 
gram which is broadcast Sundays at 9:30 
P.M. (CWT) over the Blue Network. 

In addition to its regular series, E] 
gin again this year will sponsor, as it 
has done for the past two years, two 
two-hour variety programs over the full 
Columbia network, one on Thanksgiving, 
the other on Christmas, designed 
especially for servicemen and_ their 
families. 


Sperry Joins Ostby & Barton Co. 


RALPH A. SPERRY 
> he new sales 
manager for Ostby 
& Barton Company 


Ralph A. Sperry, formerly of Chicago 
and a member of the Golden Roosters of 
that city, entered the employ of Ostby & 
Barton Co., July 1, as General Sales 
manager and Director of Advertising, 
succeeding the late William J. Richards. 

Mr. Sperry, who has devoted several 
years to the jewelry and merchandising 
field, and is well qualified for his new 
duties, will be responsible for the de- 
velopment of the postwar line of the 
well-known O-B rings. He reports that 
plans for postwar sales are well under 
way, and when the day arrives that the 
company’s contribution to the war effort 
is no longer required, peacetime pro- 
duction can be quickly resumed. 


FOR OCTOBER, 1944 





New Lucite Rina Stand 





This new lucite ring display, dainty yet 
sturdy and practical, provides an attractive 
means of showing rings in window or show- 
case. Several styles are available, designed 
for one, two, three or six rings. It is one of 
the newest additions to the lucite display 
line of Costume Accessories of California, 
720 So. Hill St., Los Angeles. 


National Advertising for Homis 
Watches 


Embarking on a 
campaign, Hemis Co., Los Angles, will 
start the first of its series in the De 
cember issue of Esquire. Along with the 
advertising campaign, Homis is planning 
a full newspaper mat service for their 
dealers as well as an unusual and at 
tractive window and counter display. 

Also, in the very near future, Homis 
watches will reach trade in a new style 
of box which is not only a good package 
but also makes an excellent display fix- 
ture for showing the merchandise in win- 


national advertising 


dows or showcases. 

The Homis Co., in Los Angeles, is 
the American branch of the manufacture 
of Homis watches. Switzerland is the 
home of the parent firm, which has been 
in charge of one family for more than a 
century. 


"Gus" Colvin Now Sales Manager 
of O. B. McClintock Company 


From Minneapolis comes the news 
that A. A. (“Gus”) Colvin, for many 
vears District Manager and Sales Man- 
ager of the Waltham Watch Co., has re 
signed this position to hecome Director 
of Sales for the O. B. McClintock Co., 
Minneapolis, Minn. The announcement 
was made by Lloyd G. Pattee, Vice 
President and General Manager of O. B. 
McClintock. 


“Gus.” as he known to the trade 
from coast to coast, has been with 
Waltham for 20 years, serving succes 


sively as District Sales Manager at Pitts 
burgh, Chicago, San Francisco, and 
finally as General Sales Manager at Bos- 
ton. In Gus has completely 
covered the country. Moreover, he knows 
the retail jewelers’ problems, because he 
has been working with them for over 20 
years. 

“We have known Gus for a long time,” 
said Mr. Pattee. ‘‘and we are happy to 
announce his affiliation as Director of 
Sales of the O. B. McClintock Co. This 
is one more step in our rapidly develop 
ing program.” 


short, 


Sumner Welles on the Air 
for Waltham Watch Co. 


Waltham Watch Co., Waltham, Mass 
will be back in advertising this fall, after 
several years when little or no advertising 
was done 

As the opening gun of the campaign, 
innounces Ira Guilden, Waltham’s new 
president, Waltham will sponsor a series 
of 15-minute weekly broadcasts by Sum 
ner Welles, former Under-Secretary of 
State, each Wednesday evening at 10 
o'clock, Eastern War Time, beginning 
October 11. In general, Mr. Welles’ 
theme will be “Peace and World Affairs,” 
a subject on which he is uniquely quali 
fied to speak with authority in view of 
his long experience in international mat- 
ters. Because of Mr. Welles’ promi 
nence, and judging by the popularity of 
his recent book, “Time for Decision,” he 
will undoubtedly have a large audience 
of listeners. 

This sponsorship of Sumner Welles is 
only one step in an accelerated promo 
tional program which Waltham is in- 
augurating. Plans for the future include 
idvertising in national and trade maga- 
zines and an aggressive merchandising 
program for and with the retail jewelry 


trade. 


Mobile Canteen Serves 
American Boys in England 





Che traveling canteen pictured above, 
which was presented by Handy & Har- 
man to the Salvation Army in 1941 has 
traveled many thousands of miles and 
supplied hundreds of thousands of mobile 
roops with food, cigarettes, candy and 
other wants of soldiers on the move. Ac- 
cording to a letter received from Lt. Col. 
Ernest Jeffs, International Headquarters 
of the Salvation Army in London, this 
and similar gift canteens are now serv- 
ing 30,000 American boys a week. To 
quote from Lt. Col. Jeffs’ letter, “The 
good accomplished by the ministry of 
this Mobile Canteen cannot be measured 
or tabulated.” 

The volunteer worker in charge of the 
H. & H. Canteen, Miss D. Reynolds, re- 
ports under date of May 19, 1944 from 
Hadleigh, Essex: “As I am the operator 
of vour canteen I thought you would 
like an idea of the work we are doing. 
In the mornings we serve mobile troops 
and generally get around 300 men at each 
location. As soon as the canteen is sighted 
a mad rush and a lot of good 
served. 


there is 
natured scuffing to be the first 
In the afternoons we do gun stations and 
searchlight sites which are often situated 
in isolated spots. The boys are very 
friendly and often tell us about their 
families and show us photographs re- 
ceived from their folks back home. It 
is verv interesting work and the canteen 
is alwavs welcome wherever it goes.” 
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National Advertising for 
Columbia Rings 


\ well rounded and thoroughly co- 
ordinated campaign of national ad 
vertising for Columia diamond rings 


has been instituted by Axel Bros., mak- 
ers of the Columia line, styled by Jack 
I.. Kaufman. 

Large space is being run in a list of 
eight magazines of big circulation, and 
retailers are helped to tie in with the 
national publicity through attractive 
counter cards, newspaper mats, and dis- 
play fixtures furnished by the manufac- 


turers to the dealer without charge. 


Columbia rings are distributed ex 
clusively through jewelry wholesalers 


under a merchandising program that en- 


ables the retailer to operate with the 
minimum of stock and the maximum 
rate of stock turnover. 


Kane Named Assistant to 
Bulova President 


JOSEPH KANE 


+ 6 . Becomes As- 
sistant to Bulova 
President Ballard 





Joseph Kane has been appointed as 
assistant to the president, the Bulova 
Watch Co. announces. 

Mr. Kane recently resigned as vice 
president of the Gruen Watch Co., 
where he was in charge of styling and 
He associated with 
for over nine years, and 
over 20 years in the watch 

field, where he has made 
friends throughout the in 


production. was 
that company 
has spent 
and jewelry 
a host of 
dustry. 


Store Front is "Machine for Selling" 


\ full color, illustrated booklet, “Kaw- 
neer Machines For Selling,’ which has 
just been issued by The Kawneer Co., 
Niles, Mich., presents an_ interesting 
conception of store-front as advertising 

as “Machines For Selling.” The book- 
let is based on research with authorities 


on architecture and retail merchandis 
ing. It is available on request to The 
Kawneer Co., 2005 Front St., Niles, 
Mich. 


J. T. Galloway to G. E. Supply Corp. 


Calahan, district manager, 
G-E Supply Corp., New York, an- 
nounces that James F. Galloway, who 
has been sales manager in another divi- 
of General Electric Co., has been 
appointed manager of Traffic Appliance 
Sales for the General Electric Supply 
Corp. in New York. “Traffic appliances,” 
in General Electric’s vocabulary, includes 
all heating devices, table appliances, 
clocks, sun lamps, fans, ete. 

Mr. Galloway brings to this new ap 
pointment a rich background of field ex 
perience in sales and promotion. 


Harry C. 


sion 
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70th Year for Schwob Watches 


The firm of L. A. Schwob, 22 West 
48th St., New York, is celebrating this 
month the 70th year of the distribution 
of Schwob watches in the United States. 
The father of the present head of the 
concern entered the field of Swiss watch 
importing in 1874, and his son Louis A. 
Schwob is still carrying on the family 
tradition. 


Waterproof Watch Crystals 


E. L. Kimble, formerly West Coast 
manager for Kirk-Rich Dial Co., is now 


operating the Kimble Optical Co. at 
220 W. 5th St. Los Angeles. He is 
specializing in all types of watch 


crytals including those for waterproof 
models. 


Something New in One-Minute 
Radio Spot Commercials 


When a radio station or a sponsor re 
ceives fan mail praising the commercial 
announcement in a radio program, that’s 
news! Yet hundreds of such letters have 
been received by the renowned furriers 


I. J. Fox, speaking in glowing terms of 
the famous singing commercials used 
by that firm in their broadcasts. Un 


doubtedly, you have heard their “Say 
it with Sables” or their latest song 
“Grandmother, Mother and Daughter.” 


These musical announcements are not 
only pleasing to the ear, but because of 
their unusual character and high recogni- 
tion value are extremely practical and 
effective advertising. Unfortunately, be- 
cause the preparation of commercials of 
this nature and cast of the musical talent 
required to broadcast them, entails an 
expense running into thousands of dol- 
lars, they have been out of the question 
for the average retail jeweler. 

Now, however, by a plan of syndi- 
cated transcriptions, such broadcasting 
is brought within his reach—in fact at 
an almost negligible cost. 

The same composer, the same _ lyric 
writer, and the same cast of 40 talented 
musicians which produces the famous 
I. J. Fox singing commercials have 
created two appealing and tuneful songs 
on jewelry. themes which have been 
transcribed on records for broadcast 
ing and are being made available on a 
basis of one jeweler in each city. 


One is entitled, “Just Give Her 
Jewelry,” the other, “Diamonds Syvm- 
bolize Love.” Each runs for 45 seconds 


leaving 15 seconds of a one minute spot 
for the local announcer to step in with 
a brief spoken commercial and _ tie in 
the sponsoring jeweler’s name and ad 
dress. Or, of course, the records can be 
used as a theme song at the beginning 
or end of longer programs. 

The fee for their use is a sliding scale 
based upon the size of the town in which 
the jeweler is located, and for all but a 
few of the largest cities amounts to 
onlv about fiftv cents a day for the ex 
clusive rights to both records. 

\rrangements have been made in every 
citv for anv interested ieweler to audi- 
tion them at a local radio station. They 
are produced and distributed by Asso- 
ciated Radio-Television Productions. 
Inc., 489 Fifth Ave... New York. from 
whom further details may be obtained. 








A Diamond Watch to Miss America 































Henry Harteveldt, president of Harve! 
Watch Co., presents to "Miss America” the 
diamond-studded "Miss Victory’ watch, as 
the winner of the 1944 Atlantic City Beauty 
Pageant makes her first radio appearance 
At the left is John B. Kennedy, news com. 
mentator regularly sponsored on the Blue 
Network by Harvel, who introduced ‘Miss 
America" (Venus Ramey of Washington 
D. C.) to the radio audience on his pro 
gram. 


Benrus Advertising Manager 
Televises the Care of Watches 


William Scheibel, advertising manager 


of the Benrus Watch Co., gave a I 
minute talk on “How to wear and car 
for a watch” over the Dumont Teley 


sion-Radio Station WABD on August 29 

probably the first time that a talk of 
this kind has ever been made over th: 
television radio. 

Mr. Scheibel illustrated his lectur: 
with a series of specially prepared draw 
ings and photographs which showed the 
delicate and intricate parts of a watch 
movement, and gave the answers to many 
of the questions purchasers usually ask 
when buying a watch. 

He has been invited to make another 
appearance before the television camera 
of Station WABD, and has selected as 
the subject of his next talk, “The histor: 
of time-telling through the ages.” 


New Representative for 
Liberty Jewelry Co. 


E. S. VON FORSSTROM 





The Liberty Jewelry Co., Inc., manu 
facturers of gold jewelry announces the 
appointment of E. S. von Forsstrom, as 
its Mid-Western Representative. ‘The 
Liberty Jewelry Co. has its main office 
at New Orleans, La., and its Mid-West- 
ern Showroom at 630 Peoples Bank Bldg., 
Indianapolis 4, Indiana. Mr. von Forss 
trom has been in the jewelry business 
in Providence, Attleboro and Boston. He 
served as a Major during World War I, 
and is a graduate of Vasa and Weston 
Schools in Massachusetts. 
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DO YOUR SHARE 
THE NEws FROM both the European and the Pacific 


fronts is good. But the war isn’t over 


z 


as any newly returned soldier, sailor or marine 


not by a long 
shot ; | 
who has been in the thick of it will tell you. 

As long as it lasts, the boys out there on the fighting 
fronts are going to continue to need all the support and 
comfort they can get from us civilians who, after all, 
ire having a pretty easy time of it safe at home. 

Also, even after the shooting stops, the need for relief 
for the oppressed multitudes of the war-torn regions is 
yoing to continue for a long time to come. America is 
the one place to which they can look for that help. 

All this adds up to just one thing — the need to give 

-and to give generously out of our abundance — to 
the National War Fund, 
for the 


coming year. 


which starts its drive this 


month money to carry on its work for the 

This is the agency which provides not only the recre 
ational facilities for our own boys, but also finances the 
efforts of all the relief organizations — Russian, Polish, 
Green, Norwegian, and so on through the list. It is 
the committee that digs up the money to take care of 
It is 


the group that finances the necessary war-time activities 


the refugees, the children, the aged, and the sick. 


on the home front. 
If the war were to end tomorrow, its help would still 
not, let it 


even though half the war may be over soon. 


be needed. We cannot, we must down now 


IS THIS THE PATTERN? 


Ir a cask that has recently come to our attention is 
to be a sample of the manner in which the Government 
will dispose of its surplus property at the end of the 
war, it is small wonder that business men are worried. 

The goods involved in this particular instance were 
portable phonographs — which gives you an idea of the 
variety of merchandise that will probably be found in 
the surplus inventory when the war is over. A large 
quantity of them had been purchased — more, it proved, 
than were needed. So it was decided to liquidate the 
balance. 

The job of doing so was tossed back and forth among 
half a dozen of the multitude of overlapping and con 
flicting alphabetical agencies with which Washington is 
infested these days, and finally wound up in the lap 


of the U 


sub-agencies of the Foreign Economic Administration. 


. S. Commercial Company, which is one of the 
That bureau, for reasons best known to itself, sold 
the phonographs to one concern under an agreement — 
and note this—the purchaser was not to distribute them 
through dealers, but to sell them only direct to the con- 
sumer, through a mail order company which he was to 
establish for that sole purpose. 

So, while established dealers were crying for phono 
graphs to sell, but unable to obtain any, mail-order 
advertisements were appearing in the newspapers offer 
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ing these machines as government surplus property at 
a bargain day price to consumers only a deliberate 
by-passing of established channels of distribution. 

Is this to be the pattern that the administration pro 
poses to follow in the disposal of its other surplus con- 
merchants had better do 


sumer goods? If so, retail 


something about it before it’s too late. 


MORE PARTICIPATION NEEDED 


Wuy is rr rHat thousands of business men will jour- 
ney long distances to a convention of their trade associa- 
tion, sit through day after day of listening to speeches, 
and then stay away in droves from the final business 
session at which the program and the policies of their 
industry are determined? 

Time after time we’ve seen a meeting room that had 
been jammed to capacity for a speech by William Who- 
zis, occupied by only a corporal’s guard at a very next 
session when the convention got down to the serious 
business of deciding industry policy on matters affecting 
the trade, and choosing the men who are to represent 
it. Result: the position and program of that industry 
are decided by the views of a microscopic minority. 

Maybe those views are representative of general 
sentiment — maybe all the men who stayed away would 
have agreed. But it seems to us that we'd at least want 
to be on hand to see what was being decided for us. 

The trade associations are doing a good job, but more 
of their members should take an active part in their 
deliberations. 


LAY THAT CRYSTAL DOWN, BABE! 


A uot oF so-called analyses of the future of the 
diamond business in America have been appearing re 
cently in the daily newspapers — at least here in New 
York City. 
way from prophesying that the Antwerp cutting shops 
will be going full tilt within ninety days, with a conse- 
quent fall of 50 per cent in diamond prices, to the other 
extreme that sales and prices are due for a boom. Take 
your choice. 

The real truth is, of course, that no one knows today 


The predictions expressed range all the 


how soon or on how big a scale cutting can be re-estab- 
lished in the Low Countries, nor just what future prices 
are going to be. 

The best course for the jeweler to pursue is not to 
take any of these self appointed prophets too seriously 

-not be either a bull or a bear on the diamond mar- 
ket — but simply to buy what diamonds he needs when 
and as he needs them in the regular course of his 
business. 


— 
Editor 
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HOW DO WE KNOW THIS IS A GOOD ADVERTISEMENT? We're sure of it, because it’s another 
in Community‘s great “Back Home for Keeps” series — the series that, independent 
research surveys reveal, consistently leads in the best seen, best read advertising in 
magazines today—the series that’s pulled scores of thousands of letters from potential 
customers. 

It’s working hard for America’s jewelers. It’s creating more and more Community 
customers . . more and more postwar sales for you. 


BACK HOME FOR KEEPS 


You'll ery the tears vou haven't dare 

e went away You ll laugh thre 

fo two heart happy people “ 

You ll make a million plans 

eo Vour plans come true 

hen vou dream of your home. vour table. th 
tof tall candles. the gleam of fine silverware 
hen Communitys* will be right in there thinkin: 
Our hands are hard at work for the war 
like vours, are turning home. We're 


be about the business of making America’s 4 
ht. bride-loved Community. Wait for it 


patterns worth waiting for. And know all 


baie ‘ 
hoping with vou—we pray theday willeome! GY it Community 


NEIDA 


FREE! /f vou d ithe full calor reprod 
t rert e COMMUNITY 


tHe pay MORE sur war Bonps: 





